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►  GROUP  BUYING 

Co-op  inks 
cut-rate 
PBX  pacts 

NEC,  NTI  sign  to 
supply  Amerinet. 

BY  KARYL  SCOTT 

Washington,  D.C.  Correspondent 


ST.  LOUIS,  Mo.  —  Wielding  the 
combined  buying  power  of  its 
2,700-member  health  care  compa¬ 
nies,  Amerinet  last  week  an¬ 
nounced  contracts  with  NEC  Amer¬ 
ica,  Inc.  and  Northern  Telecom, 
Inc.  to  buy,  at  sharply  reduced 
prices,  as  much  as  $500  million 
worth  of  private  branch  exchanges 
over  the  next  three  years. 

Amerinet’s  action  is  indicative 
of  a  growing  trend  among  users  in 
vertical  industries  that  are  muster¬ 
ing  their  purchasing  power  to  ex¬ 
tract  price  concessions,  in  the  form 
of  volume  discounts,  from  commu¬ 
nications  equipment  and  services 
vendors. 

Last  month,  a  consortium  of  in¬ 
dependent  insurance  agencies  and 
major  insurance  carriers  signed  a 
four-year,  multimillion-dollar  con¬ 
tract  with  MCI  Communications 
Corp.  for  long-distance  services. 
The  nonprofit  association  that 
swung  the  deal  for  its  members, 
the  Insurance  Value-Added  Net¬ 
work  Services  Corp.,  was  able  to 
wrest  a  10%  discount  from  MCI  on 
daytime  telephone  rates. 

“The  group  purchase  approach 
makes  a  great  deal  of  sense  for 
small  users  that  would  end  up  pay¬ 
ing  a  lot  more  for  equipment  and 
services  if  they  negotiated  con- 

See  page  46 


►  SWITCH  SHIFT 

IBM  to  revamp 
Rolm  PBX  design 

Big  Blue  breaks  with  proprietary  past. 


BY  PAM  POWERS 

Senior  Editor 


NEW  YORK  —  After  years  of 
speculation  on  the  part  of  users 
and  industry  watchers,  IBM  is  ex¬ 
pected  this  week  to  unwrap  an 
ISDN-ready  Rolm  Corp.  PBX,  unof¬ 
ficially  dubbed  the  CBX  III,  which 
sources  say  is  based  on  a  new  ar¬ 
chitecture  that  is  incompatible 
with  Rolm’s  existing  switches. 

While  IBM  would  not  comment 
other  than  to  confirm  that  it  in¬ 
tends  to  introduce  telecommunica¬ 
tions  equipment  at  a  briefing  here 
on  Tuesday,  users  and  industry 


consultants  said  details  about  the 
private  branch  exchange  have 
been  leaked. 

It  appears  IBM  has  tackled  one 
of  the  CBX’s  biggest  problems  by 
abandoning  its  proprietary  archi¬ 
tecture,  which  did  not  provide  a 
clean  migration  path  to  Integrated 
Services  Digital  Networks.  The 
CBX  III  also  reportedly  will  have  a 
smaller  footprint  and  play  a  bigger 
role  in  IBM’s  Systems  Network  Ar¬ 
chitecture. 

But  the  improvements  will  come 
at  a  price  that  has  angered  some 
users,  who  say  it  is  too  dear.  While 

See  page  47 


►  TCA  WRAP-UP 

Users  wary  of 
AT&T  strategy 

BY  BOB  WALLACE 

Senior  Editor 


SAN  DIEGO  —  Many  of  the  users  who  flocked 
to  last  week’s  Tele-Communications  Association 
(TCA)  25th  Annual  Conference  and  Exhibition 
here  said  they  are  unwilling  to  give  up  control  of 
their  networks  to  take  advantage  of  the  one-stop 
shopping  promoted  by  AT&T  in  two  recently  filed 
tariffs. 

Users  surveyed  at  the  show,  which  boasted 
more  than  550  exhibitors  and  roughly  15,000  at¬ 
tendees,  were  apprehensive  about  AT&T’s  Digital 
Tandem  Switching  Service  (DTSS),  which  was  ap- 

See  page  47 


PRODUCT  FOCUS 


Bridges,  gateways 
open  to  confusion 

BY  JOHN  J.  HUNTER 

Contributing  Editor 


Gateways  and  bridges  are  becoming  indispensable 
tools  for  network  managers  in  this  era  of  distributed 
processing  and  local-area  networks.  But  selecting  a 
gateway  or  bridge  isn’t  as  simple  as  it  might  appear. 

For  example,  a  vendor  may  claim  that  its  bridge 
links  Ethernets,  but  since  not  all  versions  of  Ether¬ 
net  are  compatible,  users  could  end  up  stuck  with 
empty  promises.  Another  potential  problem:  The  de¬ 
lays  introduced  during  packet  filtering  between 

Continued  on  page  33 
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►  PRIVATE  NETS 

Access  fees  rock 
user  strategies 

FCC  scheme  haunts  planning. 

BY  MARY  PETROSKY 

West  Coast  Correspondent 


SAN  DIEGO  —  Reeling  from  the  news  that  they  may  be 
subject  to  access  charges  the  Federal  Communications 
Commission  plans  to  impose  on  enhanced  service  provid¬ 
ers,  private  net  users  here  said  they  may  be  forced  to  re¬ 
design  their  networks  to  avoid  substantial  cost  increases. 

Communications  managers  who  were  interviewed  by 
Network  World  at  last  week’s  Tele-Communications  Asso¬ 
ciation  (TCA)  25th  Annual  Conference  and  Exhibition  ex¬ 
pressed  concern  that  the  FCC’s  access  charge  proposal 

See  page  45 
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►  TCA  '87 

Ten  vendors  join  IBM’s 
NetView  demo  at  TCA 


BY  JOSH  GONZE 

Staff  Writer 


SAN  DIEGO  —  Ten  vendors  last 
week  joined  hands  with  IBM  at  the 
Tele-Communications  Association 
conference  here  to  demonstrate 
how  their  proprietary  network 
management  systems  can  work  in 
conjunction  with  IBM’s  NetView. 

The  vendors  took  part  in  an 
IBM-sponsored  on-line  demonstra¬ 
tion  in  which  alarms  from  their  net 
management  systems  were  handed 
off  to  NetView/PC  consoles  in  each 
of  their  booths  and  forwarded  over 
a  multidrop  leased  line  to  a  Net- 
View-outfitted  host  at  an  IBM  site 
in  Raleigh,  N.C.  NetView  responses 
were  relayed  back  to  the  show 
floor  via  a  dial-up  line  and  dis¬ 
played  on  a  NetView  console  in  Big 
Blue’s  booth. 


Information  displayed  on  the 
NetView  console  described  which 
vendor’s  net  management  package 
generated  the  alarm  and  which 
network  lines  and  components 
were  at  fault. 

All  the  exhibitors  participating, 
including  IBM,  reported  strong 
user  interest  in  the  demonstration. 
Darrell  Sell,  vice-president  of  sys¬ 
tem  products  at  Racal-Vadic,  Inc., 
one  of  the  10  vendors,  called  it 
“the  hottest  item  in  the  booth.” 

Other  vendors  participating 
were  Dynatech  Data  Systems,  Gen¬ 
eral  DataComm,  Inc.,  Network 
Equipment  Technologies,  Inc., 
Timeplex,  Inc.,  Racal-Milgo,  Inc., 
StrataCom,  Inc.,  TelWatch,  Inc., 
Teleprocessing  Products,  Inc.  and 
Digital  Communications  Asso¬ 
ciates,  Inc.  IBM  provided  each  ven¬ 
dor  with  modems,  drops  on  the  pri¬ 


mary  leased  line  and  a  back-up 
line. 

Three  other  vendors  at  the 
show,  MCI  Communications  Corp., 
Data  Switch  Corp.  and  Paradyne 
Corp.,  announced  NetView/PC  in¬ 
terfaces  for  their  network  manage¬ 
ment  systems  but  did  not  partici¬ 
pate  in  the  demonstration,  saying 
they  did  not  have  enough  time  to 
prepare. 

Central  control 

Attendees  at  the  show  said  the 
NetView/PC  demonstration  was  in¬ 
teresting  because  it  showed  how  a 
network  operator  could  centrally 
monitor  alarms  generated  by  a  va¬ 
riety  of  equipment. 

But  users  said  they  are  looking 
forward  to  future  NetView  capa¬ 
bilities  that  will  enable  operators 
to  control,  as  well  as  monitor,  non- 
IBM  equipment. 

“All  NetView/PC  does  is  send 
alarms  up  to  the  mainframe,”  said 
Charles  Antonini,  a  network  man¬ 
ager  representing  Morton  Thiokol, 
Inc.  at  the  conference.  “The  main¬ 
frame  operator  still  has  to  run 

See  page  6 


►  TCA  ’ 87 

Tymnet  switch,  voice/data  plan  bow 


BY  JIM  BROWN 

New  Products  Editor 


SAN  DIEGO  —  Tymnet/McDon¬ 
nell  Douglas  Network  Systems  Co. 
last  week  introduced  a  desktop 
packet  switch  that  supports  all  of 
the  features  of  larger  Tymnet  en¬ 
gines  and  also  spelled  out  plans  to 
become  a  single-source  vendor  of 
voice/data  network  products. 

The  new  low-end  packet  switch, 
coupled  with  other  switch  en¬ 
hancements  announced  here  at  the 
Tele-Communications  Associa¬ 
tion’s  annual  conference,  are 
meant  to  bolster  the  company’s 
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long-standing  product  line. 

Tymnet  will  introduce  a  new 
switch  family  based  on  industry 
standard  components  —  including 
VME  buses  and  Motorola,  Inc.  mi¬ 
croprocessors  —  at  Telecom  ’87, 
the  5th  World  Telecommunications 
Exhibition  in  Geneva,  Switzerland, 
later  this  month,  according  to  Mi¬ 
chael  P.  Cady,  marketing  director. 

Cady  also  revealed  a  Tymnet 
plan  to  flesh  out  its  product  line  by 
offering  products  that  integrate 
voice  and  data.  Tymnet  recently 
signed  an  OEM  agreement  with  Re¬ 
public  Telecom  Systems  Corp.  for 
trunk  expanders  —  devices  used  to 
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squeeze  voice  and  data  circuits 
into  existing  private-line  facilities 
—  and  has  now  begun  a  search  for 
an  OEM  T-l  multiplexer  supplier. 

Tymnet  rival  Telenet  Communi¬ 
cations  Corp.  last  spring  an¬ 
nounced  Integrated  Digital  Net¬ 
work,  a  plan  to  offer  end-to-end 
voice/data  services  using  T-l  mul¬ 
tiplexers  from  Timeplex,  Inc.,  in- 
house  packet-switching  gear  and 
T-l  transmission  facilities  provid¬ 
ed  by  parent  company  US  Sprint 
Communications  Co. 

Products  released  at  the  show 
include  the  eight-port  MD  7408, 
giving  the  company  a  position  in 
the  low  end  of  the  packet-switch¬ 
ing  market,  and  the  CPU  III,  a 
board-level  product  that  increases 
the  throughput  of  its  existing  line 
of  packet  switches  by  20%. 

The  Tymnet  MD  7408,  also 
known  as  the  Tymnet  Nano  En¬ 
gine,  can  act  as  a  packet  switch  as 
well  as  a  packet  assembler/disas¬ 
sembler  for  attached  terminals, 
personal  computers  or  hosts.  It 
supports  X.25,  IBM  Systems  Net¬ 
work  Architecture/Synchronous 
Data  Link  Control,  IBM  3270  Bina¬ 
ry  Synchronous  Communications 
and  asynchronous  protocols. 

The  Nano  Engine,  which  is  said 
to  incorporate  the  intelligence  of 
larger  Tymnet  engines,  is  equipped 
with  1M  byte  of  random-access 
memory.  Two  of  the  unit’s  eight 
ports  are  capable  of  supporting 
speeds  up  to  64K  bit/sec.  The  re¬ 
maining  six  ports  will  support 
speeds  up  to  9.6K  bit/sec,  which  is 
also  the  top  asynchronous  speed 
supported.  Each  port  operates  in 
half-  or  full-duplex. 

The  Nano  Engine  also  supports 
local  switching,  the  ability  to  link 
terminals  and  personal  computers 
connected  to  one  port  directly  to 

See  page  6 
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►  CONTRACT  CONTROVERSY 

Doelz  vs. 
AT&T  in 
$25m  suit 

Squabble  concerns 
Bank  of  America. 

BY  PAUL  KORZENIOWSKI 

Senior  Editor 


SANTA  ANA,  Calif.  —  Doelz 
Networks,  Inc.  filed  a  $25  million 
suit  against  AT&T  last  month, 
claiming  the  company  practiced 
unfair  competition,  induced  a 
breach  of  contract  and  misappro¬ 
priated  trade  secrets  to  win  an 
equipment  contract  from  Bank  of 
America  National  Trust  &  Savings 
Association. 

The  civil  suit,  which  was  filed  in 
California  Superior  Court  here  on 
Sept.  25,  stemmed  from  a  1986  con¬ 
tract  valued  at  $20  million  that  the 
bank  allegedly  awarded  to  Doelz 
and  then  retracted  and  awarded  to 
AT&T. 

An  AT&T  spokesman  said  the 
suit  is  without  merit,  and  a  Bank 
of  America  spokesman  refused  to 
comment  on  the  case. 

In  its  suit,  Doelz  claimed  it  re¬ 
ceived  a  letter  from  Bank  of  Ameri¬ 
ca  officials  on  Aug.  18,  1986  com¬ 
mitting  to  purchase  roughly  $4 
million  worth  of  Doelz  products  in 
the  third  and  fourth  quarters  of 
1986  alone. 

The  contract  was  one  of  several 
the  bank  awarded  as  part  of  an  ex¬ 
tensive  overhaul  of  its  voice  and 
data  networks. 

AT&T,  which  had  been  chosen 
to  act  as  a  systems  integrator  for 
the  bank  network,  contacted  Doelz 
and  said  it  needed  technical  infor¬ 
mation  about  the  Doelz  equipment 
so  it  could  plan  for  its  integration. 
The  bank  also  called  Doelz  and 
asked  the  company  to  meet  with 
AT&T. 

AT&T  officials,  including  three 
consultants  named  as  defendants 
in  the  suit,  met  with  Doelz  on  Aug. 
24,  according  to  Doelz.  During  the 
meeting,  AT&T  said  it  knew  the 
bank  had  chosen  Doelz’s  equip¬ 
ment  and  that  AT&T  did  not  plan 
to  compete  for  the  bank’s  data 
transport  business,  according  to 
the  suit. 

Doelz  also  disclosed  proprietary 
technical  and  financial  informa¬ 
tion  at  the  meeting,  including  the 
products’  strengths  and  weakness¬ 
es,  the  cost  of  the  system  and  ways 
in  which  the  system  could  be  im- 

See  page  45 


Network  World  wants  to  make 
its  news  coverage  even  better, 
and  for  that  we  ask  your  help.  If 
you  know  of  an  interesting 
event  that  just  occurred  or  is 
about  to  occur,  please  call.  We’d 
also  like  to  know  how  you  opti¬ 
mize  your  networks.  Call  Editor 
Bruce  Hoard  toll  free  at  (800) 
343-6474. 


The  shape  of  things  to  come. 

Because  this  simple  symbol  represents 
Alcatel. 

A  group  of  over  240  companies 
formed  by  the  joint  venture  of  two  of 
the  world’s  leading  specialists  in  the  fields 
of  computers  and  communications — 

ITT  Corporation  and  CGE. 

With  sales  of  $11.6  billion  and  more 
than  150,000  employees  in  110  countries, 
Alcatel  is  the  second  largest  combined 
supplier  of  public  network  equipment, 
telecommunications,  and  business 
communications  systems  and  services 
in  the  world. 

Now  seven  of  Alcatel’s  U.S.  companies 
have  joined  to  form  Alcatel  Business  Sys¬ 
tems,  each  and  all,  sharing  and  benefiting 
from  the  resources  of  the  parent  company. 

Resources  that  include  one  of  the 
world’s  largest  technology  bases,  R&D 
expenditures  that  exceed  $  1  billion  a  year 
and  a  continuous  corporate  commitment 


to  the  business  information  systems  and 
communications  marketplace. 

With  Alcatel  Business  Systems,  you’re 
working  with  the  same  ITT  companies 
you  always  have.  But  now  Alcatel’s 
increased  corporate  focus  and  massive 
technical  resources  allow  us  to  offer  you 
even  more  comprehensive  solutions. 

Former  customers  of  ITT  and  future 
customers  of  Alcatel  can  now  take  one 
thing  for  granted.  Alcatel  Business  Sys¬ 
tems  is  committed  to  a  comprehensive 
program  to  provide  American  business 
with  the  finest  integrated  communica¬ 
tions,  business  information  systems  and 
services  available. 

So  when  you  start  doing  business  with 
an  Alcatel  company,  you  know  you  will 
continue  doing  business  with  an  Alcatel 
company. 

That’s  why  Alcatel  is  the  shape  of 
things  to  come. 

For  a  very  long  time  to  come. 
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For  more  information  on  Alcatel  and  the  Alcatel  Business  Systems  companies, 
call  1-800-556-1234  (ext.  247)  or  in  California  1-800-441-2345  (ext.  247); 
or  write  Alcatel  Business  Systems,  2350  Qume  Drive,  San  Jose,  CA  95131. 


T 

CORTELCO* 

Second  Largest  U.S. 
Manufacturer  of  Telephones 
and  Key  Systems 


T 

COURIER  INFORMATION 
SYSTEMS 

Leading  Supplier  of  IBM- 
Compatible  Display  Systems 


▼ 

FRIDEN  ALCATEL 

Innovative  Supplier  of 
Postage  Meters,  Mailing  and 
Shipping  Systems 


T 

PABX  SYSTEMS  CORP.“ 

Supplier  of  Advanced  Small 
and  Medium  Size  PABX  and 
Key  Systems 


▼ 

QUME  CORPORATION 

Leading  Manufacturer  of 
Computer  Peripherals 


T 

SERVCOM 

Computer  Maintenance  and 
Support  Services 


▼ 

XTRA  BUSINESS  SYSTEMS 

Complete  Line  of  High 
Performance  Microprocessor- 
Based  Computers 


•Formerly  Apparatus  Division  of  ITT  Telecommunications.  “Formerly  ITT  Business  Communications  Corporation  and  Thomson  CSF. 
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►  INTERNATIONAL 

France  frees  VAN  mart 

Moves  to  end  state  telecom  monopoly. 


BY  AMIEL  KORNEL 

IDG  News  Service 
European  bureau 


PARIS  —  France  has  taken  its 
first  official  step  toward  ending  its 
state  telecommunications  monopo¬ 
ly  with  a  series  of  decrees  that  per¬ 
mit  private  companies  to  offer  val¬ 
ue-added  network  services.  The 
decrees  hold  good  and  bad  news 
for  IBM’s  French  subsidiary,  the 
only  major  firm  to  have  announced 
intentions  to  enter  the  value-added 
net  market. 

Although  little  more  than  a  baby 
step  forward  on  the  long  road  to 
communications  liberalization,  the 
rules  released  Sept.  25  set  in  mo¬ 
tion  a  process  that  will  slowly  ease 
the  state-owned  Post,  Telephone 
and  Telegraph  administration’s 
grip  on  the  services  market. 

IBM’s  French  affiliate  said  at 
the  end  of  June  that  it  planned  to 
create  a  joint  network  venture 
with  French  software  and  services 
group  Sema-Metra  and  two  major 
French  financial  institutions.  The 
partners  said  in  February  1986 
they  were  studying  the  feasibility 
of  such  a  venture. 

An  IBM  Europe  spokesman  here 
said  on  Sept.  30  that  the  new  com¬ 
pany  would  be  legally  formed 
within  the  next  few  days  but  de¬ 
clined  comment  on  the  govern¬ 
ment’s  decrees  until  the  firm  had 
more  time  to  study  them. 

IBM,  targeting  communications 
services  as  a  strategic  growth  area 
in  Europe,  has  already  announced 
value-added  net  ventures  in  Italy, 
Spain  and  Denmark.  On  Sept.  3,  the 
company  revealed  that  it  had  en¬ 
tered  into  a  joint  research  agree¬ 
ment  with  Sweden’s  L.M.  Ericsson 
Telephone  Co.  focusing  on  develop¬ 
ment  of  so-called  intelligent  net¬ 
work  products  (“Firms  probe  inte¬ 
gration,”  AW,  Sept.  7).  IBM  critics 
have  warned  that  the  computer  gi¬ 
ant  is  preparing  to  extend  its  domi¬ 
nance  to  the  communications  are¬ 
na.  But  both  PTT  and  IBM  officials 
were  miffed  by  recent  press  re¬ 
ports  that  suggested  the  French  de¬ 
crees  were  written  to  limit  IBM’s 
mobility  in  the  value-added  net 
market.  At  the  time  of  the  June  an¬ 
nouncement,  IBM  Europe  officials 
hinted  they  had  received  word 
from  the  government  that  the 
firm’s  efforts  would  not  be  blocked 
or  hampered  by  the  regulations. 

One  constraint  cited  by  the 
press  is  the  PTT’s  demand  that  all 
providers  offer  services  using  fa¬ 
cilities  that  conform  to  the  Open 
Systems  Interconnect  (OSI)  frame¬ 
work  within  two  years'.  IBM  and 
PTT  officials  said  this  was  not  a 
surprise  or  a  problem  for  IBM. 

The  PTTs,  as  well  as  most  Euro¬ 
pean  communications  vendors, 
have  preached  the  OSI  gospel  for 
some  time.  And  although  IBM’s 
predilection  for  its  proprietary 
Systems  Network  Architecture  is 
no  secret,  the  company  has  repeat¬ 
edly  expressed  its  support  for  OSI 


and  has  developed  products,  par¬ 
ticularly  targeted  to  European  us¬ 
ers,  to  back  up  those  claims. 
What’s  more,  it  seems  unlikely  that 
the  French  government  would  seek 
to  keep  IBM,  the  country’s  biggest 
taxpayer,  out  of  any  market. 

Nonetheless,  the  voluminous  de¬ 
crees  do  hold  good  and  bad  news 
for  IBM  and  other  firms  planning 
to  enter  the  French  value-added 
net  market.  Foremost  among  the 
good  news,  perhaps,  is  the  absence 
of  a  volume-based  tariff  plan. 

European  governments  face 
strong  lobbying  from  labor  unions 
worried  about  job  loss  in  a  compet¬ 
itive,  liberalized  communications 
market  and  from  telecommunica¬ 
tions  agencies  concerned  that  pri¬ 
vate  service  operators  would  en¬ 
croach  on  their  basic-transport 
turf.  Seeking  to  calm  those  fears, 
the  French  PTT  had  hinted  that, 
like  such  European  counterparts  as 
the  West  German  Deutsche  Bunde- 
spost,  it  would  impose  usage-based 
rates  to  regulate  growth  of  the  na¬ 
scent  value-added  net  market. 

IBM  and  others  argued  vigorous¬ 
ly  against  the  imposition  of  vol¬ 
ume-based  rates,  saying  the  rates 


BY  MARY  PETROSKY 

West  Coast  Correspondent 


CONCORD,  Calif.  —  Chevron 
Corp.  last  week  acknowledged  that 
it  will  participate  in  what  Pacific 
Bell  and  Northern  Telecom,  Inc. 
called  the  first  user  test  of  ISDN’s 
Primary  Rate  Interface. 

Pacific  Bell  and  Northern  Tele¬ 
com  —  the  vendors  coordinating 
the  project  —  announced  plans  for 
the  Integrated  Services  Digital  Net¬ 
work  Primary  Rate  Interface  test 
at  the  Tele-Communications  Asso¬ 
ciation’s  (TCA)  25th  Annual  Con¬ 
ference  and  Exhibition  in  San  Die¬ 
go.  But  the  two  companies  declined 
to  release  the  name  of  the  user  that 
will  participate  in  the  test. 

Network  World  has  learned  that 
Chevron  will  begin  testing  ISDN 
Basic  Rate  Interface  access  at  its 
facility  here  in  the  first  quarter  of 
1988  and  will  move  to  primary  rate 
access  in  the  second  quarter.  Chev¬ 
ron  currently  has  a  Northern  Tele¬ 
com  Meridian  SL-1  in  its  Concord 
location  that  will  be  modified  by 
Northern  Telecom  to  support  the 
necessary  ISDN  interfaces,  accord¬ 
ing  to  William  Houghton,  general 
manager  of  communications  tech¬ 
nology  at  Chevron. 

The  SL-1  will  be  linked  to  a 
Northern  Telecom  DMS-100  that 
Pacific  Bell  has  set  up  at  its  San 
Ramon,  Calif.,  central  office. 
Northern  Telecom  will  upgrade  the 


would  impair  the  economic  feasi¬ 
bility  of  future  value-added  nets. 

Their  arguments  seem  to  have 
been  heard.  The  decrees  preserve 
fixed  rates  on  lines  leased  by  net¬ 
work  operators  from  the  PTT. 

But  that  doesn’t  mean  the  PTT 
resisted  the  temptation  to  plant  a 
worm  in  the  golden  apple.  The  de¬ 
crees  stipulate  that  users’  bills  can¬ 
not  include  more  than  a  15% 
charge  for  basic  transport  service. 
Requiring  85%  of  a  service’s  costs 
to  come  from  added  value  should 
make  the  development  and  start¬ 
up  of  private  value-added  net¬ 
works  in  France  expensive. 

The  decrees  were  meant  to  set 
the  stage  for  parliamentary  debate 
on  pending  legislation  aimed  at  de¬ 
regulating  the  country’s  telecom¬ 
munications  markets.  The  PTT 
Minister,  Gerard  Longuet,  prom¬ 
ised  to  set  liberalization  in  motion 
with  decrees  opening  up  markets 
for  cellular  telephone  services  and 
public  pay  phones. 

But  PTT  officials  said  privately 
this  week  that  the  controversial 
legislation  is  unlikely  to  be  debated 
by  Parliament  in  this  election  year, 
meaning  that  last  week’s  value- 
added  network  decrees  may  well 
be  the  only  concrete  outcome  of 
Longuet’s  push  to  deregulate. 

“There  is  no  chance  that  it  will 
be  discussed.  In  an  election  period, 
no  one  wants  to  raise  the  anger  of 
the  unions,”  said  a  PTT  insider. □ 


DMS-100  and  play  an  ongoing  role 
in  the  testing. 

The  Primary  Rate  Interface  is 
designed  to  link  a  telephone  com¬ 
pany’s  central  office  equipment 
with  devices  such  as  a  private 
branch  exchange.  It  is  divided  into 
24  channels:  23  B  channels,  capa¬ 
ble  of  carrying  voice  or  data,  and 
one  D  channel,  which  carries  sig¬ 
naling  information  controlling  the 
B  channels.  The  Basic  Rate  Inter¬ 
face  features  2  B  channels  and  one 
D  channel. 

One  of  the  test’s  primary  goals 
will  be  to  evaluate  the  interwork¬ 
ing  of  the  SL-1  with  the  DMS-100, 
according  to  a  Pacific  Bell  spokes¬ 
man. 

The  Primary  Rate  Interface  es¬ 
sentially  establishes  a  peer-to-peer 
level  of  interworking  between  a  us¬ 
er’s  PBX  and  the  public  network, 
the  spokesman  added. 

Pacific  Bell  and  Northern  Tele¬ 
com  are  evaluating  a  number  of 
services  for  testing,  including  the 
ability  to  identify  the  telephone 
number  of  the  calling  party  and 
the  ability  of  the  network  to  deter¬ 
mine  the  type  of  call  being  made 
and  choose  the  least  costly  route. 

Other  applications,  such  as  per¬ 
sonal  computer-to-personal  com¬ 
puter  communications  and  person¬ 
al  computer-to-host  data  transfer 
will  also  likely  be  tested. 

Chevron  has  a  “long  shopping 

See  page  45 


►  INTEGRATED  SERVICES  DIGITAL  NETWORK 
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►  LONG  DISTANCE 

MCI,  AT&T  unveil  services 


BY  MARY  LINEHAN 

Staff  Writer 


SAN  DIEGO  —  MCI  Com¬ 
munications  Corp.  an¬ 
nounced  plans  at  the  Tele¬ 
communications  Associa¬ 
tion  (TCA)  conference  here 
last  week  to  offer  expand¬ 
ed  international  direct  dial¬ 
ing  and  operator  services 
early  next  year.  AT&T  also 
used  the  conference  to  re¬ 
veal  plans  to  offer  Accunet 
Digital  Services  between 
the  U.S.  and  Japan  begin¬ 
ning  in  1989. 

MCI  said  that,  in  the 
first  quarter  of  1988,  its 
customers  will  be  able  to 
dial  directly  any  location  in 
the  world  where  AT&T  cur¬ 
rently  offers  direct  dial  ser¬ 
vice. 

Direct  dial  access  will  be 
available  to  users  of  MCI’s 
Dial  1  long-distance  ser¬ 
vice,  its  Prism  services  and 
its  VNET  virtual  private 
network  service. 

According  to  a  spokes¬ 
man,  MCI  will  be  “the  sole 
long-distance  company  able 
to  offer  international  direct 
dialing  from  a  virtual  pri¬ 
vate  network.” 

Initially,  MCI’s  operator 
services  will  be  offered 
only  for  users  of  the  MCI 
Card  travel  card.  Users  will 
be  able  to  make  travel  card 
calls  from  push-button  or 
rotary  dial  telephones  in 
the  U.S.  Today,  travel  card 
calls  are  only  possible  from 
a  push-button  phone.  The 
carrier  said  it  will  offer 
other  operator  services, 
such  as  collect  calling  and 
operator  assistance,  by  the 
end  of  the  year. 

Company  officials  la¬ 
beled  the  operator  services 
as  a  $4  billion-a-year  mar¬ 
ket. 

“This  certainly  enhances 
MCI’s  credibility  as  a  long¬ 
distance  provider,”  said 
Chris  Jackson,  a  senior  an¬ 
alyst  in  consumer  commu¬ 
nications  at  The  Yankee 
Group  in  Boston. 

“Realistically  speaking, 
they  are  never  going  to  be¬ 
come  an  AT&T  as  long  as 
they  have  to  rely  on  AT&T 
to  route  a  lot  of  their  do¬ 
mestic  traffic,”  according 
to  Jackson. 

“But  this  enhances  MCI’s 
position  among  the  second- 
tier  companies,”  Jackson 
added. 

AT&T  said  the  Interna¬ 
tional  Accunet  Digital  Ser¬ 
vices  will  use  a  fiber-optic 
cable  route  stretching 
7,200  miles  across  the  Pa¬ 
cific  from  California  to  Ha¬ 
waii  and  Japan. 

The  services,  all  sched¬ 
uled  to  be  available  in  early 
1989,  offer  transmission 


speeds  of  56K  bit/sec,  64K 
bit/sec  and  1.544M  bit/sec, 
according  to  a  company 
spokesman.  The  64K  bit/ 
sec  service  will  be  offered 
with  clear-channel  capabil¬ 
ity. 

The  digital  services  will 
be  provided  by  AT&T  in  co¬ 


operation  with  Kokusai 
Denshin  Denwa  Co.  (KDD), 
Japan’s  international  com¬ 
munications  carrier. 

AT&T’s  International 
Accunet  Digital  Services 
are  an  expansion  of  its  ex¬ 
isting  family  of  Accunet 
digital  service  offered  do¬ 


mestically  and  from  the 
U.S.  to  the  UK  and  France. 

The  services  are  avail¬ 
able  from  major  geographic 
locations  known  as  gate¬ 
ways.  Gateways  for  trans¬ 
pacific  services  are  San 
Francisco,  Los  Angeles  and 
New  York. 

According  to  AT&T,  San 
Francisco  and  Los  Angeles 
will  also  be  added  as  West 
Coast  gateways  to  the  car¬ 
rier’s  current  transatlantic 


link.  Other  gateways  on  the 
Atlantic  link  are  New  York 
and  Washington,  D.C. 

Customers  would  have 
the  option  of  leasing  the  In¬ 
ternational  Accunet  Digital 
Services  either  on  a  month¬ 
ly  basis  or  for  three-  to 
five-year  terms.  Users  will 
earn  a  5%  discount  for  a 
three-year  contract  and  a 
10%  discount  for  a  five- 
year  contract. 

See  page  8 
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Sound  unbelievable?  Not  when  the  multiplexer  is  the  Aydin 
Model  6296.  This  packetized  voice/data  multiplexer  provides  an 
unprecedented  4:1  compression  advantage  over  conventional 
64  Kb  PCM.  By  combining  32  Kbps  encoding  and  Digital  Speech 
Interpolation,  Aydin’ s  6296  multiplexer  can  concentrate  96  toil- 
quality  voice  channels  on  a  single  T-l  circuit.  Any  voice  circuit 
supports  9600  bps  in-band  data. 

And  the  6296  has  proven  superior  through  performance  in 
operational  systems  and  in  comparative  testing  by 
an  independent  research  facility. 

Compatibility  with  AT&T  ACCUNET®  and  DACS  services, 
integral  echo  cancellers,  and  redundant  logic  and  power  are 
standard  features.  Digital  interfaces  from  1.2  Kb  to  768  Kb  can 
be  substituted  for  voice  channels. 

To  determine  just  how  the  6296  multiplexer  can  effectively 
quadruple  your  T-l  capacity  and  reduce  your  transmission  costs, 
contact  your  Aydin  representative  today.  Call  or  write,  Aydin 
Monitor  Systems,  Private  Networks,  700  Dresher  Road, 
Horsham,  PA  19044  (215)  657-7450  Ext.  48. 
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►  ACCESS  CHARGE  FLAP 


Foes  of  FCC  plan  cry  foul 

Vendors ,  users  flood  agency  with  complaints. 


BY  KARYL  SCOTT 

Washington,  D.C,  Correspondent 


WASHINGTON,  D.C.  — 
The  Federal  Communica¬ 
tions  Commission  has  re¬ 
ceived  an  avalanche  of 
comments  from  telecom¬ 
munications  users  and  ven¬ 
dors  opposing  the  agency’s 
plan  to  impose  access 
charges  on  packet  network 
providers. 

Enhanced  service  pro¬ 
viders  and  their  customers 
flooded  the  FCC  with  more 
than  100  legal  filings  and 
5,000  letters  by  the  Sept. 
24  deadline  for  public  com¬ 
ment  —  a  near-record  num¬ 
ber  of  responses  to  an  FCC 
proposal.  Private  nets  may 
also  be  affected  under  the 
plan  (“Private  nets  vulner¬ 
able  in  FCC  access  charge 
plan,”  AW,  Sept.  28). 

While  it  is  not  certain 
what  effect  this  barrage 
will  have  on  the  policy, 
there  is  widespread  specu¬ 
lation  here  that  the  Jan.  1 
implementation  date  will 
be  extended  by  at  least  six 
months,  although  the  FCC 
has  not  issued  an  official 
statement  to  that  effect. 

Information  service  pro¬ 
viders  say  the  FCC  access 
charge  plan  will  dramati¬ 
cally  increase  their  cost  to 
provide  on-line  data  bases, 
electronic  mail  and  value- 
added  network  services. 
Users  worry  that  the  cost 
of  such  information  ser¬ 
vices  will  skyrocket  as  a  re¬ 
sult  of  the  FCC  plan. 


Business  and  residential 
users  of  on-line  services 
mobilized  their  forces  in  an 
attempt  to  defeat  the  FCC 
plan  and  sent  letters  to 
their  congressmen.  House 
of  Representatives  Tele¬ 
communications  Subcom¬ 
mittee  Chairman  Edward 
Markey  (D-Mass.)  was 
scheduled  to  hold  a  hearing 
last  Friday  to  air  user  and 
industry  concerns  on  the 
access  charge  issue. 

Even  companies  that 
support  the  FCC’s  objec¬ 
tives  found  major  deficien¬ 
cies  in  the  commission’s 
proposal.  Commenters  such 
as  Bell  Atlantic  Corp.  and 
Pacific  Telesis  Group  cau¬ 
tioned  the  FCC  to  take  a 
slow,  phased-in  approach 
to  implementing  access  fees 
to  prevent  “rate-shock.” 

Federal  agencies  such  as 
the  General  Services  Ad¬ 
ministration  (GSA)  and  Na¬ 
tional  Telecommunications 
and  Information  Adminis¬ 
tration  (NTIA)  rejected  the 
FCC  plan  outright.  The 
GSA  said  the  plan  could 
cause  “irreparable  harm  to 
an  industry  on  which  the 
federal  government  in¬ 
creasingly  relies  for  essen¬ 
tial  services.” 

Alfred  Sikes,  assistant 
secretary  for  the  Depart¬ 
ment  of  Commerce  and 
NTIA  director,  said,  “Cus¬ 
tomer  rates  for  information 
services  will  increase  by 
about  300%.”  In  its  filing, 
NTIA  said  the  FCC  propos¬ 
al  could  harm  the  “develop¬ 


ing  information  infrastruc¬ 
ture”  on  which  the  U.S. 
economy  is  based  and  could 
weaken  the  nation’s  inter¬ 
national  trade  position. 

Officials  of  Apple  Com¬ 
puter,  Inc.  agreed  with 
NTIA’s  assessment,  warn¬ 
ing,  “At  a  time  when  other 
nations  are  positioning 
themselves  to  maximize 
their  roles  in  the  world¬ 
wide  information  economy, 
the  commission’s  proposal 
is  weakening  our  competi¬ 
tive  stance.” 

The  controversy  over  ac¬ 
cess  charges  arose  in  June 
when  the  FCC  proposed 
eliminating  the  1983  access 
charge  exemption  for  en¬ 
hanced  service  providers. 
When  the  exemption  was 
imposed,  the  agency 
deemed  the  information 
service  industry  in  its  in¬ 
fancy  and  unable  to  shoul¬ 
der  the  cost  of  access 
charges.  Long-distance  car¬ 
riers  and  service  resellers 


Ten  vendors 
join  demo 

continued  from  page  2 
downstairs  to  tell  the  other 
operators  what  to  do,”  he 
said.  “You  must  have  a  ba¬ 
sic  philosophy  of  central¬ 
ized  control.  It’s  geared  to 
that  kind  of  operation.” 

Vendors  participating  in 
the  demonstration  agreed 
that  their  current  Net- 
View/PC  interfaces  repre¬ 
sent  only  an  early  step  to¬ 
ward  using  NetView  to  cen¬ 
tralize  network  manage¬ 
ment.  They  said  they  are 
working  on  sophisticated 
interfaces  to  allow  down- 


Tymnet 
switch  bows 

continued  from  page  2 
a  local  host  computer  sup¬ 
ported  by  another  port, 
thus  bypassing  the  net¬ 
work. 

Configuration  commands 
can  be  downline  loaded  to  a 
Nano  Engine  from  Tym¬ 
net’s  Network  Control  Cen¬ 
ter,  a  network  management 
and  control  service.  Each 
engine  will  monitor  itself 
and  supply  status  reports 
about  network  and  data 
terminal  equipment  links  to 
that  Network  Control  Cen¬ 
ter  via  a  diagnostic  port. 

The  new  switch,  priced 
at  $8,000,  could  open  some 
doors  for  Tymnet  at  the 
low  end  of  the  market,  ac¬ 
cording  to  Kathryn  Koros- 
toff,  a  market  analyst  with 
Framingham,  Mass. -based 
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Learn  How  to  Achieve  Interoperability  NOW. 
Discover  the  Benefits  of  TCP/IP. 
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►  -  '  ' 

► 

► 

► 

► 

► 


IBM  Technology 
New  Application  Protocols 
Security 
ISO  Transition 
FDDI  &  Beyond 
PCs 


Tutorials  on: 

►  Introduction  to  TCP/IP 

►  Advanced  Gateway 
Architecture 

►  System  Administration  for 
UNIX;  VMS;  and  MS-DOS 

Also  featuring: 

►  Vendor  Implementation 
Descriptions 

►  Birds  of  a  Feather  Sessions 

►  User/Vendor  Problem 
Resolution  Forum 


For  complete  conference  details,  contact: 

■  •  Advanced  Computing  Environments 

+-W  21370  Vai  Avenue,  Cupertino,  CA  95014-4935, 

4  408-996-2042,  Ext.  14 


are  now  the  only  compa¬ 
nies  required  under  FCC 
rules  to  pay  access  charges 
to  local  exchange  carriers. 
Access  charges  allow  local 
exchange  carriers  to  recov¬ 
er  the  cost  of  switching 
long-distance  calls  over 
their  local  networks. 

The  FCC  has  concluded 
that  all  users  of  the  local 
exchange,  including  carri¬ 
ers,  information  service 
providers  and  end  users, 
should  contribute  equally 
to  the  cost  of  operating  in¬ 
traexchange  networks. 

The  Ad  Hoc  Telecom¬ 
munications  Users  Commit¬ 
tee  said  enhanced  service 
providers  are  already  pay¬ 
ing  their  share  of  the  cost 
of  local  access.  The  FCC 
also  incorrectly  assumes 
that  the  information  ser¬ 
vice  industry  “has  matured 
to  the  point  where  it  can 
now  weather  the  dramatic 
cost  increases  the  proposed 
ruling  would  produce,”  the 
group’s  filing  stated. 

The  Ad  Hoc  Committee 
said  the  FCC  plan  “lacks 
any  analysis  of  the  effects 
the  proposal  would  have  on 
consumers,  network 

efficiency,  local  telephone 


companies,  local  ratepayers 
and  the  economy.” 

Tymnet/McDonnell 
Douglas  Network  Systems 
Co.  said  its  local  access 
costs  will  soar  from  $3.8 
million  a  year  to  $69  mil¬ 
lion  if  the  FCC  plan  is  en¬ 
acted.  Chilton  Corp.,  a 
credit  reporting  company, 
said  its  telecommunications 
costs  will  increase  by  $5.8 
million  annually,  resulting 
in  a  25%  increase  in  the 
price  of  its  services. 

In  its  filing,  the  Associa¬ 
tion  for  Systems  Manage¬ 
ment  (ASM),  representing 
8,000  information  systems 
analysts  and  consultants, 
said  the  FCC  proposal 
would  “increase  local  com¬ 
munications  1  access  costs 
tenfold.  These  costs,  which 
will  be  passed  on  to  users, 
for  all  practical  purposes 
represent  an  information 
penalty  charge,”  said  Da¬ 
vid  Sturtevant,  ASM  direc¬ 
tor. 

Enhanced  service  pro¬ 
viders  will  go  from  paying 
a  $6-per-line  subscriber 
line  charge  to  a  $25  sur¬ 
charge  for  both  originating 
and  terminating  lines,  ASM 
predicted. □ 


loading  of  configuration 
and  control  commands 
from  NetView. 

But  vendors  also  said 
NetView  itself  must  evolve 
before  they  can  provide 
those  interactive  capabili¬ 
ties.  “There  has  to  be  a  bet¬ 
ter  set  of  commands  than 
what’s  available  with  Net- 
View,”  said  Gary  Patter¬ 
son,  director  of  communica¬ 
tions  product  marketing  at 
Paradyne.  “As  NetView 
evolves,  it’ll  be  easier  to 
provide  more  capabilities.” 

In  general,  product  man¬ 
agers  said  they  see  their 
proprietary  systems  retain¬ 
ing  control  of  physical  net¬ 


work  management,  regard¬ 
less  of  the  depth  of  the 
NetView  interface,  and 
NetView  evolving  to  reign 
over  system  resource  man¬ 
agement  and  logical  session 
management. 

The  next  versions  ex¬ 
pected,  NetView  Release  2 
and  NetView/PC  1.1,  are 
scheduled  for  release  in  De¬ 
cember  and  promise  some 
of  the  advances  needed. 
Most  of  the  NetView/PC  in¬ 
terfaces  highlighted  at  the 
show  will  be  available  as 
software  options  with  the 
proprietary  net  manage¬ 
ment  systems,  at  prices 
from  $1,000  to  $4,000. □ 


International  Data  Corp. 
“Tymnet  is  still  competing 
against  Telenet  and  BBN 
Communications  Corp.  to 
build  very  large  private 
networks.  It  has  not  com¬ 
peted  against  companies 
like  Memotec  Data,  Inc., 
Dynatech  Packet  Technol¬ 
ogy,  Inc.  and  Amnet,  Inc., 
which  target  the  low-end 
packet-switching  users,” 
she  said. 

“This  could  help  them  go 
after  users  who  want  to 
build  private  networks  but 
don’t  want  to  spend  $1  mil¬ 
lion  to  do  it,”  she  said. 

The  new  CPU  III,  which 
combines  CPU  and  read¬ 
only  memory  I/O  access 
functions  on  the  same 
board,  resides  in  an  exist¬ 
ing  Tymnet  engine  and  in¬ 
creases  throughput  by  20%. 
When  coupled  with  Tym¬ 
net’s  recently  introduced 


MAC  III  Engine  Accelerator 
Kit,  throughput  of  existing 
Tymnet  engines  can  be  dou¬ 
bled. 

Under  an  OEM  agree¬ 
ment,  Tymnet  will  sell  Re¬ 
public  Telecom’s  RLX-8  and 
RLX-40  Private  Line  Ex¬ 
panders  under  its  own  MD 
7008  and  MD  7040  Private 
Line  Expander  private  la¬ 
bel. 

The  MD  7008  enables  up 
to  eight  voice  or  data  chan¬ 
nels  to  share  one  56K  bit/ 
sec  digital  data  service  link 
or  single  DS0  channel  in  a 
T-l  pipe.  The  MD  7040 
combines  up  to  40  voice  or 
data  channels  onto  four 
56K  bit/sec  or  DS0  digital 
links. 

“Packet-switching  ven¬ 
dors  seem  to  be  making  an 
effort  to  incorporate  voice 
technology  into  their  net¬ 
works,”  Korostoff  said.E2 


The  Modem  Industry 
Standard  That's  Actually 
High  Performance. 


In  a  world  of  substandard  stan¬ 
dards,  it's  rare  to  find  a  standard  that's 
also  the  criterion  for  high  performance. 
But,  Microcom  Networking  Protocol 
(MNP)™  is  the  industry  standard  for 
high  speed,  error-free  datacommuni- 
cations:  A  Microcom  Protocol  Modem™ 
uses  MNP  to  virtually  double  the  effec¬ 
tive  throughput  of  its  rated  speed.  So 
our  1200  bps  modem  flies  at  up  to  2400 
bps.  And  our  9600  bps  modem  is  light¬ 
ning  fast  at  up  to  19,200  bps.  And  since 
the  world  is  characterized  by  imperfect 
phone  lines,  MNP  ensures  completely 
error-free  communications  . . .  even  on 
standard  dial-up  lines. 

What  is  a  Protocol 
Modem"? 

Microcom  puts  MNP  error¬ 
checking,  protocol  intelligence  and 
other  features  in  the  modem  . . .  not 
burdening  your  computer.  Microcom 
modems  support  common  standards, 
including  Bell  103,  212A,  CCITT  V.22, 

V.22  bis  and  V.29FT.  The  Microcom  SX 
command  set  and  Hayes  AT®  command 
set  are  both  supported.  And  the  highest 
mutually-supported  speed  is  automati¬ 
cally  negotiated  with  other  modems. 

Microcom 

Networking  Protocol  ": 
Why  it  Became  the 
Standard 

MNP  offers  unparalleled  perfor¬ 
mance.  Its  data  compression  and  error- 
correction  have  made  it  the  protocol  of 


Microcom  and  the 
Others . . .  The  Difference 
is  Day  and  Night 


Microcom 

Another 

Major 

Product  Feature  AX/9624C 

Vendor 

Initial  Fall-Back  Speed 

7200 

4800 

Installed  base  > 

150,000 

<1,000 

Number  of  stored  phone 
numbers 

9 

4 

Employs  industry 
standard  MNP 

yes 

no 

#  of  compatible  MNP 
modem  vendors 

40  + 

0 

Supports  CCITT  V.29  FT 
modulation 

yes 

no 

Password  Security  Option 

yes 

no 

Upgradeable  product 
line 

yes 

no 

Voice/Data  Switch 

yes 

no 

Hardware  Settable  Serial 
Port  Speed 

yes 

no 

choice  for  fast,  reliable  data  transfer. 

But,  a  standard  must  be  used  by  others 
to  really  be  a  standard:  MNP  is  supported 
by  scores  of  other  modem  manufactur¬ 
ers  and  value-added  networks,  including 
GTE®  Telenet/UNINET®  (now  U.S.  Sprint), 
GEISCO®,  CSC  INFONET®  and  the  IBM® 
Information  Network.  In  fact,  classes  1 
through  4  are  in  the  public  domain. 

MNP  Class  6  offers  the  highest 
performance:  Universal  Link  Negotia¬ 
tion  starts  at  a  common  lower  speed, 
and  negotiates  up  to  the  highest, 
mutually  supported  speed  and  class.  A 
Statistical  Duplexing  algorithm  dynam¬ 
ically  emulates  full-duplex  service.  Data 


compression  further  improves  effective 
throughput  to  as  high  as  19,200  bps. 

MNP  Class  5  also  uses  data  com¬ 
pression  to  analyze  user  data  and  adjust 
compression  parameters.  An  overall 
compression  factor  of  1.6/1  or  63%  is 
achieved.  Maximum  protocol  efficiency 
is  200%  of  rated  modem  speed  when 
combined  with  other  MNP  features. 

MNP  Class  4's  Adaptive  Packet 
Assembly  generates  larger  packets  over 
clean  lines,  for  increased  throughput 
and  reduced  protocol  overhead.  When 
increased  error  rates  are  detected, 
smaller  and  smaller  data  packets  are  cre¬ 
ated  to  increase  transmission  efficiency. 
Class  four  produces  up  to  122%  of 
rated  modem  speed. 

Set  Your  Standards 
High  with 
Microcom  Protocol 
Modems" 

Don't  accept  closed  protocols  or 
inferior  performance.  Standardize  on 
the  high  performance  of  Microcom.  Ask 
for  your  full-color  brochure  on  the  com¬ 
plete  line  of  Microcom  modems  and 
network  products. 

800/822-8224 

MICROCOM" 

1400  Providence  Highway 
Norwood,  MA  02062 
617-762-9310  Telex  710-336-7802 

Set  Your  Standards  High. 


Hayes  AT  is  a  registered  trademark  of  Hayes  Microcomputer  Products,  Inc. 
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►  STRATEGIC  SLASHING 

Mitel  pares  its  PBX  prices 


Mitel 


BY  BOB  WALLACE 

Senior  Editor 


SAN  DIEGO  —  Mitel 
Corp.  last  week  cut  the 
prices  of  its  low-end  and 
mid-range  private  branch 
exchanges  by  an  average  of 
20%  in  an  effort  to  stave 


off  competitors  in  the  un- 
der-500-line  PBX  market. 

The  cost  cuts,  announced 
at  the  Tele-Communica¬ 
tions  Association’s  25th 
Annual  Conference  and  Ex¬ 
hibition  here,  were  prompt¬ 
ed,  at  least  in  part,  by  de¬ 
clining  sales  of  the 


company’s  smaller  analog 
and  digital  switches,  ac¬ 
cording  to  Tom  Mayer,  ex¬ 
ecutive  president  for  Mitel. 

Effective  immediately, 
the  price  reductions  will 
apply  to  entry-level  config¬ 
urations  of  Mitel’s  SX-20, 
SX-50  and  SX-200  analog 


and  digital  switches.  The 
vendor  would  not  specify 
the  size  of  an  entry-level 
PBX  configuration. 

Mitel’s  high-end  PBXs, 
the  SX-2000S  and  the  SX- 
2000SG,  are  reportedly  not 
part  of  the  price-reduction 
plan. 

Flagging  sales 

Mayer  said  sales  of  Mi¬ 
tel’s  low-end,  under-100- 
line  switches  are  flagging. 


Think  Of 
Us  As  An 
Uncommon 
Carrier. 


z'  » 


Bay  Area  Teleport  is  host  to  the  Third  Annual 
General  Assembly  of  the  World  Teleport 
Association  October  5,  6,  7,  1987  •  Oakland 
Hyatt  Regency  Hotel  •  Oakland,  California. 
For  information  call: 

JoDee  Meyers,  Conference  Manager 
(415)769-5068 


What  is  Bay  Area  Teleport? 

Much  like  an  airport  or  seaport,  we  are  a  fo¬ 
cal  point  where  modern  business  communica¬ 
tions  come  together. 

If  you  are  or  aspire  to  be  a  Fortune  1000  com¬ 
pany,  you  should  take  advantage  of  Bay  Area 
Teleport,  which  provides  direct  service  to  long¬ 
distance  and  international  carriers  on  a  private, 
secure  digital  network.  This  allows  you  to  real¬ 
ize  substantial  savings  over  existing  rates  for 
telephone,  text,  video  and  data  transmission  — 
and  significantly  reduces  the  possibility  of  serv¬ 
ice  interruption. 

Simply  put,  Bay  Area  Teleport  enhances  your 
ability  to  communicate.  We  save  you  time  and 
money  by  linking  together  the  many  different 
ways  your  business  sends  and  receives 
information. 


Which  makes  our  service  not  only  uncom¬ 
mon  —  but  well  worth  investigating. 


BAY  AREA 
TELEPORT 


For  additional  information  call  (415)  769-5300,  or  contact  John  G.  Harrison, 
General  Manager,  Bay  Area  Teleport,  Harbor  Bay  Business  Park, 

1 141  Harbor  Bay  Parkway,  Alameda,  California  94501 . 


This  market  segment  has 
long  been  dominated  by  Mi¬ 
tel. 

“Our  share  of  market  in 
that  segment  has  declined,” 
he  said. 

Mitel,  which  sells  its 
gear  mostly  through  deal¬ 
ers  and  supply  houses,  is 
currently  exploring  new 
channels  of  distribution. 
“We  are  looking  at  the  ad¬ 
vantages  of  selling  direct  to 
users,”  Mayer  said. 

Mitel  already  sells  di¬ 
rectly  to  the  federal  gov¬ 
ernment  and  has  a  national 
accounts  group  to  sell  to 
major  accounts. 

Mitel  Qualified  Dealers 
and  supply  houses,  such  as 
North  Supply  Co.,  applaud¬ 
ed  the  sweeping  price  re¬ 
ductions. 

A  positive  move 

Charles  DeAngelo,  presi¬ 
dent  of  American  Tele¬ 
phone  Distributors,  Inc.,  a 
Mitel  Qualified  Dealer 
based  in  Kansas  City,  Mo., 
said,  “I  view  this  price  re¬ 
duction  plan  as  a  very  posi¬ 
tive  move  on  Mitel’s  part. 

“This  will  allow  Mitel 
switches  to  stay  competi¬ 
tive  with  similar-sized 
switches  made  by  other 
vendors,”  he  continued. 
“This  move  represents  the 
largest  commitment  Mitel 
has  made  to  selling  its 
products  in  years.” 

Terry  Bryan,  vice-presi¬ 
dent  and  general  manager 
for  North  Supply’s  business 
systems  division,  added, 
“These  price  cuts  will  defi¬ 
nitely  serve  to  boost  sales 
of  these  switches.”  □ 


MCI,  AT&T 
unveil 

continued  from  page  5 

Prices  for  transpacific 
service,  without  discounts 
for  multiple  circuits  or 
long-term  contracts,  will 
range  from  $6,500  to 
$100,000,  depending  on  the 
gateway  and  transmission 
speed. 

Prices  on  the  Atlantic 
link  range  from  $4,000  to 
$82,000. 

As  an  example,  56K  bit / 
sec  service  between  New 
York  and  Japan  is  priced  at 
$12,000  a  month.  Trans¬ 
pacific  service  at  1.5M  bit/ 
sec  from  either  San  Fran¬ 
cisco  or  Los  Angeles  will 
cost  $60,000  a  month.  Simi¬ 
lar  service  from  New  York 
will  cost  $100,000  monthly. 

According  to  AT&T,  sev¬ 
eral  customers  have  al¬ 
ready  contracted  for  Pacif¬ 
ic  link  services.  Initial 
customers  include  Ameri¬ 
can  Airlines,  Inc.,  Garban 
Computer  Services,  Inc., 
J.P.  Morgan  &  Co.,  Inc.,  No¬ 
mura  Securities  Co.,  Ltd. 
and  PARS  Service  Partner¬ 
ship. □ 
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U  There  was  nothing  special  about  the  way  Charlie  Brown  said,  ‘Can  you  step  over  to  my 
office  for  a  moment?’  He  sat  behind  his  desk,  coatless  as  usual,  sleeves  rolled  up,  to  all 
appearances  at  ease.  Yet,  on  this  December  day  six  years  ago,  Charlie  had  made  a  decision 
that  would  affect  the  life  of  every  American.  ‘I’m  prepared  to  recommend  to  the  board  of 
directors,’  he  said,  ‘that  we  accept  the  government’s  terms  to  end  the  antitrust  case.’ 
.  .  .  The  solution  he  had  chosen  seemed  so  draconian,  so  final.  His  words  were  like  acid  in 
my  gut. 

Edward  M.  Block 

Retired  senior  vice-president  of  AT&T 
From  an  article  entitled,  “Last  Call,”  New  York  Times,  Sept.  20. 


INDUSTRY  EYE 


PAM  POWERS 

Notes  from 
the  underground 

Perusing  the  possibilities.  As  the  dust  settles 
in  the  wake  of  Data  Switch  Corp.’s  merger 
with  T-Bar,  Inc.,  Data  Switch  is  once  again  begin¬ 
ning  the  long  and  careful  process  of  evaluating 
other  potential  candidates  for  a  joint  venture  or 
acquisition. 

One  of  those  is  Cambridge,  Mass. -based  BBN 
Corp.,  a  front-runner  in  the  packet-switching  are¬ 
na.  Data  Switch  President  Robert  Gilbertson  said 
his  talks  with  BBN  are  at  this  point  only  in  the 
speculative  stage  and  that  the  company  is  looking 
at  other  vendors  as  well.  Gilbertson  said  he  wants 
to  make  sure  everything  is  running  smoothly  with 
combined  T-Bar/Data  Switch  operations  before 
striking  out  on  another  venture. 

The  perfect  suitor.  Meanwhile,  BBN  is  appar¬ 
ently  considered  an  attractive  partner  by  several 
other  companies.  Memotec  Data,  Inc.  President  Wil¬ 
liam  McKenzie  has  expressed,  in  passing,  interest 
in  forming  a  liaison  with  the  company,  and  rumors 
of  other  BBN  partnerships  abound.  Amidst  this 
swirl  of  flirts,  BBN  is  working  on  integrating  its 
packet  switch  with  Network  Switching  Systems, 
Inc.’s  T-l  multiplexer. 

Reassembling  the  support  system.  NCR  Corn- 
ten,  Inc.’s  decision  to  stop  selling  Telematics  Inter¬ 
national,  Inc.’s  packet-switching  equipment  proba¬ 
bly  didn’t  have  much  to  do  with  the  equipment 
itself. 

A  user,  seemingly  one  of  only  three  packet  ac¬ 
counts  Comten  managed  to  land,  told  Network 
World  he  is  very  impressed  with  the  Telematics 
gear.  In  fact,  he  said  he  is  happier  with  the  new 
arrangement,  under  which  he  receives  support  di¬ 
rectly  from  Telematics.  In  the  past,  he  had  to  work 
through  Comten  to  get  answers  from  Telematics, 
which  he  considered  to  be  an  inefficient  system. 

However,  Telematics  has  traditionally  aimed  for 
selling  its  equipment  through  systems  integrators 
and  other  third-party  channels,  and  the  company 
may  not  yet  be  primed  to  support  end  users  direct¬ 
ly.  Sensing  that  problems  may  develop,  other  pack¬ 
et  vendors  such  as  M/A  Com,  Inc.  are  seeking  ex- 
Comten  users  in  hopes  of  picking  up  the  business. 

The  global  perspective.  Over  the  past  year,  the 
communications  industry  has  become  increasingly 
global  in  perspective,  with  domestic  vendors  at¬ 
tempting  to  penetrate  international  markets  and 
forming  marketing  relationships  with  foreign  com¬ 
panies.  The  reasons  for  this  include  sagging  domes¬ 
tic  demand  for  products,  increased  competition 
from  outside  the  U.S.  and  the  sliding  dollar. 

Just  in  the  past  couple  of  weeks,  AT&T  Ricoh 
Co.,  a  joint  venture  between  AT&T  and  Ricoh 
Corp.,  decided  to  manufacture  and  market  AT&T’s 
Merlin  phone  systems  in  Japan.  EDS  Communica¬ 
tions  Co.  created  a  joint  venture  with  the  Spanish 
Postal  Telephone  and  Telegraph  to  sell  its  packet¬ 
switching  equipment.  And  Communications  Solu¬ 
tions,  Inc.  closed  deals  with  three  European  ven¬ 
dors  totaling  in  excess  of  $1.5  million.  Companies 
in  Rome,  Milan,  Italy  and  Herlev,  Denmark,  will  li-1 
cense  CSI’s  Access/SNA  software.^ 


►  ANALYSIS 

Bold  buyout  strategy 
clicks  for  Memotec 

Data  gear  vendor  succeeding  via  acquisitions. 


BY  PAM  POWERS 

Senior  Editor 


MONTREAL  —  Memotec 
Data,  Inc.’s  plan  to  grow 
through  carefully  chosen 
acquisitions  and  strategic 
alliances  with  other  ven¬ 
dors  has  catapulted  the 
once-small  vendor  of  pack¬ 


et-switching  equipment  to 
new  heights  as  a  highly 
profitable  company  with  a 
widening  product  line. 

The  data  communica¬ 
tions  equipment  company’s 
acquisition  activity  has 
also  drawn  the  interest  of 
investors  and  investiga¬ 
tors.  Last  week,  seven  peo¬ 


ple,  including  three  mem¬ 
bers  of  Memotec’s  board  of 
directors  and  a  prominent 
Montreal  lawyer,  were 
charged  with  insider  trad¬ 
ing.  The  charges  stemmed 
from  stock  transactions 
prior  to  Memotec’s  acquisi¬ 
tion  of  Teleglobe  Canada. 

The  Quebec  Securities 
Commission  said  those 
charged  purchased  Memo¬ 
tec  shares  on  advance  in¬ 
formation  that  revealed  the 
company  was  about  to  ac¬ 
quire  Teleglobe,  the  Cana¬ 
dian  monopoly  for  interna¬ 
tional  data  communications 
transmission  services. 

Memotec  President  Wil¬ 
liam  McKenzie  said  the 
company  reported  to  the 
commission  unusual 

changes  in  the  price  of 
Memotec  stock  during  nego¬ 
tiations  for  Teleglobe. 

In  November  1986,  the 
Canadian  government  de¬ 
cided  to  sell  its  ownership 
in  Teleglobe.  Memotec  was 
See  page  10 


Memotec  Data,  Inc. 

Location: 

Montreal 

Number  of  employees: 

Product  lines: 

Packet  assembler/disassemblers,  small 
packet  switches  and  network  control  centers 

1986  revenue: 

$57. 2M 

1986  earnings: 

$6.6M 

Corporate  strategy: 

To  grow  through  acquisition,  to  penetrate 
the  U.S.  market  and  to  be  a  "systems 
integrator” 

Acquisition  profile 

August  1985: 

Real  Time  Datapro  Ltd.,  a  supplier  of  data 
processing  systems  for  the  insurance 
industry 

Purchase  price:  $8.35M 

August  1986: 

Infinet,  Inc.,  a  vendor  of  modems  and 
network  management  systems 

Purchase  price:  $17M 

April  1987: 

Teleglobe  Canada,  a  monopoly,  the  sole 
authorized  operator  of  overseas 
telecommunications  facilities  for  Canada 
Purchase  price:  $488. 27M 

►  INTERNATIONAL 

Japan  approves  group’s  bid 


BY  JOSH  GONZE 

Staff  Writer 


TOKYO  —  Transpacific  telecommunica¬ 
tions  service  rates  may  fall  as  a  result  of 
the  Japanese  government’s  recent  decision 
to  allow  entry  into  its  telephone  market  to 
a  vendor  consortium  that  includes  the 
UK’s  Cable  &  Wireless  p.l.c. 

After  months  of  pressure  from  the  U.S. 
and  UK  governments,  Japan’s  Ministry  of 
Post  and  Telecommunications  announced 
it  would  invite  the  consortium,  known  as 
International  Digital  Communications,  to 
apply  for  licensing.  In  Japan,  such  an  invi¬ 
tation  usually  means  the  request  for  li¬ 
censing  will  be  granted,  according  to  Jo¬ 
seph  Crouch,  director  of  subsidiary  Cable 
&  Wireless  North  America,  Inc. 

The  concession  by  Japan’s  government 
follows  the  failure  in  August  of  a  merger  it 
proposed  between  International  Digital 
Communications  and  an  all- Japanese  con¬ 
sortium  that  was  also  vying  for  a  trans¬ 
pacific  license.  That  consortium  is  now  ex¬ 
pected  to  receive  its  own  license, 
according  to  published  reports. 

Crouch  said  International  Digital  Com¬ 


munications  will  use  its  license  to  compete 
with  Kokusai  Denshin  Denwa  Co.,  the  cur¬ 
rent  Japanese  monopoly,  by  offering  users 
higher  quality  international  circuits  at 
lower  prices.  Initially,  the  consortium  will 
tailor  its  services  for  corporate  users.  “It 
will  probably  give  priority  in  the  early 
stages  to  business  customers;  but  in  the 
longer  term,  it  will  address  consumers  as 
well,”  Crouch  said. 

Pacific  Telesis  Group  is  slated  to  hold  a 
10%  stake  in  International  Digital  Commu¬ 
nications,  but  regulatory  obstacles  may 
prevent  the  regional  Bell  holding  company 
from  participating  in  the  consortium.  Ac¬ 
cording  to  the  1984  consent  decree,  former 
AT&T  units  are  not  allowed  to  offer  long¬ 
distance  services.  Pacific  Telesis  will  re¬ 
quest  a  waiver  from  U.S.  District  Court 
Judge  Harold  Greene  and  has  asked  the 
Department  of  Justice  for  permission  to 
hold  the  option  until  a  decision  on  the 
waiver  is  made,  a  spokeswoman  said. 

American-owned  Merrill  Lynch  &  Co., 
Inc.  has  a  2.5%  share  in  the  consortium. 

The  consortium  plans  to  lay  fiber-optic 
cable  from  Japan  to  Alaska,  with  a  spur 
terminating  near  Seattle,  Crouch  said.D 
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BRIEFS 


Shareholders  of  both  3Com 
Corp.  and  Bridge  Communica¬ 
tions,  Inc.  last  week  approved  the 
merger  of  the  two  companies,  after 
which  Bridge  stock  was  with¬ 
drawn  and  the  company  formally 
became  part  of  the  surviving 
3Com. 

Even  without  Bridge’s  addition¬ 
al  revenue,  which  reportedly  will 
make  3Com  the  world’s  largest  in¬ 
dependent  local  networking  ven¬ 
dor,  the  latter  had  another  highly 
profitable  quarter.  For  its  fiscal 
first  quarter  1988,  ended  May  31, 
3Com  posted  earnings  of  $3.6  mil¬ 
lion  on  revenue  of  $33.1  million. 
That  represents  a  90%  increase  in 
earnings  and  a  65%  increase  in 
sales  as  compared  with  the  first 
quarter  of  1987. 


XMIT  AG,  a  Swiss  manufacturer 
of  synchronous  packet  assembler/ 
disassemblers  that  are  marketed 
primarily  in  Europe,  signed  an 
OEM  agreement  with  Dynatech 
Packet  Technology,  Inc.,  maker  of 
asynchronous  PADs  and  other  data 
communications  products.  Dyna¬ 
tech  will  sell  and  maintain  XMIT’s 
PADs  domestically  and  abroad. 
The  pact  reflects  the  growing  user 
interest  in  running  synchronous 
communications  protocols  over  pri¬ 
vate  and  public  packet  networks. 

US  West,  Inc.  announced  plans 
to  sell  part  of  its  NewVector 
Group,  Inc.  subsidiary,  which  sells 
cellular  telephones.  The  regional 
Bell  holding  company  put  up  for 
sale  8.4  million  shares  of  NewVec¬ 


tor  stock,  which  is  expected  to  sell 
for  $20  to  $23  a  share. 

NewVector  intends  to  use  the 
money  to  develop  new  cellular  and 
paging  systems  and  to  acquire  sim¬ 
ilar  companies,  among  other  pro¬ 
jects.  Upon  the  completion  of  the 
sale,  US  West  will  hold  about  80% 
of  NewVector. 

Communications  Satellite 
Corp.  appointed  a  president  and 
two  new  members  to  its  board  of 
directors.  Irving  Goldstein,  chair¬ 
man  and  chief  executive  officer, 
will  assume  the  additional  post  of 
president  of  COMSAT.  Lucy  Wilson 
Benson,  a  director  on  several  cor¬ 
porate  boards,  and  Peter  Likins, 
president  of  Lehigh  University, 
were  elected  to  the  COMSAT  board 


to  fill  vacancies  resulting  from  the 
resignations  of  Marcel  P.  Joseph 
and  John  Sculley. 

A  U.S.  district  court  handed 
Richard  Colino,  former  director 
general  of  International  Telecom¬ 
munications  Satellite  Organization, 
a  six-year  prison  term  for  fraud 
and  conspiracy. 

The  decision  marks  the  culmina¬ 
tion  of  a  massive  diversion  of  IN¬ 
TELSAT  funds,  amounting  to  more 
than  $5  million,  that  reportedly 
lined  the  pockets  of  Colino  and  two 
real  estate  brokers  involved  in  the 
scheme. 

The  court  also  ruled  that  Colino 
must  pay  back  the  diverted 
$865,000  that  can  be  traced  to  his 
bank  accounts.  INTELSAT  con¬ 
tends  that  Colino  received  far  more 
of  the  satellite  consortium’s  funds 
before  he  was  discovered. □ 


Bold  strategy  clicks  for  Memotec 

continued  from  page  9 


a  lilliputian  among  a  number  of 
corporate  giants  bidding  for  the 
company,  so  McKenzie  said  it  came 
as  a  great  surprise  when  his  com¬ 
pany  won  the  bidding.  He  said 
Memotec  won  the  acquisition  be¬ 
cause  it  offered  the  highest  bid. 

The  government  has  mandated 
that  Teleglobe  be  allowed  to  retain 
its  monopoly  status  for  another 
five  years,  and,  with  Canada’s  in¬ 


ternational  traffic  growing  at 
roughly  24%  annually,  McKenzie 
said  he  feels  he  has  made  a  sound 
investment,  despite  Teleglobe’s 
hefty  price  tag  of  $488  million  and 
the  controversy  now  swirling 
around  the  acquisition. 

Since  its  early  days  as  a  low-pro¬ 
file  vendor  of  packet  assembler/ 
disassemblers,  with  modest  reve¬ 
nue  of  $3.2  million  in  1983,  Memo- 
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tec  has  grown  by  leaps  and  bounds 
as  a  result  of  its  strategy  of  ex¬ 
panding  through  alliances  and  ac¬ 
quisitions.  At  year-end  1986,  the 
company  had  amassed  $6.6  million 
in  earnings  on  revenue  of  $57.2 
million.  Those  figures  will  balloon 
again  this  year  due  to  the  purchase 
of  Teleglobe,  which  McKenzie  de¬ 
scribed  as  being  “incredibly  profit¬ 
able.”  Teleglobe’s  operating  profit 
for  1987  is  estimated  at  $96.5  mil¬ 
lion. 

Teleglobe  is  the  most  recent  in  a 
string  of  Memotec  acquisitions  that 
began  with  the  purchase  in  1985  of 
Real  Time  Datapro  Ltd.,  a  Canadi¬ 
an  vendor  of  data  processing  sys¬ 
tems  for  the  insurance  industry. 
McKenzie  said  the  operation  has 
provided  Memo¬ 
tec  with  experi¬ 
ence  in  operating 
in  a  vertical  mar¬ 
ket  and  has  dou¬ 
bled  in  size  since 
the  acquisition. 

Last  year, 

McKenzie  accom¬ 
plished  his  in¬ 
tended  goal  of  in¬ 
creasing  Memo- 
tec’s  presence  in  the  U.S. 
communications  market  with  the 
acquisition  of  Infinet,  Inc.,  a  N.  An¬ 
dover,  Mass. -based  manufacturer 
of  modems  and  network  manage¬ 
ment  systems.  The  companies 
spent  the  past  year  integrating 
their  product  lines,  so  that  now  In- 
finet’s  network  management  sys¬ 
tems  can  control  Memotec  PADs. 
“[Infinet]  provided  instant  identity 
and  distribution  channels  for  us  [in 
the  U.S.],”  McKenzie  said.  “They 
have  35  salespeople  to  our  10.”  He 
added  that  the  Infinet  sales  force 
is  now  actively  selling  Memotec 
products. 

Infinet  has  also  provided  Memo¬ 
tec  with  a  set  of  ready-made  liai¬ 
sons  with  other  vendors.  Infinet 
has  OEM  agreements  with  Infotron 
Systems  Corp.  and  Digital  Commu¬ 
nications  Associates,  Inc.  Memotec 
has  its  own  relationships;  the  com¬ 
pany  sells  its  equipment  through 
Computer  Sciences  Corp.,  Northern 
Telecom,  Inc.  and  Harris  Corp., 
among  others.  “Part  of  our  strate¬ 
gy  is  to  sell  through  multiple  dis¬ 
tribution  channels,”  McKenzie 


said.  “We  rely  on  other  companies 
and  their  customers,  too.” 

Perhaps  Memotec’s  most  lucra¬ 
tive  relationship  is  destined  to  be 
the  one  it  now  has  with  AT&T. 
McKenzie  said  Memotec  supplies 
AT&T  equipment  for  its  Accunet 
public  packet  network  and  has 
jointly  bid  some  private  packet¬ 
switching  networks  with  the  carri¬ 
er.  Additionally,  in  conjunction 
with  Harris,  which  acts  as  prime 
contractor,  Memotec  is  involved  in 
the  development  of  AT&T’s  Skynet 
Data  Service,  a  very  small  aperture 
terminal  satellite  service  that 
McKenzie  predicted  will  be  “very 
big.  It  will  be  very  cost-competitive 
with  terrestrial  networks.” 

Much  as  his  competitors  do, 
McKenzie  thinks 
expanding  Memo- 
tec’s  product  line 
and  services  is 
critical  to  the 
company’s  future 
success.  “Our 
philosophy  is 
changing.  We  are 
still  selling  indi¬ 
vidual  units,  but 
we’re  trying  to 
position  Memotec  as  a  networking 
company.  This  has  become  a  sys¬ 
tems  integration  business,”  McKen¬ 
zie  said.  Memotec’s  role  in  systems 
integration,  he  said,  will  be  to  act 
as  a  subcontractor  in  large  net¬ 
work  bids  by  furnishing  consulting 
services  and  software  to  tie  togeth¬ 
er  multivendor  equipment. 

Kathryn  Korostoff,  a  senior  ana¬ 
lyst  with  International  Data  Corp. 
in  Framingham,  Mass.,  commented 
that,  as  one  of  the  most  profitable 
companies  in  the  packet-switching 
market,  “Memotec’s  diversified 
distribution  strategy  seems  to  be 
working  well  for  the  company.” 
She  applauded  McKenzie’s  efforts 
to  break  out  of  the  traditional  low- 
end  PAD  business  and  move  to¬ 
ward  systems  integration. 

McKenzie  admitted  his  ambi¬ 
tious  plans  for  Memotec  will  take 
some  work.  The  company  is  still  a 
relative  unknown  in  the  U.S.,  he 
acknowledged,  and  its  Achilles’ 
heel  is  a  general  lack  of  marketing 
prowess.  “We  have  to  get  better  at 
selling,  at  proving  our  reliability,” 
he  said.O 


Perhaps  Memotec’s  most 
lucrative  relationship  is 
destined  to  be  the  one  it 
now  has  with  AT&T. 
McKenzie  said  Memotec 
has  jointly  bid  some 
private  packet-switching 
networks  with  the  carrier. 


OCTOBER  5,  1987  £ 


NETWORK  WORLD 


PAGE  11 


Long-distance  dollars 

A  recent  survey  revealed  that,  while  federal  government  installations  have  the  largest 
number  of  telephones  per  site,  an  average  of  242,  they  are  among  the  most  frugal  in  their  use 
of  long-distance  services. 

The  survey,  performed  by  West  Hartford,  Conn. -based  Focus  Research  Systems,  a  compa¬ 
ny  of  Dun  &  Bradstreet  Corp.,  found  the  average  government  site’s  monthly  long-distance  bill 
was  less  than  $50.  The  survey  was  conducted  over  a  12-month  period. 


►  NETWORK  UPGRADE 


User  conies  under  the  gun 

Miami  SWAT  team  crashes  in  on  bank's  net  technicians . 


BY  BOB  WALLACE 

Senior  Editor 


MIAMI  —  It’s  not  unusual  for  a 
communications  manager  and  oth¬ 
er  staff  members  to  draw  fire  from 
end  users  during  a  major  network 
upgrade.  But  network  technicians 
at  Southeast  Bank,  N.A.  here  al¬ 
most  came  under  fire,  literally, 
during  one  phase  of  a  network  pro¬ 
ject  currently  under  way. 

After  having  hoisted  a  huge, 
two-cabinet  Northern  Telecom,  Inc. 
SL-1NT  to  the  roof  by  crane,  the 
technicians  were  installing  the 
new  private  branch  exchange  in  a 
switch  room  atop  the  bank’s  six- 
story  Miami  Springs  facility  here. 

Unbeknownst  to  them,  a  Miami 


police  Special  Weapons  and  Tactics 
(SWAT)  team  was  scaling  the 
building.  The  activity  on  the 
bank’s  rooftop  had  attracted  the 
attention  of  a  police  helicopter, 
which  was  patrolling  the  city  dur¬ 
ing  the  recent  visit  of  Pope  John 
Paul  II,  and  the  SWAT  team  was 
called  into  action.  SWAT  team 
members  kicked  in  the  switch- 
room  door  and  leveled  their  auto¬ 
matic  weapons  at  the  technicians. 

According  to  Alba  Shumate, 
telecommunications  services  vice- 
president  for  the  bank,  the  situa¬ 
tion  was  quickly  cleared  up,  leav¬ 
ing  the  technicians  shaken  but 
unharmed.  “I  am  very  happy  we 
have  strong  police  support  in  this 
city,”  joked  Shumate,  who  is  over- 


CROSS  TALK 


BOB  WALLACE 


Account  executives: 
key  middlemen 


A  good  account  executive 
serves  as  an  information 
conduit  between  user  and  ven¬ 
dor.  A  bad  one  can  sour  the  re¬ 
lationship  between  the  two. 

Users  rely  on  account  repre¬ 
sentatives  for  product  develop¬ 
ment  information.  In  turn,  they 
expect  the  account  executive  to 
relay  their  concerns,  compli¬ 
ments  and  suggestions  back  to 
the  vendor. 

Users  also  want  account  ex¬ 
ecutives  to  keep  them  abreast 
of  developments  involving  the 
vendor  —  such  as  mergers,  ac¬ 
quisitions  and  OEM  arrange¬ 
ments  —  that  could  affect 
their  companies.  In  addition, 
users  look  to  their  account  ex¬ 
ecutives  for  information  about 
vendor-sponsored  users  groups. 

Users  want  to  maintain 
strong  relationships  with  quali¬ 
fied  account  executives.  Thus, 
turnover  in  the  ranks  of  ac¬ 
count  executives  hurts  the  user 
because  it  takes  time  for  re¬ 
placements  to  become  familiar 
with  the  user,  its  telecommuni¬ 
cations  staff,  its  needs  and  the 
business  it  is  in. 

Alba  Shumate,  telecommuni¬ 
cations  services  vice-president 
for  Southeast  Bank,  N.A.  in  Mi¬ 
ami,  has  high  praise  for  the  ac¬ 


count  executives  from  Bell¬ 
South  Advanced  Systems,  Inc., 
Southern  Bell  Telephone  and 
Telegraph  Co.,  AT&T  and  GTE 
Corp.,  its  primary  vendors.  She 
said  the  bank  has  worked  with 
one  Southern  Bell  account  exec¬ 
utive  for  five  years.  “She 
knows  the  bank  inside  and  out, 
and  that  helps  a  great  deal,” 
Shumate  said. 

One  telecommunications 
manager,  who  requested  ano¬ 
nymity,  operates  a  statewide 
voice  network  and  said  he  was 
upset  that  his  account  execu¬ 
tive  had  not  kept  him  apprised 
of  important  users  group  meet¬ 
ings  planned  for  this  fall.  This 
colored  the  user’s  impression  of 
the  vendor. 

Account  executives  can 
avoid  the  wrath  of  their  clients 
by  informing  them  of  planned 
product  introductions,  enhance¬ 
ments  to  current  offerings, 
schedules  for  users  group  meet¬ 
ings  and  any  internal  vendor 
changes  that  are  likely  to  be¬ 
come  public  knowledge.  A  user 
that  hears  of  these  develop¬ 
ments  from  other  sources  may 
begin  to  believe  the  account  ex¬ 
ecutive  is  withholding  this  in¬ 
formation,  or  worse,  is  not 
keeping  up  with  it.E3 


seeing  Southeast  Bank’s  network 
project. 

Hauling  the  PBX  up  to  the  roof¬ 
top  switch  room  was  itself,  in  Shu¬ 
mate’s  words,  “a  very  hair-raising 
process.  We  have  frequent  rain 
showers  here,  and  I  was  afraid  the 
switch  would  be  drenched  while  it 
was  being  hauled  up  to  the  roof,” 
she  said.  But  the  rains  never  came. 

Shumate  said  the  network  up¬ 
grade,  which  has  been  otherwise 
uneventful,  is  the  fruit  of  a  joint 
marketing  effort  undertaken  by 
Southern  Bell  Telephone  and  Tele¬ 
graph  Co.,  which  handles  the 
bank’s  local  telephone  service  in 
some  areas  and  provides  digital 
Centrex  service  to  other  branch  of¬ 
fices,  and  Southern  Bell  Advanced 
Systems,  Inc.  Southern  Bell  Ad¬ 
vanced  Systems  is  providing  the 
bank  with  Northern  Telecom  SL-1 
PBXs  and  NEC  America,  Inc.  key 
telephone  systems. 

“In  the  past,  we  could  only  or¬ 
der  services  from  Southern  Bell,” 
Shumate  recalled.  “Now,  under  the 
joint  marketing  arrangement,  the 
two  parties  were  able  to  offer  a 
single  network  proposal  including 
equipment  and  services.” 

On  Aug.  4,  the  bank  began  re¬ 
placing  AT&T  and  GTE  Corp.  PBXs 
and  key  systems  at  major  locations 
linked  to  its  current  voice  net 
backbone.  The  backbone  has  three 
nodes  —  here,  in  Orlando  and  in 
Tampa  —  that  are  already 
equipped  with  Northern  Telecom 
SL-ls.  The  nodes  are  linked  via  pri¬ 
vate  lines  in  a  triangular  configu¬ 
ration.  Roughly  200  sites  are 
hooked  to  the  current  network. 

Thirteen  major  bank  sites  are 
being  equipped  with  SL-ls  and  25 
others  will  get  NEC  key  systems, 
according  to  Shumate.  The  key  sys- 


Southeast  Bank,  N.A.’s 
private  voice  network 


Network  statistics 

•  Once  completed,  3i 
network  locations  will' 
have  new  private 
branch  exchanges  or 
key  telephone  systems 

•  Number  of  sites  tied  to 
nodes:  200 

•  New  switching  system 
types:  Northern 
Telecom,  Inc.  SL-1, 

NEC  America,  Inc. 

1648  key  systems 

•  Vendors:  Southern  Bell 
Advanced  Systems, 

Southern  Bell 

Telephone  and  Key: 

Telegraph  Co.,  Northern  9 — Network  node 
Telecom  | — Main  network  node 

O — Branch  offices  tied 
to  nodes 

SOURCE:  SOUTHEAST  BANK,  N.A.,  MIAMI 


terns  will  be  networked  with  the 
SL-ls. 

The  equipment  replacements  are 
expected  to  be  completed  by  Oct. 
23.  Most  of  the  locations  getting 
new  equipment  will  be  completely 
rewired  to  avoid  potential  prob¬ 
lems  with  inside  wire. 

Shumate  said  Southern  Bell 
Telephone  and  Southern  Bell  Ad¬ 
vanced  Systems  staffers  have 
worked  very  well  with  the  bank’s 
own  telecommunications  staff,  eas¬ 
ing  an  arduous  task.  “Everybody 
who  works  on  the  project  works  as 
one  team,”  she  said.  “They  work 
very  closely  together  and  treat 
each  other  with  a  great  deal  of  re¬ 
spect.” 

She  said  the  bank’s  telecom¬ 
munications  staff  takes  pride  in 
having  created  and  maintained 
strong  relationships  with  its  major 
vendors. 

“We  hold  weekly  meetings  with 
all  our  top  vendors,”  she  said.  “If 
someone  can’t  attend,  we  get  them 
on  the  speakerphone.”  □ 


>  US  SPRINT 


Reliance  signs  for  VPN 


CLEVELAND  —  Reliance  Elec¬ 
tric  Co.  last  week  signed  on  as  the 
175th  customer  of  US  Sprint  Com¬ 
munications  Co.’s  Virtual  Private 
Network  (VPN)  service. 

Reliance,  a  maker  of  electric  mo¬ 
tors  and  drives  and  control  equip¬ 
ment  based  here,  placed  an  order 
for  850  VPN  circuits  in  mid-Sep¬ 
tember,  according  to  Jim  Conroy, 
director  of  MIS.  The  company  cur¬ 
rently  uses  a  private  tandem  net¬ 
work  to  link  30  locations  through¬ 
out  the  U.S.  Conroy  said  Reliance 


will  replace  that  network  with  a 
VPN  using  three  dedicated  T-l  cir¬ 
cuits.  He  would  not  divulge  the 
value  of  the  contract  or  specific 
net  configuration  information. 

Conroy  said  Reliance  installed 
10  VPN  circuits  in  April  as  a  trial. 
He  said  US  Sprint  “offered  signifi¬ 
cant  cost  reductions  and  increased 
functionality  for  our  users.” 

Using  central  office  switch- 
based  software,  virtual  network 
services  offer  the  capabilities  of 
private,  leased-line  networks. □ 


The  AM  3B  Computers 

AW  now  offers  a  foil  line  of  departmental  workgroup 
computers  serving  up  to  300  users.  A  rich  library  of  system  and 
applications  software  includes  host  connectivity,  development 
tools,  programming  languages,  database  management,  OA, 
and  a  world  of  other  UNIX®  System  programs. 

LAN  standards:  Interfaces  to  Ethernet*,  AW  ISN, 
STARLAN  Network,  DECnet**  and  more  put  different  depart¬ 
ments  in  touch. 

Industry  standards  including  IBMt  3270,  SNAf,  BSC 
and  X.25  link  mainframe,  midrange  and  micro  environ¬ 
ments. 

Communications  software  moves  data  transparendy 
between  applications  via  packages  like  LU  6.2,  AW  Document 
Exchange  and  others.  For  the  foil  story  on  AWs  surprising  3B 
Computers,  call  now:  1  800  247-1212. 

From  equipment  to  networking,  from  computers  to 
communications,  AW  is  the  right  choice. 

♦Ethernet  is  a  trademark  of  Xerox  Corp. 

‘♦DECnet  is  a  registered  trademark  of  Digital  Equipment  Corp. 
t  IBM  is  '  registered  trademark  and  SNA  is  a  trademark  of  International  Business 
Machines  Corp 
•®198?  AT&T 


AT&T 

The  riaht  choice, 


ml  £  I’m  told  they  don't  throw  many 
parties  down  in  DP. 

So  I  asked  Doug  to  come  up  to  ours.  Dougs 
the  real  brains  behind  our  new  3B  system.  He’s 
the  reason  our  computers  can  now  talk  to  the 
IBM  in  Accounting  and  the  DEC  in  Manufac¬ 
turing.  If  you  know  anything  about  DP,  that 
amounted  to  doing  business  across  the  Berlin 
Wall.  Doug  had  a  brainstorm  and  suggested 
AT&T  Their  approach  is  standardizing  communi¬ 
cations  between  different  systems.  I  don’t  have  to 
tell  you  that’s  opened  some  doors  around  here.  We 
owe  Doug  a  lot. 

11 


Amdahl  introduces  a  prince 
of  a  communications  processor. 


Our  new  4725  builds  on  the  strengths 
of  its  4705  predecessors  -  installed 
around  the  world  -  to  give  you  a 
uniquely  cost-effective  way  to  boost 
your  network’s  performance. 

The  4725  runs  3725  ACF/NCP 
software,  and  delivers  a  through¬ 
put  capability  that’s  significantly 
higher  than  its  only  rival’s. 

So  you  can  do  what  you  tell  us 
you  need  to  do :  run  more  lines  at 
higher  speeds. 

Reconfiguring’s  a  snap. 

You  can  add  capability  quickly— 
often  without  having  to  order,  and 
wait  for,  parts.  We  understand  that 
your  traffic  can’t  wait. 

It’s  compatible. 

The  4725  works  with  many 
other  vendors’ equipment,  so  you 
can  “mix  and  match”  and  protect 
previous  investments.  We  also 
understand  your  economic  realities. 


It’s  supported  by  people  who  know 
your  business. 

Experience  is  the  best  teacher, 
and  we’ve  learned  a  lot  in  the  eight 
years  we’ve  invested  in  developing 
communications  processors. 

We  understand  your  needs  and 
concerns,  and  we  know  how  to 
anticipate  and  respond  to  them. 
We  can  make  things  easier  for  you. 

More  productivity  for  your  money. 

That’s  our  new  4725 ’s  ultimate 
value  to  you,  and  no  other  commu¬ 
nications  processor  can  match  it. 
Call  your  local  Amdahl  repre¬ 
sentative  for  details. 


amdahl 

The\/j\LJJE  Choice 
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u  Users  are  demanding  that  vendors  provide 
one-stop  shopping  for  network  equipment  and 
the  ability  to  manage  their  networks.  Compa¬ 
nies  established  in  only  one  market  are  at  a  dis¬ 
advantage  in  developing  a  complete  network 
line  and  a  comprehensive  network  management 
system. 

From  “Trends  in  the  T-l  Multiplexer  Market’’ 

International  Data  Corp. 

Framingham,  Mass. 


T-l  mux  market  growth  rate  to  slow 


T-l  multiplexer  sales  will  continue  to  rise  during 
but  at  an  increasingly  slower  rate. 

SOURCE:  FORRESTER  RESEARCH,  INC., 
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►  MATRIX  SWITCHING 

Dynatech  unwraps 
distributed  switch 

Also  bolsters  net  management. 

BY  PAUL  KORZENIOWSKI 

Senior  Editor 


DISTRIBUTION  STRATEGIES 

Racal-Milgo,  DCA 
join  in  mux  deal 

Firm  joins  NTI,  Infinet  selling  DCA  T-l  gear. 


BY  PAUL  KORZENIOWSKI 

Senior  Editor 


Racal-Milgo,  Inc.  and  Digital  Communi¬ 
cations  Associates,  Inc.  (DCA)  have  forged 
a  strategic  alliance  that  helps  both  ven¬ 
dors  fill  missing  pieces  in  their  product 
lines  and  moves  them  closer  to  becoming 
full-service  communications  suppliers. 

The  OEM  arrangement  with  DCA  gives 
Racal-Milgo  a  high-end  T-l  multiplexer 
while  the  company  is  at  work  developing 
its  own  mid-range  offering.  DCA,  which 
signed  two  other  major  OEM  agreements 
for  its  System  9000  T-l  multiplexer  recent¬ 
ly,  gets  yet  another  strong  distribution 
channel  for  the  product. 

The  Racal-Milgo/DCA  alliance,  sealed 
last  month,  initially  calls  for  Racal-Milgo 
to  sell  the  System  9000  and  for  the  two 
companies  to  develop  links  between  their 
respective  network  management  systems. 
If  the  agreement  bears  fruit,  analysts  spec¬ 
ulated  that  the  two  firms  may  further 
cross-pollinate  each  other’s  product  lines. 

Rick  Villars,  an  industry  analyst  at  In¬ 


ternational  Data  Corp.,  a  market  research 
firm  in  Framingham,  Mass.,  said  the  com¬ 
panies’  product  lines  are  complementary. 
Racal-Milgo  has  a  strong  line  of  modems 
and  a  robust  modem-based  network  man¬ 
agement  system.  DCA’s  System  9000  is 
viewed  as  one  of  the  industry’s  most  tech¬ 
nically  elegant  T-l  multiplexer  products. 

News  of  the  agreement  came  in  conjunc¬ 
tion  with  Racal-Milgo’s  introduction  of  14 
new  products  prior  to  the  Tele-Communi¬ 
cations  Association  show  held  in  San  Die¬ 
go  last  week.  Among  the  14  products,  the 
company  unveiled  its  first  X.25  packet  as¬ 
sembler/disassembler,  plans  to  develop  a 
mid-range  T-l  multiplexer  and  enhance¬ 
ments  to  its  network  management  system. 

Matthew  A.  Kenney,  president  and  chief 
operating  officer  of  Racal-Milgo,  said  the 
firm  is  trying  to  become  a  one-stop  commu¬ 
nications  supplier.  He  said  the  company  is 
considering  other  strategic  alliances,  in 
addition  to  developing  communications 
products. 

For  DCA,  the  pact  is  the  third  OEM 

See  page  18 


SAN  DIEGO  —  Dynatech  Data  Systems  last  week 
moved  to  strengthen  its  position  in  the  matrix  switch 
market  with  the  introduction  of  its  first  distributed  ma¬ 
trix  switch,  an  enhanced  performance  measurement  sys¬ 
tem  and  a  pledge  to  develop  an  integrated  network  man¬ 
agement  system. 

Dynatech  announced  a  new  port  bank,  the  I/O  portion 
of  a  matrix  switch,  that  enables  its  Configuration,  Test 
and  Monitor  (CTM)  line  of  matrix  switches  to  support  dis¬ 
tributed  data  processing  applications.  The  new  port  bank 
supports  up  to  320  RS-232  connections. 

The  port  bank  works  with  either  fiber-optic  or  copper 
cable.  Using  fiber  cable,  a  port  bank  can  be  located  up  to 
1,000  ft  from  a  matrix  switch.  With  copper  cable,  the  de¬ 
vice  can  be  placed  300  ft  from  a  switch.  A  user  can  put  a 
port  bank  on  one  floor  of  a  building  and  link  it  to  a  matrix 
switch  on  another  floor.  Previously,  a  port  bank  had  to  be 
located  on  the  same  floor  as  the  matrix  switch.  The  new 
device  will  be  available  in  the  fourth  quarter  and  is 
priced  at  $400  per  port. 

The  company  also  enhanced  Prism,  a  performance  mea¬ 
surement  system  that  tracks  such  items  as  terminal  re¬ 
sponse  time.  The  product  now  supplies  performance 
alarms  based  on  user-defined  groups.  For  example,  users 
can  examine  problems  with  a  specific  device  such  as  a 
front-end  processor;  previously,  they  could  only  examine 
line  problems.  Current  Prism  users  can  upgrade  to  the  lat¬ 
est  release  for  $5,800. 

Dynatech  also  added  a  modeling  option  to  Prism.  Mod¬ 
eling  enables  users  to  enter  network  configuration  data 
and  initiate  tests  to  see  how  the  network  will  perform. 
The  Prism  modeling  tool  performs  three  functions.  Users 
can  play  what-if  games  with  their  networks.  For  example, 
they  may  see  how  the  network  would  be  affected  if  4.8K 
bit/sec  lines  were  replaced  with  14.4K  bit/sec  lines. 

The  other  two  functions  of  the  modeling  option  "are 
trend  and  risk  analysis.  The  modeling  option  costs 
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DATA  DIALOGUE 


PAUL  KORZENIOWSKI 


Wielding  slingshots  against 
net  management  Goliaths 


A  head-to-head  battle  is  brewing 
in  the  integrated  network  man¬ 
agement  market. 

Since  the  introduction  last  May  of 
NetView,  its  host-based  net  manage¬ 
ment  system,  IBM  has  been  depicted 
as  the  integrated  network  management 
market  leader.  Last  month,  AT&T, 
which  had  been  sitting  on  the  side¬ 
lines,  challenged  IBM  with  the  an¬ 
nouncement  of  its  Unified  Network 
Management  Architecture  (UNMA). 

The  blueprint  will  let  users  manage 
nine  areas:  fault  isolation,  perfor¬ 
mance,  accounting,  security,  planning, 
operations,  integrated  control,  configu¬ 
ration  and  custom  requirements. 

Other  communications  companies 
have  stated  their  intentions  to  develop 
integrated  net  management  systems 
and  have  tried  to  position  their  equip¬ 
ment  as  the  central  control  point  in  a 
network.  These  vendors  should  think 
twice  about  that  strategy. 

The  vendors  said  they  will  publish 
interfaces  so  other  vendors  can  link 
their  products  to  the  central  net  man¬ 


agement  systems.  The  offers  have  met 
with  little  or  no  response,  the  most 
telling  difference  between  these  sup¬ 
pliers  and  the  two  industry  giants. 

Only  companies  with  large  market 
share  can  establish  de  facto  industry 
standards.  There  are  only  two  groups 
responsible  for  controlling  most  cus¬ 
tomer  networks.  One  group  comes 
from  the  data  side  of  an  organization 
and  manages  the  network  with  host- 
based  offerings,  such  as  NetView.  The 
other  group  grew  up  on  the  voice  side 
and  relied  on  carriers  for  net  control. 

A  performance  measurement  tool 
supplements  a  primary  network  man¬ 
agement  system.  Few  Fortune  500 
companies  will  hand  over  management 
of  their  networks  to  a  performance 
management  company,  no  matter  how 
good  its  products  are. 

One  reason  is  sheer  size.  Large  cus¬ 
tomers  usually  feel  most  comfortable 
dealing  with  fellow  Goliaths  they 
know  will  stay  in  business. 

Developing  an  integrated  net  man- 
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TWO  MONTHS  AGO, 
NORTHERN  TELECOM  QUIETLY 
CHANGED  FOREVER  THE  WAY 
TELEPHONE  NETWORKS  ARE 
DESIGNED  AND  BUILT. 

ON  SEPTEMBER  16, 1987,  WE 
DID  THE  SAME  FOR  CORPORATE 
NETWORKS. 


We  introduced  Meridian  Customer  Defined  Networking* 

Now,  enterprises  of  all  sizes  can  combine  private  telecommunications 
facilities,  information  management  systems  and  public  carrier  services 
transparently  into  hybrid  networks  of  their  own. 

They’re  free  to  configure  private  branch  exchanges,  digital  Centrex, 
tandem  and  packet  switching  systems,  service  data  bases,  applications 
processors  and  carrier  services  in  any  combination  they  want. 

Simply  put,  Meridian  Customer  Defined  Networking  is  freedom  of 
choice  and  customer  control. 

It’s  fully  compatible  with  over  15,000  Meridian  SL-1*  and  SL-100* 
integrated  services  networks,  DPN  packet  switching  systems,  1,100  DMS* 
digital  switching  systems  and  over  one  million  digital  Centrex  lines  already  in 
service  nationwide. 

And  it’s  compatible  with  other  vendors’  equipment,  through  industry 
standard  protocols  and  interfaces. 


Trademark  ol  Northern  Telecom  ©  1987  Northern  Telecom 


Corporate  America  is  asking  for  custom  hybrid  networks,  and  Northern 
Telecom  is  responding  as  the  leading  supplier  to  their  systems  integrators. 

Meridian  Customer  Defined  Networking  contains  three  important 
innovations: 

Meridian  Network  Servicesf  applications  which  include  corporate 
carrier  services,  advanced  calling  features,  local  area  networking,  conferencing, 
voice  mail  and  other  advanced  networking  services. 

Meridian  Network  Controlf  management  tools  for  network  planning 
and  design,  operations,  administration  and  diagnostics  for  hybrid  networks. 

It  also  interfaces  with  management  and  administration  data  bases  offered 
by  other  vendors. 

And  Meridian  SuperNodef  a  powerful  new  fault-tolerant  network  node 
that  gives  corporations  with  large,  complex  networks  the  same  capabilities 
we  provided  to  local  and  interexchange  carriers  with  the  introduction  last  July 
of  DMS  SuperNodef 

These  innovations,  combined  with  the  intelligence  of  Signaling  System  7 
protocol  for  veiy  large  networks,  ISDN  primary  and  basic  rate  access,  and 
T1  bandwidth  management,  will  free  corporations  from  the  boundaries  of 
traditional  network  architectures. 

Best  of  all,  Meridian  Customer  Defined  Networking  is  a  reality. 

It’s  available  now. 

Meridian  Customer  Defined  Networking  exemplifies  Northern 
Telecom’s  commitment  to  OPEN  World*  and  open  networks. 

A  quiet  commitment  to  the  Intelligent  Universef  where  sharing 
information,  anywhere,  anytime  and  in  any  form,  will  be  as  easy  as  using 
a  phone  today. 

i  northern 
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Racal-Milgo, 
DCA  join 

continued  from  page  1 5 

agreement  forged  in  the 
last  six  months  involving 
the  System  9000.  In  Sep¬ 
tember,  the  firm  announced 
a  marketing  deal  with 
Northern  Telecom,  Inc., 
and  six  months  ago  it 
signed  a  similar  pact  with 
Infinet,  Inc. 

Rick  Malone,  a  principal 


at  Vertical  Systems,  Inc.,  a 
Dedham,  Mass.,  market  re¬ 
search  firm,  said  DCA  is 
trying  to  take  the  T-l  mul¬ 
tiplexer  market  by  storm. 

Malone  said  such  a  strat¬ 
egy  may  reap  short-term 
benefits  but  could  pose 
long-term  problems.  He 
views  T-l  multiplexer  sales 
as  strategic  efforts  to  gain 
account  control.  A  T-l  mul¬ 
tiplexer  is  often  the  pinna¬ 
cle  of  a  customer’s  commu¬ 


nications  architecture. 
Through  OEM  deals,  DCA 
may  be  helping  competitors 
grab  the  key  element  need¬ 
ed  for  account  control. 

Another  problem  for 
DCA  may  be  distribution 
confusion,  instances  in 
which  different  companies 
try  to  sell  a  customer  the 
same  product. 

Another  concern  is  Ra- 
cal-Milgo’s  commitment  to 
selling  System  9000s.  The 


company  said  it  plans  to 
develop  its  own  T-l  multi¬ 
plexer,  which  will  be  an¬ 
nounced  at  the  beginning  of 
next  year.  Kenney  depicted 
that  box  as  a  mid-range 
system  complementing 
DCA’s  high-end  offering. 
But,  in  other  OEM  situa¬ 
tions,  vendors  have  paid  lip 
service  to  the  OEM  product 
while  waiting  for  their  own 
to  be  developed. 

If  DCA  and  Racal-Milgo 


overcome  the  possible  hur¬ 
dles,  analysts  think  the  two 
firms  will  forge  a  closer  re¬ 
lationship.  Currently,  DCA 
has  an  OEM  agreement 
with  Fujitsu  America,  Inc. 
for  its  modems.  Analysts 
said  those  modems  lack  the 
diagnostic  capabilities 
needed  by  many  large  com¬ 
panies.  DCA  could,  possi¬ 
bly,  sever  its  deal  with  Fu¬ 
jitsu  and  begin  reselling 
Racal-Milgo  modems.  □ 


“WE  USED  TO  TRANSFER  MULTIMEGABYTE 

FILES  BETWEEN  SITES  VIA 
‘SNEAKERNET.’  NOW  WE  USE  TransLAN.” 

—Jack  Covert,  Head,  Technical  Services,  Hughes  Aircraft  Company 


\Vr e  linked  our  11  major  sites 
W  in  Southern  California  so  our 
design  engineers  could  share  com¬ 
puting  resources,  data,  and  ideas. 
We  installed  Vitalink  TransLAN® 
bridges  to  interconnect  the  site 
LANs  into  a  single  wide  area  net¬ 
work  over  leased  lines.  It  worked 
so  well  that  now  the  network 
carries  business  data,  too  and 
supports  7  protocols— DECnet, 
TCP/IP,  XNS,  LAT,  LAT  C,  SNA, 
and  Appletalk — as  well  as  just 
about  every  type  of  computer 
imaginable.” 

‘  Our  engineers  used  to 
transfer  multimegabyte  design 
files  by  handcarrying  the  tapes: 
we  called  it  the  Sneakernet. 

Now  we  do  it  with  TransLAN  in 
seconds.  TransLAN  lets  us  do 
thihgs  we  couldn’t  do  before.” 

The  Hughes  Aircraft  Company, 
the  leading  supplier  of  electronic 
systems  for  the  nation’s  defense, 


is  reaping  the  benefits  of  the  802 
WANT  :  a  wide  area  network, 
based  on  the  IEEE  802.3  standard, 
that  transparently  connects  LANs 
over  virtually  any  transmission 
media.  Their  802  W\N  now  has 
more  than  500  DECnet  nodes,  500 
TCP/IP  nodes,  and  over  10,000 
users  “doing  things  they  couldn’t 
do  before.” 

Vitalink  can  help  you  gain 
a  competitive  edge  too.  By  trans¬ 
parently  connecting  your 
scattered  LANs  into  an  802  VCAN, 
TransLAN  lets  your  people  share 
resources  and  data  throughout 
your  network — easily,  quickly, 
and  economically — whether 
they’re  in  the  next  building  or 
around  the  world. 

The  802  W\N  is  improving 
network  performance,  connec¬ 
tivity,  and  manageability  in  over 
2,000  locations  right  now.  Call 
the  Sales  Support  Staff  today 


to  find  out  how  TransLAN  can 
improve  your  networks,  your 
productivity,  and  your  profits 
at  (800)  44 3-5740  or  in  CA 
(415)  794-1100.  Or  fill  out  the 
coupon  below  and  send  to 
Vitalink  Communications 
Corporation,  6607  Kaiser  Drive, 
Fremont,  CA  94555-9989. 

VITALINK 

COMMUNICATIONS  CORPORATION 

A  Data  Networking 
Company 


Name _  Title _ 

Company _ _ 

Address _ 

City - State _ Zip  Code _ 

Telephone  L - 1 _  Ext. _ 

Address  to.  Vitalink  Communications  Corporation, 
6607  Kaiser  Drive,  Fremont,  CA  94555-9969  nw 
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agement  system  requires 
deep  pockets.  IBM  said  its 
NetView  development  team 
is  the  single  largest  group 
within  the  company’s  huge 
Communication  Products 
Division.  Small  companies 
will  be  hard-pressed  to 
match  the  investment  the 
giants  make  in  net  manage¬ 
ment. 

Rather  than  trying  to  es¬ 
tablish  another  de  facto 
standard,  communications 
firms  should  work  to  build 
a  central  network  manage¬ 
ment  system  that  controls 
their  own  equipment. 

AT&T  is  following  a 
three-tier  net  management 
design.  At  the  top  tier,  the 
company  will  have  a  cen¬ 
tral  system  providing  a 
global  view  of  the  net.  On 
the  second  tier,  packages 
will  collect  information 
from  bottom-tier  net  man¬ 
agement  packages  that  con¬ 
trol  specific  devices.  The 
second-tier  packages  fun¬ 
nel  that  information  to  the 
central  point. 

By  linking  their  control 
systems,  communications 
suppliers  can  provide  sec¬ 
ond-tier  integration.  That 
approach  would  increase 
net  management  sales 
without  butting  heads  with 
IBM  and  AT&T.O 


Dynatech 

unwraps 

continued  from  page  15 

$20,000  and  is  available. 

Dynatech  unveiled  a 
plan  to  integrate  its  sepa¬ 
rate  network  management 
systems  into  a  central  sys¬ 
tem.  The  first  release  of  the 
central  system,  DynaNet 
210,  will  control  Dynatech 
matrix  switches  and  sup¬ 
port  Prism.  The  company 
plans  to  integrate  DynaNet 
210  with  network  manage¬ 
ment  systems  used  with  the 
company’s  line  of  IBM 
mainframe  channel  extend¬ 
ers  and  the  Accumux,  a  T-l 
multiplexer  from  a  subsid¬ 
iary,  Dynatech  Communi¬ 
cations,  Inc.  The  net  man¬ 
agement  product,  to  be 
available  in  the  fourth 
quarter,  costs  $25,000. Q 
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u  The  realization  that  TCP/IP  and  Ethernet  are  standards  is  no 
revelation. 

Doug  Gold 

Senior  analyst 
International  Data  Corp. 
Commenting  on  the  recent  spate  of  Ethernet  and  TCP/IP  support 
announcements  from  vendors  selling  proprietary  networking  products. 


►  LAN  STRATEGY 

Hughes  takes  flight 
with  united  Ethernets 


BY  PAULA  MUSICH 

Senior  Editor 


LONG  BEACH,  Calif.  — 
About  2Vz  years  ago,  GM 
Hughes  Electronics  started 
interconnecting  local  net¬ 
works  at  a  few  of  its  sites 
around  Southern  California 
to  allow  them  to  communi¬ 
cate.  Now,  Hughes  — 
which  at  the  time  was 
known  as  Hughes  Aircraft 
Co.  —  has  what  its  net¬ 
work  engineers  believe  is 
the  largest  Ethernet  instal¬ 
lation  in  the  world. 

A  liberal  corporate  poli¬ 
cy  toward  local  net  acquisi¬ 
tion,  based  on  the  belief 
that  a  unified  system 
would  allow  Hughes  to  be 
more  competitive,  was  cou¬ 
pled  with  a  decentralized 


acquisition  process,  in 
which  departments  were 
free  to  purchase  their  own 
local  nets.  Together,  this 
fueled  the  rapid  growth  of 
the  installation,  which  now 
supports  more  than  10,000 
users  at  700  sites. 

“Hughes  made  an  inter¬ 
nal  decision  to  create  a  cor¬ 
porate  CAD  program  to 
make  us  competitive  in  the 
industry  for  producing 
[very  large-scale  integra¬ 
tion]  chips,”  said  Jack  Co¬ 
vert,  the  head  of  technical 
support  services  for 
Hughes’  corporate  VLSI 
support  organization. 

Different  VLSI  design 
centers  within  the  compa¬ 
ny  that  were  responsible 
for  producing  these  chips 
were  virtually  independent 


companies  responsible  for 
their  own  profit  and  loss  — 
they  even  occasionally 
competed  with  one  another 
for  contracts.  “Instead  of 
each  one  of  these  groups 
running  off  and  doing  their 
own  thing,  the  company  re¬ 
alized  that  it  needed  a  uni¬ 
fied  system  to  exchange  in¬ 
formation  between  cen¬ 
ters,”  Covert  said.  “It  gave 
us  the  charter  to  come  up 
with  the  most  cost-effec¬ 
tive  and  reliable  means  of 
doing  it.  Because  most  VLSI 
sites  had  DEC  VAX  ma¬ 
chines  with  Ethernet  con¬ 
nections,  it  seemed  that  if 
we  could  connect  the  Eth¬ 
ernets,  we  could  do  the  job 
very  efficiently.” 

Connecting  the  Ether¬ 
nets  at  the  VLSI  centers  re¬ 
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quired  high-speed  links, 
such  as  T-l  links,  because 
the  centers  needed  to  trans¬ 
fer  large,  multimegabyte 
VLSI  design  files  to  high- 
powered,  specialized  com¬ 
puters.  Those  computers 
then  ran  simulations  on  the 
files  for  fault  and  logic 
evaluation.  Once  the  simu¬ 


lations  were  run,  the  de¬ 
signs  were  transferred  to  a 
Hughes  foundry  for  pro¬ 
ducing  the  chips.  Prior  to 
the  high-speed  links,  engi¬ 
neers  drove  tapes  between 
centers  and  the  foundry, 
resulting  in  trips  that 
sometimes  took  hours. 

See  page  45 
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LAN  year  in  review 


Already,  1987  has  been  a  healthy 
year  for  the  local  network  indus¬ 
try.  The  slump  of  1985  and  1986  has 
given  way  to  a  turnaround,  and  many 
local  net  vendors  have  seen  profit 
growth  where  last  year  there  was 
more  red  ink  than  investors  would 
have  liked.  With  autumn  in  the  air, 
it’s  time  to  take  stock  of  where  the  in¬ 
dustry  has  come  from  and  where  it’s 
going. 

This  year,  we’ve  seen  IBM  make  its 
most  visible  endorsement  of  peer-to- 
peer  connectivity  for  Systems  Network 
Architecture  customers.  Piles  of  new 
hardware  and  software  products  were 
introduced  that  promise  desk-to-data- 
center  integration.  IBM’s  Systems  Ap¬ 
plication  Architecture  (SAA)  is  IBM’s 
elixir  for  its  aging  hierarchical  model 
of  computing  —  a  patchwork  ap¬ 
proach  to  a  slow  and  painful  retrofit 
of  SNA.  SAA  belies  the  monumental 
task  facing  IBM’s  communications  soft¬ 
ware  developers  as  they  try  to  make 
older  applications  work  in  a  distribut¬ 
ed  environment. 

On  June  16,  IBM  congratulated  it¬ 
self  for  making  “the  largest  communi- 

Killorin  is  the  publisher  of  “ Net- 
line ,”  an  industry  newsletter  on  com¬ 
puter  networks,  a  publication  of  Hyatt 
Research  Corp.  in  Andover,  Mass. 


cations  product  announcement  in  its 
history,”  which  really  means  that  it 
takes  more  options  to  support  peer-to- 
peer  functions  than  would  otherwise 
be  the  case.  When  you  see  more  func¬ 
tions  out  of  fewer  products  from  IBM, 
then  SAA  will  be  fulfilling  its  mission. 

Digital  Equipment  Corp.,  of  course, 
has  scored  high  marks  in  the  local  net¬ 
work  business.  The  firm’s  DECWorld 
’87  show  provided  a  first-hand  ac¬ 
count  of  how  large  networks  can  be 
managed  and  how  first-time  network 
users  can  “start  communicating”  with 
little  expertise.  The  new  release  of 
Digital  Network  Architecture  —  Phase 
V  —  is  compatible  with  the  Interna¬ 
tional  Standards  Organization’s  Open 
Systems  Interconnect  (OSI)  model,  and 
subsequent  phases  of  DNA  will  track 
directly  with  OSI.  And,  no  doubt,  so 
will  IBM’s  SNA.  The  term  “propri¬ 
etary”  has  earned  the  industry’s  top 
honors  as  the  least  attractive  word  in 
the  English  language. 

OSI  has  taken  hold,  and,  through 
the  efforts  of  the  Corporation  for 
Open  Systems,  it  is  no  longer  possible 
fot  local  net  vendors  to  pay  lip  service 
to  OSI.  1987  will  not  be  regarded  as 
“the  year  of  the  LAN,”  but  as  “the 
year  of  OSI.” 

The  market  for  independent  local 

See  page  20 


INTERNETWORKING  PRODUCTS 

NSC  to  support 
TCP/IP,  Ethernet 


BY  PAULA  MUSICH 

Senior  Editor 


MINNEAPOLIS  —  In  a  move  away  from  its  long-stand¬ 
ing  proprietary  networking  stance,  Network  Systems 
Corp.  last  week  announced  Ethernet  internetworking 
products  and  support  for  Transmission  Control  Proto¬ 
col/Internet  Protocol. 

Network  Systems,  which  sells  the  proprietary  Hyper¬ 
channel  high-speed  local  net  for  interconnecting  main¬ 
frames,  supercomputers  and  other  large  processors,  un¬ 
veiled  a  network  router  and  three  bridging  products  that 
will  link  Hyperchannel  with  Ethernet  networks. 

“It’s  a  major  shift  for  our  company,”  said  Craig  Gust, 
director  of  product  marketing.  “We’ve  committed  to  sup¬ 
porting  the  standards  that  make  sense  today.  Ethernet 
and  TCP/IP  are  de  facto  standards,”  he  said. 

Network  Systems  hopes  to  penetrate  the  technical 
workstation  environment  with  the  new  Ethernet  and 
TCP/IP  combination.  Although  Hyperchannel  has  sold 
well  in  MIS  environments,  Network  Systems  is  finding 
many  of  its  customers,  as  well  as  prospects,  are  looking 
for  links  between  their  Ethernet-supported  workstations 
and  larger  processors.  “We  envision  penetrating  areas 
that  were  previously  supported  by  point-to-point  links,” 
Gust  said. 

“Network  Systems  has  some  transitions  to  make,”  said 
David  Terrie,  president  of  NewPort  Consulting,  a  network 
consulting  firm.  “If  you’re  not  keeping  up  with  the  Jon¬ 
eses,  it’s  awfully  hard  to  break  into  new  sites.  Tying 
those  two  [Hyperchannel  and  the  Ethernet/TCP/IP  combi¬ 
nation]  together  is  a  good  move  for  them,”  he  said. 

The  internetworking  products  will  support  both  Hyper- 

See  page  20 
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channel-50,  a  50M  bit/sec 
network,  and  Hyperchan¬ 
nel-10,  a  10M  bit/sec  net¬ 
work  that  primarily  con¬ 
nects  personal  computers 
and  operates  with  the  high¬ 
speed  network. 

The  IP  Router,  which  im¬ 
plements  the  Internet  Pro¬ 
tocol,  links  as  many  as  four 


Ethernet  networks  to  a  Hy¬ 
perchannel-50  network. 
When  used  with  TCP/IP 
software  in  a  Hyperchan¬ 
nel-attached  host,  the  IP 
Router  allows  workstation 
users  on  Ethernet/TCP/IP 
combined  networks  to 
transfer  files,  send  elec¬ 
tronic  messages  and  access 
applications  in  the  host. 

In  routing  information 
through  a  series  of  inter¬ 
connected  networks,  the 


router  automatically  seeks 
the  most  efficient  path.  It 
includes  1M  byte  of  buffer 
memory  and  can  store  ad¬ 
dressing  data  for  thou¬ 
sands  of  networks,  subnets 
or  network  nodes.  Up  to 
10,000  packets  per  second 
can  move  through  the  rout¬ 
er,  or  2,000  packets  per 
port. 

The  three  bridges  sup¬ 
port  data  link  connections 
between  an  Ethernet  net¬ 


work  and  Hyperchannel- 
10,  an  Ethernet  and  Hyper¬ 
channel-50,  and  an 
Ethernet  bridge  for  Hyper¬ 
channel  T-l  links.  All  of 
the  bridges  operate  at  the 
International  Standards  Or¬ 
ganization’s  Open  Systems 
Interconnect  data  link  lay¬ 
er  and  allow  a  mix  of  upper 
layer  protocols,  such  as  Xe¬ 
rox  Corp.’s  Xerox  Network 
Systems,  Digital  Equipment 
Corp.’s  DECnet  and 


TCP/IP,  to  communicate 
over  the  bridges. 

The  products  will  be 
available  in  the  first  quar¬ 
ter  of  1988.  The  IP  Router 
is  priced  at  $35,000;  the 
Ethernet-to-Hyperchannel- 
10  bridge  is  $8,500;  the  Tl- 
Link  bridge  is  priced  at 
$12,500,  and  the  Ethernet- 
to-Hyperchannel-50  bridge 
is  $13,500.  TCP/IP  soft¬ 
ware  is  licensed  on  a 
monthly  basis.  □ 


Find  comm  faults 
quicker  than  a  blink 


The  secret? 

Sophisticated  turnkey  software 
that  automatically  finds  data  comm 
faults  for  you  ...  at  computer 
speeds  instead  of  eyeball  speeds. 

Are  you  still  wasting  time  with 
outdated  scopes  that  delay  you  from 
getting  to  the  fix?  You  need  one  of 
our  low-cost  automatic  protocol 
analyzers  that  decodes,  interprets, 
and  emulates  protocols  for  you.  Mow 
with  T1  test  capability,  too. 


Are  you  still  unable  to  measure 
how  well  your  comm  lines  are  work¬ 
ing?  You  need  one  of  our  multi-func¬ 
tion  automatic  protocol  analyzers 
that  graphically  displays  response 
time  and  line  utilization  statistics  for 
you. 

Call  us  now  to  find  out  which 
Digilog  automatic  protocol  analyzer 
will  save  you  the  most  time  and 
money.  1-800-233-3151. 

In  PA,  call  215-628-4530. 


Digilog  Inc.,  1370  Welsh  Road,  Montgomeryville,  PA  18936 

Represented  In  Australia  3-727-9  111-  Austria  222-650434  •  Benelux  322-648-4470  •  Canada  (514)  697-8608  •  Denmark  3-652345  •  rtnland  0-803-1292  •  France  1-30-827274 
Italy  2-952-0791  •  Japan  3-436-9575 •  Norway  2-651000 •  Spain  1-733-2050 •  Sweden  8-73 1-8508 -Switzerland  1-432-4310 -U.R.  1-680-3691  •  West  Oermany  2203-61055 
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network  vendors  has  been 
interesting  and  promises  to 
get  even  hotter  during  the 
next  12  months.  Novell, 
Inc.  and  3Com  Corp.  just  re¬ 
leased  outstanding  finan¬ 
cial  results  for  their  recent 
quarters.  Sales  of  their  re¬ 
spective  product  lines  have 
set  the  firms  on  steady,  al¬ 
beit  parallel,  tracks. 

As  of  last  week,  the 
merger  between  3Com  and 
Bridge  Communications, 
Inc.  became  a  done  deal, 
and  the  merged  companies 
should  be  watched  closely 
as  they  will  undoubtedly 
strive  to  displace  Unger- 
mann-Bass,  Inc.,  Proteon, 
Inc.,  Sytek,  Inc.  and  Novell. 

Developments  on  the  In¬ 
tel  Corp.  80386  front  also 
point  to  1987  being  a  tran¬ 
sitional  year  for  local  net¬ 
works  and  a  platform  for 
additional  market  growth 
during  1988.  As  these  hot¬ 
rod  boxes  take  hold  of  ex¬ 
ecutives’  desktops,  users 
will  come  to  expect  more 
from  their  network.  File  ac¬ 
cess  times  will  become  the 
benchmark  by  which  users 
will  measure  their  net¬ 
work’s  performance. 

This  makes  a  strong  ar¬ 
gument  for  higher  through¬ 
put  local  networks,  and  it 
will  place  new  demands  on 
those  vendors  supporting 
data  communications  on 
nonshielded  twisted-pair 
cabling. 

Without  question,  the  lo¬ 
cal  net  market  is  on  much 
firmer  ground  than  in  any 
previous  year.  The  market 
is  consolidating,  thus  mak¬ 
ing  for  fewer,  more  stable 
players.  Prices  are  drop¬ 
ping  for  network  adapter 
cards  to  the  point  at  which 
we’ll  see  network  connec¬ 
tivity  built  directly  into  the 
computer’s  motherboard. 

The  Ethernet  and  token¬ 
ring  folks  will  continue  to 
slug  it  out,  but  the  cabling 
differences  will  become  in¬ 
creasingly  moot.  Cable 
management,  however,  will 
become  more  of  a  concern. 
Where  the  1960s  had  its 
forbidden  glass-enclosed 
computer  room,  the  1980s 
and  beyond  will  have  the 
wiring  closet.  □ 
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CCIA  recruits  3  firms 

The  Computer  &  Communications  Industry  Associ¬ 
ation,  a  national  trade  group  representing  computer, 
information  processing  and  telecommunications 
firms,  has  recruited  three  new  members:  Charles  Riv¬ 
er  Data  Systems,  Inc.,  manufacturer  of  Unix-based  mi¬ 
crocomputers,  Honeywell  Federal  Information  Sys¬ 
tems,  Inc.,  a  subsidiary  of  Honeywell,  Inc.,  and  Hugin 
Sweda,  Inc.,  which  markets  point-of-sale  systems. 


►  DISASTER  PLANNING 

User  implements  SNA 
net  recovery  plan 

Texas  agency  contracts  for  network  backup. 


BY  MARY  LINEHAN 

Staff  Writer 


AUSTIN,  Texas  —  Fear¬ 
ing  that  a  communications 
disaster  would  halt  its  crit¬ 
ical  work,  the  Texas  Em¬ 
ployment  Commission 
(TEC)  has  implemented  an 
ambitious  network  recov¬ 
ery  plan. 

TEC  recently  signed  a 
five-year  contract  with 
Dallas-based  Premiere  Net¬ 
work  Services,  Inc.  for  di¬ 
saster  recovery  services. 
With  the  help  of  that  com¬ 
pany,  TEC  has  finally 
found  a  “workable”  disas¬ 
ter  recovery  plan,  accord¬ 
ing  to  one  agency  official. 

“We’ve  had  a  delay  in 
getting  a  sound  computer 
disaster  recovery  plan  in 
place  because  of  the  net¬ 
work,”  said  Charlie  Rem- 
mert,  assistant  administra¬ 
tor  for  support  at  TEC. 
“You  can  get  a  computer 
into  a  cold  site  and  get  it  up 
and  running  pretty  quickly, 
but  if  you  don’t  arrange  to 
have  phone  lines  going  into 
that  site,  you  don’t  really 
have  a  workable  recovery 
plan.” 

TEC  is  a  state-funded 
employment  agency  that 
offers  job-matching  ser¬ 
vices  and  pays  out  unem¬ 
ployment  benefits.  The 
agency  has  2,000  terminals 
linked  in  an  IBM  Systems 
Network  Architecture  Syn¬ 
chronous  Data  Link  Control 
network  to  an  IBM  3084 
mainframe  here.  The  termi¬ 
nals,  primarily  Telex  Com¬ 
puter  Products,  Inc.  mod¬ 
els,  are  housed  in  the 
agency’s  153  remote  loca¬ 
tions  throughout  the  state. 
Some  locations  also  have 
IBM  3270  Personal  Com¬ 
puters  tied  to  the  network. 
The  workstations  are 
linked  to  the  network  hub 
via  AT&T  multidrop  lines, 
with  six  drops  per  circuit, 
operating  at  9.6K  bit/sec. 

Remmert  said  Premiere 
Network  Services  provided 
TEC  with  a  “cold  site.”  “By 
‘cold  site,’  we  mean  a  site 
designed  and  ready  —  with 
air  conditioning,  false 


floors,  Halon  fire  protec¬ 
tion  and  all  —  to  move  a 
computer  into  it,”  Remmert 
said.  In  contrast,  a  disaster 
recovery  “hot  site”  is 
equipped  with  a  duplicate 
computer  system. 

Remmert  said  that,  in 
the  event  of  some  network 
disaster,  the  data  center 
could  be  relocated  to  the 
cold  site  in  Dallas,  and  the 
net  could  be  up  and  run¬ 
ning  within  two  or  three 
days.  “We  hope  that  we 
never  need  to  deal  with 
anything  of  that  scale,”  he 
said,  “but,  if  we  had  a  di¬ 
saster  here,  trying  to  get 
the  phone  companies  —  es¬ 
pecially  since  the  breakup 
—  to  get  all  those  phone 
lines  into  a  cold  site  could 
take  a  long  time.  With  this 
contract,  the  phone  lines 
will  be  up  by  the  time  the 
replacement  computer  is 
in.” 

TEC’s  recovery  plan  re¬ 
lies  on  Premiere’s  colloca¬ 
tion  with  Qwest  Micro- 
wave,  Inc.,  a  Dallas-based 
private  telephone  company 
that  supplies  bulk  DS1  and 
DS3  capacity  to  other  com¬ 
mon  carriers  and  long-dis¬ 
tance  companies.  “If  we 
lost  the  center  here,  our 
computer  would  be  in¬ 
stalled  in  the  Dallas  site 
and  the  next  step  would  be 
to  have  our  local  Bell  com¬ 
pany  reroute  traffic  to  lo¬ 
cal  Qwest  offices,”  he  said. 

Leo  Wrobel,  founder  and 
president  of  Premiere,  ex¬ 
plained  that  Premiere  typi¬ 
cally  establishes  a  micro- 
wave  or  fiber-optic  T-l  link 
to  the  client  company, 
which  allows  traffic  to  be 
switched  between  Qwest 
and  the  cold  site.  Clients 
may  keep  their  old  access 
facilities  in  place,  diversi¬ 
fying  local  access  to  the 
network. 

Qwest  operates  in  32  cit¬ 
ies  in  14  states,  including 
offices  here  and  in  Dallas, 
and  is  located  within  a 
quarter  of  a  mile  of  AT&T 
or  Bell  company  sites  at  all 
its  locations. 

Because  of  its  recent  in¬ 
ception,  the  recovery  plan 


has  not  been  fully  tested, 
but  it  is  scheduled  to  be 
tested  by  the  end  of  the 
year. 

TEC’s  contract  with  Pre¬ 
miere  is  at  bargain  base¬ 
ment  prices,  compared  to 
current  market  value  for 
this  type  of  network  back¬ 
up.  “We  agreed  on  a  give¬ 
away  price  for  the  Employ¬ 
ment  Commission,”  Wrobel 
said.  “They  were  good  to 
work  with  because  of  their 
own  logistic  and  technical 
expertise,  and,  given  the 
economic  situation  here  in 
Texas,  we  saw  how  critical 
their  services  are  and  the 
need  for  those  services  to 
be  backed  up  reliably.” 
Wrobel  said  the  going  rate 
for  services  such  as  those 
contracted  by  TEC  is  about 
$2,800  per  month. 

Disasters  that  can  befall 
a  communications  net  and 
potentially  cost  a  company 
business  include  cable  cuts, 
software/hardware  fail¬ 
ures  within  a  company’s 
own  system,  a  fire  at  a  data 
center,  or  an  environmental 
disaster  such  as  a  tornado 


or  hurricane. 

“One  of  the  most  com¬ 
mon  examples  is  a  cable 
cut,”  Wrobel  said.  “Con¬ 
struction  is  going  on,  or  the 
phone  company  is  doing 
some  work,  and  somebody 
backhoes  an  access  cable 
between  a  data  center  and 
a  service  office.”  In  many 
instances,  Wrobel  said  that 
Premiere  can  utilize  Qwest 
to  switch  transmission  fa¬ 
cilities,  bringing  network 
communications  back  up 
for  their  customer  without 
the  delay  of  waiting  for  the 
primary  carrier.  “Most  of 
our  clients  just  don’t  want 
to  see  the  phone  company’s 
problems  become  their 
problems.  They  just  don’t 
want  to  have  all  the  eggs  in 
one  basket,”  Wrobel  said. 

According  to  Wrobel,  the 


telecommunications  backup 
business  has  grown  consid¬ 
erably  since  last  February. 
“We  get  a  lot  of  inquiries 
from  brokerage  houses  and 
other  financial  services 
companies  that  simply  can¬ 
not  afford  to  lose  their 
lines,”  he  said.  “And,  since 
the  AT&T  incident  in  Feb¬ 
ruary,  a  lot  of  people  have 
noticed  us.” 

On  Feb.  25,  an  AT&T 
switching  computer  failed, 
isolating  the  Dallas  214 
area  code  and  blocking 
2,500,000  calls  —  incoming 
and  outgoing  —  for  about 
five  hours. 

“People  are  just  realizing 
that,  in  disaster  planning, 
you’ve  got  to  determine 
that  telecommunications 
needs  are  just  as  critical  as 
computer  needs,”  he  said.D 


Voice/data  responsibilities  breakdown 
for  directors  and  above 


70% 

60 

50 

Percent 

40 

of 

30 

incumbents 

20 

10 

58% 

27% 

6% 

8% 

100%  Voice  75%  25%  50%  50%  25%  75% 
Voice  Data  Voice  Data  Voice  Data 

Work  content 


100%  Data 


Based  on  124  companies  that  provided  information  on  642  telecommuni- 
cations  professionals  source:  international  communications  association,  Dallas 


mmmmm 


mm 


■■■■■■ 


DIALOGUE 


Is  local  network  security  a  concern? 

u  Yes,  security  is  an  issue  with  local- 
area  networks.  We  are  in  a  highly  sensi¬ 
tive  industry,  and  we  want  to  provide  net¬ 
work  access  only  for  authorized  personnel. 
We  want  to  know  who’s  on  the  network 
and  why. 

Carol  Boerhaeur 

Network  coordinator 
Foremost  Insurance  Co. 
Grand  Rapids,  Mich. 

44  Absolutely,  we’re  very  concerned 
about  security.  Local-area  networks  are 
being  installed  almost  uncontrollably  in 
our  company  and,  from  an  information 
manager’s  point  of  view,  it’s  a  problem. 
We  don’t  know  what  everyone  here  has  on 
local-area  nets.  There’s  some  accounts 
payable,  some  accounts  receivable  and 
some  personnel  information.  There’s  a 
need  to  secure  that  information. 

Charlie  Snell 
Director  of  communications  and  computing 

Harris  Corp. 
Melbourne,  Fla. 


44  We  have  several  local-area  networks 
and  are  anticipating  purchasing  some  oth¬ 
ers.  In  our  office,  security  has  not  been  an 
issue  so  far,  but  I  anticipate  it  becoming 
more  and  more  of  a  concern.  There  are 
specific  files  and  information,  such  as  per¬ 
sonnel  information,  that  require  restricted 
access. 

Marko  Milakovich 

Director  of  communications  engineering 
First  Data  Resources 
Omaha,  Neb. 

44  Yes,  security  is  definitely  an  issue.  We 
don’t  have  any  local-area  networks  now, 
but  we’ll  be  using  them  in  our  new  build¬ 
ing.  There  are  some  users  who  should  have 
access  to  certain  data  and  others  who 
shouldn’t;  some  information  is  confiden¬ 
tial.  With  local-area  nets,  there  are  a  lot  of 
benefits,  such  as  sharing  information.  But 
along  with  the  benefits  come  the  security 
concerns. 

C.  Gerry  Vargo 

Director  of  the  information  services  department 
Little  Caesar  Enterprises,  Inc. 

Farmington  Hills,  Mich. 


For  the  first  time  ever,  Communication  Networks  goes  to  Paris  —  and 
delivers  the  volatile  French  communications  marketplace  to  you. 

Resocom,  scheduled  for  February  16-19,  1988,  is  the  place  for 
you  to  get  in  on  the  ground  floor  as  France’s  communications 
industry  undergoes  privatization. 

Derived  from  the  French  word  “reseaux”  meaning 
“network,”  Resocom  gives  you  the  chance  to  meet  users,  deal¬ 
ers,  and  distributors  alike.  In  fact,  Resocom  is  expected 
to  put  exhibitors  —  like  you  —  in  touch  with  approxi¬ 


mately  8,000  qualified  buyers. 

What’s  more,  backed  by  the  10-year  success  of  Communication 
Networks  in  the  United  States,  you’re  guaranteed  a  prime  opportunity 
to  actively  market  your  products  and  services  to  thousands  of  industry 
professionals  involved  in  the  purchase  process.  Plus,  with  France’s 
communications  industry  undergoing  privatization  —  and  PC  Forum 
taking  place  simultaneously  —  the  timing  couldn’t  be  better  for  you. 

Never  before  have  you  had  an  opportunity  like  Resocom  to  literally 
deliver  the  real  buyers  of  France’s  voice,  data,  and  telecommunications 
equipment,  services,  and  software  —  right  to  your  booth. 

Resocom.  It’s  the  perfect  time  and  place  for  you  to  capitalize  on  the 
burgeoning  communications  market  in  France.  And  a  turnkey  exhibit  package 
makes  your  participation  both  easy  and  economical. 


To  reserve  your  exhibit  space  at  Resocom  or  for  more  information  on 
exhibiting  or  attending,  call  your  local  Hajar  Associates  representative  listed  below. 


Northeast 
Silvio  Mandino 
Hajar  Associates,  Inc. 

45  Walpole  Street,  Suite  1 
Norwood,  MA  02062 
(617)  769-8950 


Mid-Atlantic/ Southeast 

Judie  McDaid 

Hajar  Associates,  Inc. 

66  Dunbar  Road 

Palm  Beach  Gardens,  FL  33418 

(305)  694-0689 


COMMUNICATION 
NETWORKS  GOES  TO 
PARIS  AS  RESOCOM, 
FRANCE'S  FIRST 
COMMUNICATIONS 
EXPOSITION. 


Midwest 

Nanette  Traetow 
Hajar  Associates,  Inc. 
2920  West  Case  Road 
Dublin,  OH  43017 
(614)  761-1053 


Southwest/Northwest 

Barbara  Jones 
Hajar  Associates,  Inc. 

3303  Harbor  Boulevard,  Suite  G-ll 
Costa  Mesa,  CA  92626 
(714)  540-3554 


Resocom  is  being  produced  by  Capric  Organization,  producer  of  several  European  shows 
including  PC  Forum,  in  conjunction  with  two  IDG  Communications’  publications  in  France:  Telecoms 
International  and  Le  Monde  Informatique.  Serving  as  show  coordinators  in  the  United  States  is  IDG 
Conference  Management  Group,  an  International  Data  Group  Company. 
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See  inside  for: 

►  Handheld  data  line  monitor 

►  Biscom  facsimile  interface 

►  System  3/X-to-DDN  gateway 


►  WITNESS 

Tesdata  tool  aids 
in  call  monitoring 

SAN  DIEGO  —  Tesdata  Systems  Corp.  announced 
at  the  Tele-Communications  Association  conference 
here  last  week  the  Witness  system,  which  enables  a 
supervisor  to  monitor  information  displayed  on  the 
terminal  of  a  telephone  response  agent. 

Witness  works  with  a  user’s  host  computer  linked 
to  an  automatic  call  distribution  (ACD)  system.  It  en¬ 
ables  a  supervisor  to  monitor  from  one  terminal  in¬ 
formation  appearing  on  another.  The  ability  to  view 
the  data  screen  presented  to  agents  is  an  adjunct  to 
an  ACD’s  eavesdropping  feature,  which  lets  supervi¬ 
sors  listen  to  an  agent’s  telephone  conversation. 

While  monitoring  an  agent’s  conversation  with 
the  eavesdropping  feature,  supervisors  can  use  Wit¬ 
ness  to  tap  into  the  firm’s  host  computer  and  obtain 
a  mirror  image  of  the  data  being  transmitted  to  the 
agent.  This  monitoring  process  ensures  the  agent  is 
following  proper  procedures  and  lets  supervisors 
identify  problems  agents  have  with  screen  formats. 

Witness  consists  of  a  Network  Information  Pro¬ 
cessor  that  taps  into  a  group  of  up  to  256  communi¬ 
cations  lines  as  they  enter  the  host  computer.  Capa¬ 
ble  of  being  configured  to  work  with  most  host 
systems,  the  unit  passively  plucks  data  from  the 
lines  and  presents  it  via  an  RS-232  link  to  a  Conver¬ 
gent  Technologies,  Inc.  workstation,  dubbed  the 
Master  Witness  workstation.  Up  to  seven  other  Wit¬ 
ness  workstations  can  link  to  the  Master  Witness 
workstation. 

Witness’  price  starts  at  under  $30,000. 

Tesdata  Systems  Corp.,  a  subsidiary  of  Infinet, 
Inc.,  is  located  at  460  Spring  Park  Place,  Suite  900, 
Herndon,  Va.  22070,  or  call  (703)  478-9320. □ 


►  TELE-COMMUNICATIONS  ASSOCIATION 

Infinet  net  control 
tools,  modems  bow 

Firm  unveils  slew  of  offerings  at  TCA  meeting. 


BY  JIM  BROWN 

New  Products  Editor 


SAN  DIEGO  —  Infinet,  Inc.  extended  its 
family  of  network  management  tools  and 
introduced  new  modems  at  the  Tele-Com¬ 
munications  Association  (TCA)  conference 
here  last  week. 

Infinet  upgraded  its  personal  computer- 
based  IDM  Controller  package,  which  mon¬ 
itors,  tests  and  reconfigures  the  company’s 
Integrated  Diagnostic  Modems  (IDM).  The 
new  package  features  enhanced  color 
graphics  and  works  with  the  enhanced  di¬ 
agnostic  features  of  newer  IDM  modems, 
including  a  synchronous  clock  frequency 
test  capability. 

It  can  also  pass  data  via  a  serial  link  us¬ 
ing  a  proprietary  Infinet  protocol  to  a  Sun 
Microsystems,  Inc.  workstation  running 
one  of  three  new  Network  Information 
Systems  (NIS)  Series  90  packages  the  com¬ 
pany  introduced  at  TCA. 

The  new  NIS  Series  90  Manager  I,  NIS 
Series  90  Manager  II  and  NIS  Series  90  In¬ 
tegrator  packages  support  windowing  and 
color  graphics.  Each  NIS  Series  90  system 
also  includes  a  relational  data  base  that 
maintains  a  network  transmission  equip¬ 
ment  inventory  and  historical  trouble  re¬ 
ports  concerning  that  equipment. 

The  entry-level  NIS  Series  90  Manager  I 


►  PACKET  NETS 


Tymnet  widens  service  options 


BY  BOB  WALLACE 

Senior  Editor 


SAN  JOSE,  Calif.  —  Tym¬ 
net/McDonnell  Douglas  Network 
Systems  Co.  recently  introduced 
a  9.6K  bit/sec  dial-up  asynchro¬ 
nous  transmission  service,  ex¬ 
pansion  of  its  asynchronous 
Outdial  service  and  a  2,400  bit/ 
sec  service  for  users  of  its  X.25 
public  packet  network. 

Tymnet  also  announced  sup¬ 
port  of  Microcom,  Inc.’s  Micro- 
corn  Networking  Protocol 
(MNP),  a  protocol  designed  to 
ensure  error-free  data  transmis¬ 
sion  over  dial-up  lines,  and  the 
addition  of  new  network  entry 
points  in  22  cities  over  the  next 
nine  months. 

This  brings  the  total  number 
of  cities  served  by  Tymnet  to 
roughly  700. 

Net  speeds  quadrupled 

Tymnet’s  new  high-speed  ser¬ 


vice,  TymDial  9.6,  will  quadru¬ 
ple  the  network  speeds  current¬ 
ly  supported. 

Clint  DeGabrielle,  marketing 
and  field  operations  vice-presi¬ 
dent  for  Tymnet,  explained  that 
TymDial  9.6  will  be  based  on 
modems  manufactured  by  Con- 


Tymnet’s  DeGabrielle 
explained  that  TymDial 
9.6  will  be  based  on 
modems  manufactured  by 
Concord  Data  Systems, 
Inc. 


cord  Data  Systems,  Inc.,  of  Marl¬ 
borough,  Mass. 

Compatible  with  CCITT  V.32 

The  Tymnet  service  will  also 
support  modems  compatible 
with  the  CCITT  V:32  standard. 
TymDial  9.6  will  be  offered  in 
10  cities  by  year  end,  he 


claimed. 

Tymnet’s  Outdial  service  will 
be  made  available  through  net¬ 
work  entry  points  in  61  new  cit¬ 
ies,  bringing  the  total  number  of 
the  firm’s  entry  points  to  77  by 
year  end. 

Outdial  service  establishes 
dial-up  links  to  unattended  data 
terminal  equipment,  allowing 
Tymnet  users  to  take  advantage 
of  low,  off-peak  service  rates. 

Tymnet  has  also  added  sup¬ 
port  for  the  MNP  protocol.  The 
value-added  network  provider 
already  supports  X.PC  and  in¬ 
tends  to  support  Hayes  Micro¬ 
computer  Products,  Inc.’s  Asyn¬ 
chronous  Framing  Technique 
protocol  at  a  future,  unspecified 
date. 

DeGabrielle  said  that  network 
modem  upgrades  from  1,200  bit/ 
sec  to  2,400  bit/sec  will  be  un¬ 
dertaken  in  a  total  of  33  cities. 
He  would  not  identify  the  cities 
to  be  included  in  this  project. □ 


maintains  IDM  modem  configuration  files 
and  tracks  trouble  reports  on  each  modem. 
The  package  can  be  configured  to  remind 
an  operator  automatically  when  a  modem 
has  not  been  repaired  within  a  specified 
time  limit. 

The  package  also  tracks  the  number  of 
modems  within  the  network  that  have 
been  added,  deleted  or  moved.  It  enables 
operators  to  generate  network  inventory, 
trouble,  configuration,  activity  and  usage 
reports. 

The  NIS  Series  90  Manager  II  expands 
the  trouble-tracking  capability  of  the  NIS 
Series  90  Manager  I  by  enabling  managers 
to  file  the  reports  by  various  categories  of 
network  problems.  It  also  enables  the  op¬ 
erator  to  assign  problem  resolution  to  vari¬ 
ous  work  groups. 

When  a  new  trouble  report  is  generated, 
the  NIS  Series  90  Manager  II  will  search  its 
data  base  to  report  on  similar  problems. 
The  package  also  enables  operators  to 
store  data  about  user-reported  equipment 
problems.  In  addition,  the  NIS  Series  90 
Manager  II  provides  some  22  reports  and 
seven  graphs  not  supported  by  the  NIS  Se¬ 
ries  90  Manager  I. 

Both  packages  enable  a  network  opera¬ 
tor  at  the  Sun  Microsystems  workstation 
to  instruct  the  IDM  Controller  to  issue  re¬ 
configuration  commands  to  IDM  modems. 

The  new  NIS  Series  90  Integrator  pack¬ 
age  collects  data  from  an  IDM  Controller 
and  from  the  diagnostic  ports  of  Infinet’s 
X.25  packet  assembler/disassemblers, 
X.25  packet  switches,  T-l  multiplexers 
and  Performance  Measurement  System 
(PMS)  III. 

Infinet’s  PMS  III  collects  and  processes 
statistical  information  about  the  data  ter¬ 
minal  equipment  linked  to  its  X.25,  T-l 
multiplexer  or  modem  offerings. 

In  addition  to  supporting  the  trouble 
and  network  change  tracking  features  of 
other  NIS  Series  90  packages,  the  NIS  Se¬ 
ries  90  Integrator  enables  an  operator  at  a 
single  Sun  Microsystem  workstation  to  is¬ 
sue  reconfiguration  commands  to  X.25 
equipment,  T-l  multiplexers  or  IDM  mo¬ 
dems. 

Infinet  also  introduced  three  new  IDM 
modems,  the  IDM  14FP  Fast  Poll,  IDM 
Switch56  and  IDM  FT  Fault-Tolerant  mod¬ 
els. 

The  new  IDM  14FP  is  designed  for  mul¬ 
tidrop  networks.  It  uses  a  trellis-coded 
modulation  technique  to  transmit  to  other 
modems  on  the  multidrop  line  at  14.4K  bit/ 
sec  while  receiving  signals  from  those  mo¬ 
dems  at  9.6K  bit/sec. 

The  new  IDM  Switch56  acts  as  a  chan¬ 
nel  service  unit/data  service  unit  to  sup¬ 
port  56K  bit/sec  digital  transmission  via 
AT&T’s  point-to-point  Digital  Data  Ser- 

See  page  24 
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numbers  the  same  way  you  would 
say  them  if  you  were  reading  them 
out  loud  to  somebody,”  Altieri 
said. 

The  system’s  digitization  capa¬ 
bility  allows  users  to  leave  E-mail 
messages  that  are  turned  into  bina¬ 
ry  code  and  recorded.  Those  mes¬ 
sages  can  then  be  played  back  for 
other  callers.  Users  who  receive  a 
message  in  text  form  can  dial  into 
the  voice  system  to  hear  it. 

ADR’s  eMail- Voice  package  runs 
on  an  IBM  mainframe  in  conjunc¬ 
tion  with  a  text-to-speech  package 
called  CallText,  which  is  personal 
computer  software  available  from 
Speech  Plus,  Inc.  EMail-Voice  in¬ 
terfaces  to  CallText  via  the  Call- 
Text  Voice  Gateway,  also  a  Speech 
Plus  product. 


BEFORE  WE  TRY 
TOSaiYOUASIHfilET-lMUX, 
WED  LIKE  TO  LIST  THE  THINGS 

YOU  WONT  GET. 

You  won’t  start  from  scratch. 

The  MultiStar  family  ofT-1  multiplexers 
can  be  used  with  your  existing  equip¬ 
ment.  Which  means  you  can  use  a  variety  of 
inputs — asynchronous  and  synchronous 
data,  voice,  or  digitized  video  —  all  on  the 
same  network. 

You  won’t  be  the  first. 

Amdahl  Communications  has  been 
a  major  manufacturer  of  data  communica¬ 
tions  systems  for  nearly  20  years.  Our 
systems  are  in  place,  moving  data  for  some 
of  North  Americas  largest  corporations. 

You  won’t  get  boxed  in. 

Our  systems  are  designed  with  unique 
flexibility.  Features  like  DACS  compat¬ 
ibility,  multitrunking,  clocking  options, 
and  software  control,  let  you  deal  with 
network  changes.  Our  multiplexers  work 
with  current  T-l  services,  but  they  are  also 
designed  with  emerging  services  in  mind. 


status,  and  at  the  hint  of  a  problem,  automat¬ 
ically  re-routes  data  to  an  alternate  path. 

You  won’t  get  taken  to  the  cleaners. 

We  can  show  you  products  that  offer 
more  features  for  the  money  than  any  in  the 
industry.  We  think  we  have  one  of  the  best 


You  won’t  find  yourself  down  and  out 

Critical  applications  are  nothing  new 
to  the  MultiStar  family.  At  the  network  level, 
the  system  automatically  monitors  link 


price-value  stories  anywhere.  We’re  so  sure, 
we  don’t  mind  if  you  shop  around  a  little. 

You  won’t  become  obsolete  overnight. 

Our  modular  architecture  makes  the 
MultiStar  line  easy  to  maintain  and  eco¬ 
nomical  to  expand.  Equipment  installed 
last  year  doesn’t  have  to  be  tossed  aside 
the  next.  Your  network  can  be  updated  as 
new  technology  and  services  evolve. 

You’ll  be  making  the  logical  choice. 

Simply  put,  we  think 
there’s  no  better  product 
available  for  the  money. 

What’s  more,  you  can  rely  on 
a  worldwide  network  of 
support  and  service — one  of 
the  best  in  the  industry. 

We  also  offer  a  full  line  of 
other  data  networking 
equipment  for  all  your  needs. 

Of  course,  now  that 
you  know  what  we  won’t  do, 
we’d  like  to  tell  you  more 
about  the  things  we  can  do. 

Call  us  at  1-800-325-6029, 
or  in  Texas  1-800-443-2414. 

amdahl* 

The  Logical  Choice 

Amdahl  Communications,  2200  N.,  Greenville,  Richardson,  TX  75081 

*Amdahl  is  a  registered  trademark  of  Amdahl  Corporation 


The  MultiStar  family  offers 
the  best  price/valuehuy  in 
the  industry,  bar  none. 


►  APPLIED  DATA  RESEARCH 

ADR  E-mail 
voice,  text 

BY  JOSH  GONZE 

Staff  Writer 


NEW  YORK  —  Mainframe  soft¬ 
ware  vendor  Applied  Data  Re¬ 
search,  Inc.  (ADR)  unveiled  an 
electronic  mail  system  that  offers 
speech  synthesis  capabilities  and 
allows  users  to  retrieve  text  and 
voice  messages  as  well  as  informa¬ 
tion  from  corporate  data  bases. 

With  ADR’s  eMail-Voice,  users 
can  dial  into  a  corporate  data  base 


combines 

messages 

from  a  push-button  telephone  and 
retrieve  text  messages  synthesized 
into  voice,  according  to  Ray  Al¬ 
tieri,  senior  product  manager  for 
E-mail  at  ADR. 

The  package  is  integrated  with 
ADR’s  Ideal  programming  language 
and  Dataquery  relational  data  base 
management  system,  allowing  in¬ 
formation  in  a  data  base  to  be 
stored  as  an  E-mail  message. 
‘‘There  is  enough  intelligence  for  it 
to  recreate  phrases,  sentences  and 


The  eMail-Voice  package  oper¬ 
ates  under  VSE  and  MVS  with 
CICS;  MVS  with  ADR’s  Roscoe;  and 
VM/CMS  and  TSO  under  MVS.  Us¬ 
ers  can  access  eMail-Voice  via  IBM 
3270  or  compatible  terminals,  tele¬ 
typewriter  terminals  or  compatible 
devices  and  push-button  devices. 

Pricing 

ADR,  an  Ameritech  subsidiary 
based  in  Princeton,  N.J.,  is  offering 
the  package  at  prices  ranging  from 
$54,000  to  $67,000,  depending  on 
operating  system.  Six-month, 
three-year  and  five-year  leases  are 
also  available. 

ADR  is  located  at  Route  206  and 
Orchard  Road,  Suite  CN-8,  Prince¬ 
ton,  N.J.  08540,  or  call  (201)  874- 
9000. □ 


Infinet  net  tools, 
modems  bow 

continued  from  page  23 
vice-56  (DDS-56)  or  Accunet 
Switched  56  lines.  Switched  56  ser¬ 
vice  provides  a  dial-up  56K  bit/sec 
line  when  the  primary  leased  DDS 
line  goes  down.  It  can  also  be  used 
in  configurations  requiring  high 
bandwidth  but  short  connect 
times,  such  as  teleconferencing. 

The  IDM  FT  enables  users  to 
house  a  primary  modem  and  a  hot 
spare  in  the  same  enclosure.  When 
the  primary  unit  fails,  IDM  FT  cir¬ 
cuitry  automatically  switches  to 
the  hot  spare.  Previously,  Infinet 
linked  a  stand-alone  primary  mo¬ 
dem  to  a  stand-alone  hot  spare  via 
a  hard-wire  cable. 

Infinet  also  announced  that  it 
has  teamed  with  Comdisco  Disas¬ 
ter  Recovery  Services,  Inc.  to  pro¬ 
vide  disaster  recovery  for  IDM 
communications  networks.  Infinet 
and  Comdisco  will  jointly  offer 
three  services. 

Under  the  first,  Infinet  will  du¬ 
plicate  a  user’s  communications 
center  at  a  remote  hot  site,  en¬ 
abling  the  user  to  switch  all  com¬ 
munications  to  that  site  during  a 
disaster.  Under  the  second  plan, 
Infinet  will  store  a  duplicate 
prewired  modem  rack  at  the  Com¬ 
disco  site  nearest  the  user.  IDM 
modems  will  be  flown  into  that  site 
and  installed  in  the  racks  within 
24  hours  of  a  central  site  disaster. 
Under  the  final  plan,  Infinet  will 
furnish  IDM  modems  for  installa¬ 
tion  into  the  spare  racks  Comdisco 
supplies  to  its  existing  clients. 

Prices  for  NIS  Series  90  products 
include  the  cost  of  the  Sun  Micro¬ 
systems  workstation.  An  NIS  Se¬ 
ries  90  Manager  I  is  priced  at 
$22,995.  The  cost  of  the  NIS  Series 
90  and  an  IDM  Controller  pur¬ 
chased  together  is  $29,995.  An  NIS 
Series  90  Manager  II  is  $39,995, 
and  $49,995  with  an  IDM  Control¬ 
ler.  An  NIS  Series  90  Integrator 
costs  $74,995. 

An  IDM  14FP  is  priced  at 
$6,400,  and  an  IDM  Switch56  costs 
$2,349.  The  price  of  an  IDM  FT 
would  be  determined  by  the  com¬ 
bined  cost  of  the  modems  installed 
in  the  enclosure. 

Infinet,  a  subsidiary  of  Memotec 
Data,  Inc.  of  Montreal,  is  located  at 
40  High  St.,  North  Andover,  Mass. 
01845,  or  call  (617)  681-0600.D 


OCTOBER  5, 1987  1 


NETWORK  WORLD 


PAGE  25 


NEW  PRODUCTS  AND  SERVICES 


First  Look 


Handheld  data  line  monitor 
tests  RS-232  lines 

Reliable  Communications,  Inc. 

introduced  a  handheld  data  line 
monitor  that  tests  asynchronous 
data  transmissions  between  RS-232 
devices  at  speeds  up  to  38. 4K  bit/ 
sec. 

Datatrap  features  a  menu-driv¬ 
en  display  and  a  28K-byte  random- 
access  memory  buffer  capable  of 
storing  up  to  four  pages  of  data. 
The  data  buffer  can  be  checked  for 
past  activity  without  interrupting 
current  data  flow  through  the 
monitor.  Stored  data  can  also  be 
downloaded  to  a  printer.  Datatrap 
has  a  built-in  feature  that  lets  us¬ 
ers  quickly  locate  data  in  the  buff¬ 
er  and  determine  remaining  buffer 
space. 

Datatrap  is  priced  at  $795. 

Reliable  Communications,  Inc., 
136  S.  Wolfe  Road,  Sunnyvale, 
Calif.  94086.  Outside  California, 
call  (800)  222-0042;  in  California, 
call  (408)  733-1787. 


Link  Control  (QLLC)  protocol  and 
enables  those  processors  to  access 
a  DDN  X.25  packet-switching  cir¬ 
cuit  operating  at  up  to  56K  bit/sec. 
QLLC  is  IBM’s  implementation  for 
transmitting  X.25  packets  over  a 
Systems  Network  Architecture  net¬ 
work.  The  gateway  makes  the 
QLLC  protocol  compatible  with  the 
DDN  X.25  implementation  to  en¬ 
able  System/34,  System/36  or  Sys¬ 
tem/38  processors  to  communicate 
with  other  System/34,  System/36 
or  System/38  processors  and  5250 
terminal  controllers  via  the  DDN. 

The  product  will  support  up  to 
32  concurrent  QLLC  sessions  over 
the  DDN  X.25  circuit. 

The  product  collects  statistics, 
error  counts  and  usage  information 
for  X.25  sessions  and  circuits. 


Pricing  for  the  gateway  starts  at 
$30,000. 

CWA  International,  Inc.  is  locat¬ 
ed  at  18805  Cox  Ave.,  Suite  200, 
Saratoga,  Calif.  95070,  or  call 
(408)  378-3414. 


■  PC  software 

automates  OnTyme  usage 

McDonnell  Douglas  Applied 
Communications  Systems  re¬ 
leased  IBM  Personal  Computer 
software  that  automates  the  cre¬ 
ation,  sending  and  receiving  of 
electronic  mail  messages  via  its  On¬ 
Tyme  E-mail  service. 

The  menu-driven  Personal  On¬ 
Tyme  enables  users  to  create  new 
messages  with  an  integral  Quick 


Note  feature  or  with  their  favorite 
word  processing  package.  It  also 
prepares  existing  files  —  such  as 
Lotus  Development  Corp.  1-2-3 
spreadsheets  —  for  transmission 
before  connecting  to  OnTyme.  This 
process  trims  the  connect  time  as¬ 
sociated  with  OnTyme  usage.  It 
also  enables  the  user  to  modify,  re¬ 
ceive,  view,  answer,  print,  move, 
copy,  delete  or  forward  OnTyme 
messages. 

Single  copies  of  Personal  On¬ 
Tyme  are  available  for  $95.  Vol¬ 
ume  discounts  and  site  licensing 
are  also  available. 

McDonnell  Douglas  Applied 
Communications  Systems,  2650  N. 
First  St.,  P.O.  Box  49019,  San  Jose, 
Calif.  95161,  Attn.  ACS  Telemar¬ 
keting,  or  call  (800)  435-8880.  □ 


AT&T  AND  FOREST  DATAC0M  SERVICES 
JOIN  FORCES  TO  MAKE  OFFICE 
MOVES  MORE  FLEXIBLE. 


Interface  enables  minis 
to  transmit  facsimiles 

Biscom,  Inc.  enhanced  its  Faxcom 
1000  Fax-Communicator  product 
to  enable  Hewlett-Packard  Co.’s 
3000  series,  Tandem  Computers, 
Inc.’s  NonStop  II  and  Convergent 
Technologies,  Inc.  minicomputers 
to  send  and  receive  facsimile  trans¬ 
missions. 

Previously,  Faxcom  1000  Fax- 
Communicator  enabled  only  per¬ 
sonal  computers  to  send  and  re¬ 
ceive  facsimiles.  The  new  version 
links  to  the  minicomputer  via  ei¬ 
ther  a  serial  or  parallel  printer 
port,  enabling  operators  to  trans¬ 
mit  text  and  graphics  to  CCITT 
Group  Ill-compatible  facsimile  ma¬ 
chines  using  a  standard  print  com¬ 
mand. 

Faxcom  1000  features  an  auto¬ 
dial  capability,  which  enables  us¬ 
ers  to  send  the  same  document  to 
multiple  destinations  by  typing  the 
facsimile  numbers  at  the  top  of  the 
page.  The  product  also  supports 
Novell,  Inc.  and  3Com  Corp.  print 
servers.  Support  for  Digital  Equip¬ 
ment  Corp.  VAXes  and  Wang  Lab¬ 
oratories,  Inc.  VS  minicomputers  is 
planned. 

Faxcom  1000  is  priced  at  $2,495. 

Biscom,  Inc.,  2  Courthouse 
Lane,  Chelmsford,  Mass.  01824,  or 
call  (617)  441-0010. 


Gateway  links  IBM 
System/3X  hosts  to  DDN 

Carse,  Woodworth  &  Associates 
(CWA)  International,  Inc.  an¬ 
nounced  a  gateway  that  links  IBM 
System/34,  System/36  or  Sys¬ 
tem/38  minicomputers  to  the  De¬ 
fense  Data  Network  (DDN). 

The  IBM  Personal  Computer- 
based  DDN/3X  Communications 
Gateway  links  to  a  System/34, 
System/36  or  System/38  processor 
supporting  IBM’s  Qualified  Logical 


AT&T’s  Premises  Dis¬ 
tribution  System  (PDS)  is 
a  multi-functional  sys¬ 
tems  design  to  support 
voice,  data,  graphics,  and 
digital  video  communi¬ 
cations  on  a  customer’s 
premises.  It  comprises 
cables,  cross  connects, 
adapters,  electronic  and 
protective  devices  which  are  arranged 
in  a  logical,  coherent,  and  economical 
manner. 

With  PDS,  it  is  now  possible  to  use 
all  your  equipment  (voice  and  data  ter¬ 
minals)  on  the  same  wiring  scheme — 
and  even  to  plug  voice  and  data  ter¬ 
minals  into  a  standard  wall  outlet. 

Forest  Datacom  Services  is  an  au¬ 
thorized  turnkey  installer  of  registered 
PDS  in  the  greater  New  York  area. 
Because  of  our  installation  expertise 
and  experience,  we  offer  a  five-year 


warranty  on  the  perform¬ 
ance  and  the  workman¬ 
ship  of  the  system.  Forest 
Datacom  Services  is  also 
the  pre-eminent  single¬ 
source  vendor  in  the  data 
and  telecommunications 
field.  Our  agreement  with 
AT&T  is  just  one  of  many 
recent  agreements  which 
establishes  Forest  Datacom  Services 
as  a  major  value-added  vendor  for 
installing  and  maintaining  communi¬ 


cations  systems. 

So,  if  you  face  frequent  or  major 
office  moves,  you  should  move  to 
AT&T’s  PDS  and  you  can  be  confident 
that  Forest  Datacom  Services  will 
deliver  a  quality  installation. 


FOREST  DATACOM  SERVICES 

Seven  Penn  Plaza,  NY,  NY  10001  212/714-2380 
Communications  with  Confidence 


AT&T 

The  right  choice. 


The  sky  will  be  the  limit 


Superconducting  materials  promise  to  ad¬ 
vance  the  state  of  technology  to  new  and  un¬ 
precedented  levels.  But  how  this  will  affect 
the  communications  industry  and  how  soon 
are  open  questions. 

An  interesting  fact  about  superconducting 
materials  is  that  it  is  possible  to  improve  the 
conduction  of  electrical  signals  in  both  speed 
and  intensity.  Since  all  electrical  systems  use 
conductors,  an  improvement  in  supercon¬ 
ducting  materials  could  revolutionize  the 
utility,  electronics  and  computer  industries, 
as  well  as  the  communications  industry.  This 
revolution,  however,  is  still  only  speculative, 
since  the  breakthroughs  required  haven’t  ap¬ 
peared  yet. 

For  superconductivity  to  be  practical,  the 
conducting  materials  must  be  inexpensive 
and  relatively  easy  to  manufacture.  Stan¬ 
dard  copper  cables  are  now  being  produced 
by  machines  at  a  rate  of  more  than  50  miles 
per  hour.  New  materials  must  be  able  to  be 
manufactured  at  these  speeds  to  meet  de¬ 
mand. 

If  they  are  to  replace  conventional  wire, 
the  new  materials  must  also  operate  in  a 
wide  range  of  temperatures,  and  they  must 
be  ductile  and  flexible.  In  other  words,  a  me¬ 
tallic  superconductor  is  needed.  The  nonflex- 
ible  materials,  such  as  ceramics,  now  being 
developed  don’t  meet  any  of  these  criteria, 
but  they  could  be  used  to  improve  speed  in 
rigid,  solid-state  circuits. 

If  inexpensive,  metallic  superconductors 

Dediu  is  president  of  Dediu  Computer 
Consultants  in  Tewksbury,  Mass. 


are  developed,  they  would  compete  with  the 
emerging  medium  of  fiber-optic  cable  and  the 
established  satellite  communications  system. 
These  systems  could  easily  coexist,  being 
used  according  to  need,  cost-effectiveness, 
efficiency  and  security. 

Security  is  a  serious  problem  for  super¬ 
conducting  wire  because  it  would  emit  strong 
magnetic  fields  that  could  be  easily  detected 
without  physically  tapping  the  wires.  The 
wires  would  have  to  be  heavily  shielded  to 
prevent  this  and  to  protect  other  electromag¬ 
netic  transmissions,  and  this  would  certainly 
add  to  its  cost. 

If  these  problems  are  solved,  then  super¬ 
conducting  wires  could  be  used  to  improve 
substantially  the  volume  and  quality  of  cur¬ 
rent  communications  systems  for  both  voice 
and  data. 

There  is,  as  there  should  be,  an  increasing 
demand  for  faster,  less  expensive,  more  effi¬ 
cient  and  reliable  communications  lines. 
Anyone  using  a  dial-up  line  and  a  personal 
computer  would  likely  want  faster  communi¬ 
cations  speeds.  If  the  connection  is  distant, 
dial-ups  become  expensive,  and  lower  priced 
rates  become  more  essential. 

Users  have  a  serious  need  for  better  lines, 
and  they’re  not  going  to  tolerate  the  current 
system  indefinitely.  Computers  are  getting 
faster,  and  users  have  increasing  amounts  of 
information  waiting  for  fast  transmission. 
Users  could  see  substantial  improvement  in 
communications  speeds  in  the  future,  once 
metallic  superconductors  become  practical. 
But  how  this  will  occur  is  still  open  to  de¬ 
bate.  More  research  is  necessary,  and  re¬ 


searchers  and  engineers  must  carefully 
weigh  the  capabilities  of  current  and  poten¬ 
tial  systems.  Also,  the  capabilities  of  today’s 
systems  must  be  better  understood  to  fore¬ 
cast  the  future  of  superconductive  systems 
successfully. 

The  communications  systems  developed  by 
the  common  carriers  to  provide  transmission 
of  voice  and  data  signals  pass  information  to 
and  from  multiple  users  primarily  with  time- 
division  multiplexing  and  frequency-division 
multiplexing.  These  methods  of  hsing  one 
line  for  more  than  one  user  are  the  reason 
for  the  enhanced  capability  of  the  current 
communications  system.  Carrier  links  now  in 
use  include  open-wire  pair  cable,  twisted¬ 
pair,  coaxial  cable,  fiber-optic  cable,  subma¬ 
rine  cable,  troposphere  scatter  radio,  micro- 
wave  relay  and  communications  satellites. 
These  transmission  methods  are  being  re¬ 
fined,  but  their  current  capabilities  are  se¬ 
verely  limited  compared  to  similar  methods 
utilizing  superconducting  materials. 

Multiplexers  using  superconductors  inter¬ 
nally  could  channel  information  into  net¬ 
works  faster  than  ever  before.  Supercon¬ 
ducting  transmission  lines  could  carry  that 
information  much  faster  than  previously 
possible  and,  therefore,  at  a  potentially 
much  lower  cost  per  bit. 

Users  should  not  look  to  superconductors 
for  help  just  yet.  The  technology  won’t  see 
thorough  implementation  for  another  10  to 
20  years.  But  with  needs  for  more  informa¬ 
tion  and  transmission  capability  growing 
daily,  there  will  definitely  be  a  market  for  it 
when  it  gets  here.El 


NEW  SERVICES 


STEVE  MOORE 

CLASS  controversies 


Within  the  next  10  years,  new 
public  network  signaling  and 
switching  technologies  will,  para¬ 
doxically,  both  aggravate  and  elim¬ 
inate  the  telephone  tag  problem. 
Ultimately,  calls  to  those  who 
want  to  be  avoided  may  never  be 
completed,  while  calls  to  parties 
who  do  wish  to  speak  with  the 
caller  will  seldom  fail  to  reach 
itheir  destination. 

New  calling  options,  because 
they  may  revolutionize  the  way 
people  conduct  their  everyday 
business,  will  raise  ticklish  new 
regulatory  questions.  The  basis  for 
this  future  ferment  lies  in  Custom 
Local  Area  Signaling  Services 
(CLASS).  These  services  will  be¬ 
come  available  as  telephone  com¬ 
panies  slowly  deploy  central  office 
equipment  that  supports  Signaling 
System  7,  a  new  common  channel 
signaling  scheme  that  enables  in¬ 
formation  about  specific  calls  to  be 

Moore  is  features  editor  of  Net¬ 
work  World. 


communicated,  stored  and  manipu¬ 
lated. 

CLASS  services,  built  largely  on 
the  capability  to  identify  the  num¬ 
ber  of  the  calling  party,  open  up 
seemingly  endless  new  communica¬ 
tions  possibilities.  You  may  simply 
purchase  a  phone  set  that  displays 
the  calling  number.  Then,  if  you 
know  the  number  displayed  and 
associate  it  with  an  individual,  you 
can  anticipate  what  to  say  —  or 
choose  not  to  answer.  With  a  more 
sophisticated  handset,  you  could 
create  a  data  base  of  all  the  people 
in  your  little  black  book,  and  the 
phone  would  display  their  names, 
numbers  and  other  information 
about  them  when  they  call. 

Next  comes  call  screening, 
which  enables  you  to  accept  or  re¬ 
ject  calls  selectively.  With  sophisti¬ 
cated  software,  you  could  build  a 
labyrinthine  screening  system. 
Some  callers  might  never  hear  any¬ 
thing  but  a  busy  or  ringing  signal; 
others  might  be  diverted  to  an  an¬ 
swering  machine. 


If  calls  are  diverted  to  a  voice¬ 
messaging  system,  customized  mes¬ 
sages  could  be  delivered  to  individ¬ 
ual  callers  or  groups  of  callers 
before  the  system  allows  them  to 
leave  their  messages. 

Finally,  the  calls  you  want  to 
take  would  be  allowed  to  ring.  Par¬ 
ticularly  important  callers  could  be 
assigned  distinctive  rings  and  per¬ 
haps  even  distinctive  call-waiting 
tones. 

Eventually,  your  phone  number 
will  go  with  you  wherever  you  go, 
as  long  as  you  periodically  update 
the  intelligent  network  on  your 
whereabouts.  If  you  and  your  asso¬ 
ciates  all  have  both  CLASS  ser¬ 
vices  and  mobile  phones,  you  may 
be  among  the  lucky  few  for  whom 
telephone  tag  will  be  eliminated. 

But  what  if,  when  you  actually 
allow  some  number  to  ring  your 
phone,  you  aren’t  able  to  answer  it 
before  the  caller  hangs  up?  CLASS 
services  will  also  include  last-num¬ 
ber  redial,  so  you’ll  be  able  to  call 
the  last  number  that  dialed  you 


and  find  out  who  it  was. 

If  you  call  that  number  only  to 
reach  an  obnoxious  salesperson  or 
a  crank  caller,  and  that  individual 
won’t  reveal  where  the  call  is  com¬ 
ing  from,  don’t  worry.  CLASS  ser¬ 
vices  are  also  expected  to  include 
the  ability  to  trace  calls.  Either  on 
your  own  or  with  the  help  of  the 
phone  company,  you’ll  be  able  to 
learn  the  location  of  the  caller  and 
complain  to  the  Better  Business 
Bureau  or  the  police.  And,  of 
course,  you’ll  enter  the  number 
into  your  call-reject  data  base. 


Our  editorial  pages  are  what 
your  thoughts  make  of  them. 
Contribute  by  writing  a  column 
for  Network  World.  Manuscripts 
must  be  letter  quality,  double¬ 
spaced  and  approximately  600 
to  750  words  in  length.  Disk  or 
modem  submissions  are  pre¬ 
ferred.  Columns  should  be  time¬ 
ly,  controversial,  literate  and 
technically  accurate. 

Contact  .Steve  Moore,  features 
editor,  Network  World,  Box 
9171,  375  Cochituate  Road,  Fra¬ 
mingham,  Mass.  01701,  or  call 
(617)  879-0700,  ext.  732. 


►  TELETOONS  —  By  Phil  Frank 


Great  Moments  m  TelecommnmCation^ 

f  27 
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The  fit's!  fe  lephotie  Util!  to 
strict  tele  Com mrucations 
industry  standards  is 
unveiled. 


Widespread  use  of  call-rejection 
options  conjures  up  visions  of  calls 
bouncing  around  the  network,  be¬ 
ing  diverted  from  phone  to  phone, 
tying  up  network  facilities  until 
they  either  are  abandoned  or  final¬ 
ly  reach  some  unlucky  recipient. 
Random  number  dialers,  now  used 
principally  by  telemarketing  firms, 
could  be  used  to  foist  unwanted 
calls  onto  unsuspecting  third  par¬ 
ties.  While  this  last  scenario  may 
be  unlikely,  it  seems  certain  that 
state  and  federal  regulators,  users, 
carriers  and  equipment  vendors 
will  square  off  in  hot  debates  on 
CLASS-related  questions: 

■  Should  the  caller  identification 
system  be  universal  and  automatic, 
or  should  telephone  users  be  al¬ 
lowed  to  prevent  their  phone  num¬ 
bers  from  being  revealed  to  others, 
depending  on  who  they’re  calling? 

■  At  what  intervals,  and  over  what 
maximum  period  of  time,  should 
automatic  number  redialers  be  al¬ 
lowed  to  operate?  Conceivably,  a 
persistent  caller  whose  number 
you  have  instructed  your  phone  to 
reject  could  tie  up  your  phone  by 
instructing  his  phone  to  dial  your 
number  continuously  for  several 
hours.  However,  you  might  not  be 
aware  of  it  since  the  calls  are  all 


being  rejected. 

■  With  automatic  reconnect  or  dial- 
back,  the  intelligent  network  may 
provide  callers  the  capability  to 
keep  several  callbacks  going  at 
once.  But  how  many  simultaneous 
callback  processes  should  each 
user  be  allowed  to  maintain,  given 
that  each  such  process  incremen¬ 
tally  ties  up  network  facilities? 

■  Should  there  be  any  limit  on  the 
use  of  automatic  call  forwarding 
devices?  Should  phone  company 
data  bases  store  complete  line-his¬ 
tory  memories  on  calls  that  have 
been  forwarded  one  or  more  times, 
so  they  can  be  traced? 

■  Should  there  be  restrictions  on 
the  ability  of  phone  subscribers  to 
trace  calls?  Should  phone  compa¬ 
nies  be  allowed  to  control  the  call¬ 
tracing  function  by  requiring  that 
they,  not  subscribers,  actually  con¬ 
duct  the  trace?  Which  is  the  inva¬ 
sion  of  privacy:  an  unwanted  call, 
or  the  tracing  of  that  call? 

Users  should  keep  abreast  of 
CLASS  issues  and  make  their  de¬ 
sires  known  as  debates  over  specif¬ 
ic  services  heat  up.  If  these  ser¬ 
vices  evolve  in  an  equitable 
manner,  businesspeople  may  final¬ 
ly  gain  precise,  direct  control  over 
their  telephone  communications. □ 


INDUSTRY  EXHIBITIONS 


JAMES  CARLINI 

Use  your 
show  smarts 


Communications  managers  are 
becoming  satiated  with  trade 
shows,  as  evidenced  by  recent 
shows  that  were  flops  in  terms 
of  attendance  by  both  exhibitors 
and  users.  The  fact  is,  there 
may  be  just  too  many  shows  to 
attend. 

The  National  Computer  Con¬ 
ference  (NCC)  in  Chicago  last 
June  had  a  great  program  yet 
suffered  from  lack  of  atten¬ 
dance.  Part  of  the  problem  may 
have  been  the  unfavorable  pre¬ 
show  press  coverage  about  the 
expected  low  turnout,  which 
may  have  scared  off  some  po¬ 
tential  exhibitors  and  attendees. 
Poor  turnout  at  a  trade  show  is 
disappointing,  and  the  NCC  is 
just  one  of  several  shows  across 
the  country  this  year  that  had  a 
less  than  exciting  turnout. 

If  the  problem  is  too  many 
shows,  what  type  of  show 
should  users  go  to?  Some  attend¬ 
ees  may  go  to  a  trade  show 
based  on  its  location.  For  exam¬ 
ple,  some  may  go  to  a  show  in 
Las  Vegas  because  they  want  to 
party  and  gamble,  regardless  of 
whether  or  not  it’s  a  good  show. 

But  most  managers  attend 
trade  shows  to  gain  insight  into 
what’s  going  on  in  the  industry. 
Attendees  are  exposed  to  the 
perspectives  of  exhibitors,  the 
press,  speakers  and  other  at¬ 
tendees.  But  many  exhibitors, 
communications  managers  and 
others  feel  they’re  getting  short¬ 
changed  at  some  shows. 

Without  a  strong  mix  of  ex¬ 
hibits  and  seminars  on  topics  of 
current  interest,  trade  show  at¬ 
tendance  is  low,  and  press  cov¬ 
erage  is,  inevitably,  negative. 
And,  for  show  promoters,  low 
attendance  is  the  kiss  of  death 
when  it  comes  to  trying  to  get 
exhibitors  and  speakers  back 
the  following  year. 

Another  reason  for  low  atten¬ 
dance  may  be  that  companies 
are  restricting  employee  atten¬ 
dance  as  the  number  of  shows 
proliferates.  And  while  many  in¬ 
dustry  trade  shows  are  flounder¬ 
ing,  vendor-sponsored  shows, 
such  as  last  month’s  DECWorld 
’87  in  Boston,  are  packing  in  at¬ 
tendees.  DECWorld  and  other 
such  shows  succeed  because 
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they  have  a  focused  theme  sur¬ 
rounding  specific  products  and 
applications. 

Many  users  have  already  cho¬ 
sen  a  path  and  selected  a  com¬ 
munications  and  information 
system  architecture.  As  their  im¬ 
plemented  architecture  becomes 
mature,  more  general  shows  may 
become  less  appealing.  However, 
such  thinking  is  shortsighted; 
general  trade  shows  keep  man¬ 
agers  abreast  of  industry  trends. 

Managers  need  to  take  a  sec¬ 
ond  look  at  all  trade  shows. 

They  should  ask  questions  about 
each  show,  prioritize  them  and 
select  the  best  ones  for  their 
needs.  Managers  should  ask:  Am 
I  going  to  learn  something  about 
a  technology  or  product  that 
we’re  considering?  Will  I  meet 
some  of  my  peers  who  can  offer 
insights  about  their  projects? 

Will  some  of  the  speakers  be  dis¬ 
cussing  topics  that  are  of  inter¬ 
est  to  my  organization? 

When  communications  manag¬ 
ers  attend  a  show,  they  must 
also  remember  to  ask  questions. 
Often,  no  one  in  the  audience 
asks  speakers  or  panelists  any 
questions.  Yet,  these  groups 
have  a  wealth  of  information 
that’s  available  for  the  asking. 

Trade  shows  are  a  good  op¬ 
portunity  for  managers  to  find 
out  what  their  peers  are  doing 
within  their  specific  industries. 
In  addition  to  trading  notes  with 
other  users,  managers  may  find 
speakers  addressing  communica¬ 
tions  issues  specific  to  their  in¬ 
dustries. 

Managers  should  consider  at¬ 
tending  sessions  that  address  is¬ 
sues  in  other  industries,  as  the 
solutions  presented  may  be  ap¬ 
plicable  to  their  own  situations. 
Trade  shows  are  also  a  good 
place  to  check  out  new  publica¬ 
tions  that  may  provide  insights 
into  areas  in  which  a  manager 
lacks  firsthand  knowledge. 

Finally,  managers  should  start 
analyzing  trade  shows  by  mak¬ 
ing  a  list  of  reasons  to  go  to 
each  and  then  by  listing  any  sig¬ 
nificant  learning  experiences 
they’ve  had  previously  at  that 
show.  The  shows  that  don’t  re¬ 
sult  in  any  significant  addition 
to  the  manager’s  technical  or 
managerial  skills  should  perhaps 
be  skipped  next  year  in  favor  of 
other  shows. 

Like  anything  else,  managers 
must  experiment  with  new  trade 
shows  to  find  those  that  best 
suit  their  needs.  □ 


►  BYPASS  PRIMER 


Microwave 
for  managers 


It’s  15  minutes  before  you’re  supposed  to  leave  for  that  dream  vacation. 
Suddenly,  your  boss  runs  in  and  informs  you  that  he  needs  an  evalua¬ 
tion  of  microwave  communications  systems  as  an  alternative  to  tele¬ 
phone  company  private  leased-line  service  —  and  he  needs  it  on  his 
desk  before  you  leave. 


BY  ERIC  GOTTESMAN  AND 
PAUL  DAUBITZ 

Special  to  Network  World 


Don’t  panic.  Although  micro- 
wave  communications  can  be  a 
technical  and  complex  topic,  the 
executive  summary  of  microwave 
alternatives  presented  here  may 
help  you  prepare  your  report 
quickly  so  you  won’t  miss  a  day  at 
your  tropical  paradise. 

Short-distance  solution 

Various  microwave  transmission 
systems  are  available  as  alterna¬ 
tives  to  local  leased-line  service. 
Microwave  radio  was  once 

Gottesman  is  a  telecommunica¬ 
tions  analyst  in  New  York.  Daubitz 
is  president  of  ATI  Telemanage¬ 
ment,  Inc.,  a  telecommunications 
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used  primarily  for  military  appli¬ 
cations,  long-haul  common  carrier 
transmission  and  the  special  com¬ 
munications  requirements  of  utili¬ 
ties,  railroads  and  energy  compa¬ 
nies. 

Today,  network  managers  are 
using  these  systems  increasingly 
for  point-to-point  transmission  of 
voice,  data  and  video  over  short 
distances. 

Here’s  how  to 
explain 
microwave 
bypass 

systems  to  top 
management. 


Microwave  systems  are  used  in 
campus  environments  and  for  in¬ 
tracity  and  short-haul  intercity 
links.  Microwave  may  also  provide 
a  bypass  solution  for  connecting  to 
long-distance  carriers. 

Unlike  leased  lines,  microwave 
systems  don’t  require  long  installa¬ 
tion  lead  times.  And  unlike  private 
fiber  links,  microwave  links  don’t 
entail  tearing  up  a  street  to  lay  ca¬ 
ble  between  buildings.  Cables  also 
require  conduit  space,  which  is  of¬ 
ten  prohibitively  expensive  and 
can  be  extremely  difficult  to  find 
at  any  price. 

Commercially  available  micro- 
wave  systems  provide  communica¬ 
tion  between  two  points  via  a  fo¬ 
cused  beam  of  extremely  high- 
frequency  radio  energy,  usually  at 
a  frequency  between  2  and  23  GHz. 
The  system’s  two  radio  transmit¬ 
ters  must  have  an  unobstructed 
path  between  them  so  their  anten- 


nas  can  be  aimed  directly  at  each 
other. 

Implementing  a  microwave  com¬ 
munications  system  requires  so¬ 
phisticated  site  analysis  and  path 
engineering  to  provide  optimal  per¬ 
formance. 

Maximum  path  length,  antenna 
placement  and  reliability  calcula¬ 
tions  are  based  upon  a  variety  of 
climatic  and  topographic  condi¬ 
tions.  Loss  of  signal  strength,  or  at¬ 
tenuation,  occurs  as  result  of 
transmission  through  atmospheric 
obstacles.  Adverse  conditions  such 
as  rain,  snow,  fog,  smoke  and  hu¬ 
midity  can  greatly  reduce  the  dis¬ 
tance  over  which  any  microwave 
system  can  reliably  perform.  For 
example,  a  system  that  performs 
well  over  a  10-mile  path  in  Phoe¬ 
nix  may  only  work  over  a  fraction 
of  that  distance  in  Chicago. 

Attenuation  is  inherent  in  all  mi¬ 
crowave  systems,  which  are  de¬ 


signed  to  tolerate  a  certain  amount 
of  signal  degradation.  Because  at¬ 
tenuation  increases  with  transmis¬ 
sion  frequency,  higher  frequency 
microwave  links  are  limited  to 
shorter  path  lengths. 

Congestion  in  the  lower  frequen¬ 
cy  bands  has  made  it  difficult  to 
secure  a  path  and  license  new  long- 
haul  systems  in  major  metropoli¬ 
tan  areas.  However,  the  opportuni¬ 
ty  for  short-haul  private  micro- 
wave  networks  emerged  several 
years  ago  when  the  Federal  Com¬ 
munications  Commission  made  the 
18-GHz  and  23-GHz  bands  avail¬ 
able  to  common  carriers  and  pri¬ 
vate  users. 

A  number  of  18-GHz  and  23-GHz 
microwave  systems  are  currently 
available  for  private  users.  These 
fully  engineered,  licensed  turnkey 
microwave  systems  are  available 
from  a  variety  of  vendors,  common 
carriers  and  consultants.  Maximum 


path  length,  information-carrying 
capacity  and  costs  differ  for  each 
system  and  with  each  installation. 
Capabilities  range  from  short-dis¬ 
tance,  low-speed  data  links  to  sys¬ 
tems  that  can  transmit  over  15 
miles  at  speeds  of  45M  bit/sec,  the 
equivalent  of  672  64K  bit/sec 
voice-grade  circuits. 

Prices  vary  from  less  than 
$15,000  for  a  basic  low-capacity, 
nonredundant  system  to  far  more 
than  $50,000  for  a  system  that 
provides  a  high-capacity  (T-l  or 
greater)  channel.  However,  com¬ 
plete  system  prices  depend  on  each 
user’s  network  requirements  and 
may  be  considerably  higher. 

Frequency  trade-offs 

Generally,  18-GHz  microwave 
systems  are  capable  of  greater 
path  lengths,  carry  more  informa¬ 
tion  and  are  more  expensive  than 
Continued  on  next  page 
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From  previous  page 
23-GHz  systems.  Because  18-GHz 
systems  also  perform  better  in  in¬ 
clement  weather,  network  manag¬ 
ers  in  rainy  climates  may  prefer 
18-GHz  systems,  all  other  consider¬ 
ations  being  equal.  However,  the 
choice  between  18  or  23  GHz  will 
vary  with  the  application. 

Reliability  calculations  are  used 
to  forecast  the  number  of  minutes 
per  year  that  a  link  may  be  out  of 
service  due  to  weather  conditions. 
Such  calculations  are  complex  and 
are  based  on  many  factors,  includ¬ 
ing  transmission  distance,  atmo¬ 
spheric  pollution  and  climate. 

The  importance  of  the  actual 
communications  application  will 
determine  what  steps  should  be 
taken  to  ensure  reliability.  If  the 
application  involves  batch  process¬ 
ing,  then  100%  availability  may 
not  be  as  critical  as  if  the  applica¬ 
tion  involves  real-time,  interactive, 
high-speed  data  communications. 

Redundancy  is  one  method  for 
improving  reliability.  For  example, 
an  additional  microwave  link  using 
alternate  routing  might  be  consid¬ 
ered,  and  leased  lines  can  be  used 
for  applications  requiring  dedicat¬ 
ed  circuits.  When  the  microwave 
system  is  inoperable,  the  user 
might  design  his  system  so  that 
voice  traffic  from  the  company’s 
private  branch  exchanges  can  be 
rerouted  to  the  public  switched 
network. 

It  may  not  be  necessary  to  have 
100%  of  a  microwave  system’s  ca¬ 
pacity  available  at  all  times,  but 
some  critical  applications  may  re¬ 
quire  that  a  specific  percentage  of 
total  capacity  be  available  continu¬ 
ously.  These  applications  may  re¬ 
quire  automatic  switching  to  a  hot- 
standby  facility  if  the  microwave 
system  goes  down. 

Licensing  requirements 

The  FCC  requires  that  micro- 
wave  systems  be  licensed  and  sup¬ 
porting  engineering  documentation 
be  provided  to  demonstrate  that  no 
interference  with  previously  in¬ 
stalled  links  will  occur. 

Licensing  18-GHz  and  23-GHz 
microwave  systems  is  relatively 
simple  compared  with  lower  fre¬ 
quency  common  carrier  systems. 
Licensing  is  on  a  first-come,  first- 
served  basis,  and  the  system  can 
be  licensed  as  a  common  carrier  or 
private  network  system.  Any  in¬ 
tention  to  share  network  facilities 
or  resell  services  should  be  consid¬ 
ered  when  applying  for  an  FCC  li¬ 
cense. 

Complex  path  engineering  is  re¬ 
quired  to  ensure  that  the  system 
doesn’t  interfere  with  other  sys¬ 
tems,  and  it  must  comply  with  ra¬ 
diation  exposure  standards. 

Microwave  communications  sys¬ 
tems  typically  transmit  by  radiat¬ 
ing  only  a  fraction  of  a  watt  of  en¬ 
ergy  from  the  front  of  the 
transmitting  antenna.  The  FCC  has 
adopted  ANSI  standards  for  micro- 
wave  radiation  levels  in  lieu  of  a 
federally  promulgated  standard. 
Evidence  that  the  system  complies 
with  these  standards  must  be  pro¬ 
vided  for  licensing.  The  user  is  re¬ 
sponsible  for  measuring  and  docu¬ 
menting  the  system’s  power  levels 
to  ensure  compliance  with  ANSI 


standards. 

Additionally,  the  system  must 
comply  with  Environmental  Pro¬ 
tection  Agency  standards,  which 
ensure  that  people  working  in  the 
vicinity  of  the  system  are  not  ex¬ 
posed  to  excessive  microwave  radi¬ 
ation. 

Also,  a  few  states  and  munici¬ 
palities  have  developed  local  regu¬ 
lations  that  must  be  followed  for 
system  installation. 

Many  people  are  still  not  com¬ 
fortable  working  near  microwave 
radio  equipment,  particularly 
when  it’s  mounted  in  an  office  win¬ 
dow.  Before  a  microwave  system  is 
implemented,  employees  should 
understand  that  very  low  power 
levels  are  involved  and  that  the 
equipment  will  be  physically  in¬ 


spected  for  compliance  with  all 
regulations. 

Costs  considered 

Financial  analysis  of  microwave 
alternatives  involves  determining 
the  total  cost  of  leased-line  service 
over  a  specific  period  of  time  and 
comparing  it  with  the  total  cost  of 
a  microwave  system  over  the  same 
period.  Each  organization  has  its 
own  financial-analysis  methodolo¬ 
gy.  The  manager  may  simply  add 
up  all  the  costs  and  compare  them, 
or  he  may  conduct  a  sophisticated 
discounted  cash-flow  analysis  that 
takes  into  account  the  company’s 
current  cost  of  capital  and  a  vari¬ 
ety  of  other  factors. 

The  key  to  a  successful  analysis 
is  to  include  all  capital  costs  and 


expenses  for  each  scenario.  It’s  vi¬ 
tal  that  end-to-end  configurations 
for  all  system  alternatives  be  laid 
out  and  their  costs  detailed.  Tele¬ 
phone  company  leased-line  service 
costs  are  distance-dependent, 
while  microwave  communications 
costs  are  generally  distance-insen¬ 
sitive. 

Leased-line  costs  must  include 
all  the  circuit  segments  as  dictated 
by  tariffed  rates  or  as  determined 
by  special  assemblage  cost  quota¬ 
tions. 

Costs  should  include  the  seg¬ 
ment  of  the  circuit  connecting  the 
first  building  with  the  nearest  tele¬ 
phone  company  central  office  and 
the  segment  of  the  circuit  running 
from  the  central  office  to  the  sec¬ 
ond  building. 
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If  the  buildings  are  served  by 
different  central  offices,  interof¬ 
fice  channel  costs  must  be  added  to 
the  intraoffice  costs. 

It’s  possible  that  buildings 
across  the  street  from  each  other 
may  be  served  by  different  central 
offices  and  that  a  long,  expensive 
interoffice  channel  is  required. 
This  could  raise  the  price  of  leased 
lines  considerably.  In  addition,  any 
expected  rate  increases  and  access 
charges  should  be  included  in  the 
cost  estimates,  as  should  any 
equipment  that  must  be  purchased 
or  leased. 

Implementing  a  microwave  com¬ 
munications  system  initially  re¬ 
quires  a  large  capital  outlay.  In  ad¬ 
dition  to  the  capital  costs  for  radio 
equipment,  interface  equipment, 


mounting  hardware  and  tower  con¬ 
struction  (if  necessary),  the  finan¬ 
cial  analysis  must  include  ongoing 
costs  such  as  leased-line  backup 
systems,  rooftop  space  rental, 
equipment  rentals,  licensing  and 
maintenance  fees. 

The  communications  manager 
may  be  able  to  mount  microwave 
antennas  in  building  windows, 
rather  than  on  a  rooftop  or  tower, 
if  a  clear  line  of  sight  is  available 
from  this  position.  This  saves  the 
company  the  costs  of  roof-  or  tow¬ 
er-mounted  systems,  which  com¬ 
prise  not  only  mounting  the  hard¬ 
ware  but  higher  installation  costs 
and  monthly  rental  fees  for  roof¬ 
top  real  estate. 

Microwave  towers  can  cost 
many  times  more  than  the  commu¬ 


nications  equipment,  depending 
upon  the  height  required. 

A  basic  microwave  configura¬ 
tion  is  designed  as  an  alternative 
to  a  particular  number  of  leased 
circuits.  Future  increases  in  the  ca¬ 
pacity  of  a  microwave  communica¬ 
tions  system  may  entail  no  addi¬ 
tional  cost  if  unused  capacity  is 
available  on  that  system. 

However,  the  incremental  cost 
of  expanding  a  system  by  purchas¬ 
ing  additional  equipment  may  be 
quite  high  and  might  involve  re¬ 
placing  the  entire  system.  This  cost 
should  be  compared  on  a  case-by- 
case  basis  against  incremental  cir¬ 
cuit  costs  for  additional  leased 
lines. 

When  all  analyses  are  complete 
and  total  costs  are  known,  then  all 


AT&Ts  Premises 
Distribution  System: 
Making  it  easy 
to  make  all  the 
right  connections. 

Once,  setting  up  the  right 
office  communications 
system  was  simple— you'd 
have  the  phones  installed. 

Todays  office  environ¬ 
ment  is  far  more  complex, 
requiring  a  variety  of 
communications  products, 
often  from  a  variety  of 
vendors.  Each  supported 
by  a  wiring  scheme 
designed  for  it  alone. 
Making  the  process  of 
expanding  and  integrating 
your  network  a  compli¬ 
cated  one. 

Well,  now  AT&T  can  make 
installing,  expanding,  and 
integrating  your  communi¬ 
cations  systems  simple 
again.  By  putting  all  your 
communication  eggs 
back  into  a  single  basket. 
With  the  AT&T  Premises 
Distribution  System  (PDS). 

A  lot  to  take  advantage  of. 
PDS  allows  you  to  support 
your  communications 
products  on  a  single  wiring 
system.  A  wiring  system 
which  incorporates  every 
necessary  element— from 
the  cabling  plan  to 
the  system  administration 
products. 

All  of  which  results 
in  a  number  of  distinct 
advantages. 


The  advantage  of 
accountability— PDS  is 
backed  by  a  firm  AT&T 
commitment  to  provide 
connectivity  with  virtually 
every  major  vendors  equip¬ 
ment,  including  our  own. 

The  advantage  of  flexibil¬ 
ity— PDS  makes  it  easy  to 
use  the  best  product  for 
different  functions.  You’re 
not  locked  into  a  single 
vendors  technology.  And 
PDS  will  support  voice  and 
data  transmission,  as  well 
as  image,  digitized  video, 
and  other  forms  of 
communication. 

The  advantage  of  expand¬ 
ability— PDS  allows  users 
to  connect  equipment 
through  universal  jacks  that 
fit  standard  wall  outlets. 

The  “AT&T”  advantage. 

PDS  is  backed  by  a  compre¬ 
hensive  range  of  consulting, 
design,  engineering,  and 
service  support  to  ensure 
the  system  meets  current 
and  future  communications 
needs.  Our  Application 
Assurance  Program  is  a 
commitment  that  your  PDS 
will  support  certified  appli¬ 
cations  for  a  full  five  years. 

So  give  us  a  call  at 
1 800  372-2447,  or  mail 
the  coupon,  or  contact 
your  authorized  PDS  dis¬ 
tributor.  If  you’ve  got 
questions  about  connect¬ 
ing  your  communications 
products,  we’ve  got 
a  basket  full  of  answers. 
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AT&T’s  PDS  is  a  comprehensive  system 
of  basic  components,  from  inside  wire 
(both  copper  and  fiber),  to  electronic 
apparatus  and  support  services. 
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The  right  choice. 


alternatives  can  be  compared  on  an 
equal  basis.  Each  situation  will  dif¬ 
fer,  and  for  some  network  manag¬ 
ers,  the  results  may  be  surprising. 
In  some  cases,  a  microwave  system 
may  have  a  payback  period  as 
short  as  nine  months  and  may  save 
thousands  of  dollars  over  the  sys¬ 
tem’s  life. 

Possible  problems 

Short-haul  18-  or  23-GHz  micro- 
wave  systems  provide  highly  reli¬ 
able  service,  but  like  any  other 
piece  of  equipment,  they  require 
maintenance.  Rooftop-  or  tower- 
mounted  systems  are  continually 
exposed  to  weather  conditions  and 
should  be  checked  regularly  by 
qualified  personnel. 

The  easiest  way  to  ensure  timely 
maintenance  and  repair  is  through 
a  vendor-provided  service  con¬ 
tract.  The  contract  should  ensure 
that  the  vendor  will  keep  critical 
system  components  in  inventory 
and  should  stipulate  maximum  re¬ 
sponse  times  and  arrangements  for 
backup  equipment  loans. 

Risk  is  another  factor  that  war¬ 
rants  careful  analysis.  Although 
microwave  radio  systems  can  be 
extremely  attractive  financially, 
they’re  not  risk-free.  The  first  step 
in  planning  for  a  microwave  sys¬ 
tem  is  to  make  sure  that  an  FCC  li¬ 
cense  can  be  obtained  in  the  user’s 
area.  Another  consideration  is 
whether  a  building  might  be  con¬ 
structed  in  the  system’s  path. 

Also,  the  FCC  can  require  fre¬ 
quency  changes  because  of  inter¬ 
ference  problems.  This  can  be  an 
expensive  problem  if  the  user  must 
change  equipment  to  change  fre¬ 
quency.  The  equipment  design  and 
its  ability  to  support  such  changes 
should  be  considered.  Many  risks 
may  be  difficult  to  forecast  and 
quantify,  but  it’s  important  to 
identify  as  many  as  possible. 

Examine  the  alternatives 

Purchasing  a  microwave  com¬ 
munications  system  is  not  the  only 
alternative  to  leased-line  services. 
A  number  of  common  carriers,  as 
well  as  users  with  excess  capacity, 
are  interested  in  providing  users 
with  transmission  capacity  on  at¬ 
tractive  terms. 

With  technologies  such  as  fiber¬ 
optic-  and  cable  television-based 
transmission,  rights  of  way  and 
conduit  space  become  important  is¬ 
sues  and  can  make  these  systems 
prohibitively  expensive  to  imple¬ 
ment. 

Alternately,  infrared  communi¬ 
cations  systems,  which  use  infra¬ 
red  light  beams,  offer  low-cost 
data  transmission  over  very  short 
distances  —  less  than  one  mile  — 
and  require  no  licensing.  However, 
these  systems  support  low  data 
rates  and  are  much  more  sensitive 
to  inclement  weather  than  are  mi¬ 
crowave  systems. 

Finally,  because  of  the  many 
variables  involved  in  implementing 
a  microwave  system,  communica¬ 
tions  managers  should  seek  turn¬ 
key  systems  available  through 
equipment  vendors  and  common 
carriers.  Users  without  previous 
microwave  experience  should  con¬ 
sider  retaining  an  experienced  con¬ 
sultant.  □ 


Another  in  a  series  of  CLEO  user  applications 


“Thanks  to  CLEO,  we  were  the 
first  company  accepted  by  the  IRS 
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Remote  Sites  Communication 

Whatever  your  industry,  your  remote 
computers  need  to  share  informa¬ 
tion  with  your  mainframe.  Or, 
they  need  to  exchange  data  with 
other  remotes.  In  either  case, 
you  need  a  total  solution  at  the 
remote  sites.  You  need  software,  hardware 
interfaces  and  modems  that  all  work 
together  smoothly.  You  need  CLEO! 


CLEO  has  been  providing  solutions  to 
remote  sites  communication  problems 
for  years.  Here  is  a  typical  example: 


.We  expect  reasonable 
vendor  service,  of  course.  But  in 
this  case,  we  were  under  a  rapidly 
approaching  IRS  deadline,  and  we 
needed  assistance  ‘yesterday’.  To 
make  matters  worse,  the  problem 
occurred  over  the  Christmas 
period.” 


“...With  two  CLEO  Syncmodem 
208  devices  and  CLEO  3780Plus 
software,  we  got  the  job  done. 
To  date,  we  have  processed  over 
4,100  returns  to  the  IRS.” 


“...The  performance  of  the  CLEO 
modems  and  software  has  been 
flawless.” 


“. .  .1  can  honestly  say  that  we 
would  not  have  been  the  first 
company  accepted  by  the 
IRS  for  electronic  transfer 
of  tax  returns  had  it  not  been 
for  the  prompt,  patient  and 
knowledgeable  assistance 
of  CLEO. 

John  T.  Hewitt,  General  Manager 

Mel  Jackson,  Inc. 

Virginia  Beach,  VA 


Software/Hardware  Package 

Every  CLEO  package  contains  all  the 
software  and  hardware  accessories  needed 
at  the  remote  site.  Your  selected  CLEO,  SNA 
or  BSC  software  is  packaged  with  1)  an 
internal  modem  card  for  dial-up  appli¬ 
cations,  or  2)  an  interface  card  and  cable  for 
use  with  your  existing  modem.  There’s  no 
waiting  for  non-CLEO  add-ons.  And,  you 
get  prompt,  single-source  service.  Package 
prices  range  from  $995 .00  for  most  stand¬ 
alone  packages,  up  to  $  2 , 995 . 00  for  the 
3  2 -user  SNA  gateway. 

Call  us  today  to  discuss  your  application. 

CLEO  Software 

1639  North  Alpine  Rd. 

Rockford,  IL  61 107 
Telex  703639 

Headquarters: 

USA.  800/2 3  3 -CLEO  (2536) 

Illinois:  800/422-CLEO  (2536) 
International:  815/397-8110 

Sales  and  Distribution: 

Eastern  U.S.A.:800/433-CLEO  (2536) 

InMichigan:  313/540-4600 
Western  U.S.A.:  800/553-CLEO  (2536) 

In  California:  213/618-0813 
Mexico  City:  203-0444 
Canada,  East:  800/361-3185 
Canada,  West:  800/361-1210 
Canada,  Montreal:  514/737-3631 


CLEO  software  products  allow  micro¬ 
computers  to  communicate  with  mini¬ 
computers  and  mainframes,  and  to  emulate 
their  workstations.  Since  1981,  CLEO  has 
provided  remote  communications  between 
micros  and  mainframes  for  the  automotive, 
insurance,  medical  and  banking  industries. 
Today  over  44,000  CLEO  users  worldwide 
are  running  on  all  major  brands  of  micro¬ 
processors.  The  greatest  number  of  these 
users  run  CLEO  software  on  IBM  Personal 
Computers  and  NETBIOS  LANs. 


CLEO 


CLEO  and  3780Plusare  registered  trademarks  of  CLEO  Software. 
IBM  isa  registered  trademark  of  International  Business 
Machines  Corporation. 
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Continued  from  page  1 

bridges  may  adversely  affect  time- 
sensitive  applications. 

Gateway  selection  is  even  more 
complex  due  to  the  different  levels 
of  services  provided.  For  example, 
some  gateway  vendors  claim  the 
protocol  conversion  they  use  to 
link  dissimilar  networks  is  trans¬ 
parent  to  the  user.  This  isn’t  neces¬ 
sarily  so,  especially  if  file  trans- 

Hunter  is  president  of  TMS 
Corp.,  a  telecommunications  con¬ 
sulting  firm  in  Devon,  Pa. 


Bridges  and 
gateways  span  the 
gaps  between 
today’s  disparate 
networks. 


fers  are  being  performed.  Users 
who  plan  to  implement  IBM’s  LU 
6.2  protocol  to  obtain  peer-level 
communications  should  be  aware 
that  they  might  be  required  to 


write  some  fairly  sophisticated  ap¬ 
plication  interface  programs. 

Gateways  allow  products  with 
dissimilar  communications  archi¬ 
tectures  to  exchange  information 
through  multilevel  protocol  con¬ 
version,  while  bridges  provide  logi¬ 
cal  links  between  physically  dis¬ 
tinct  local-area  networks  that  use 
identical  protocols. 

Gateways  and  bridges  are  avail¬ 
able  to  link  local  and  remote  net¬ 
works.  Most  of  the  gateways  listed 
in  this  article  are  intended  for  use 
with  local-area  nets  and  comprise 
hardware  and  software  that’s  used 
Continued  on  page  35 


Gateways 


Vendor 

Product 

Connectivity 

Emulation 

Protocols 

Simultaneous 

sessions 

Layer/level  support 

Trunk  speed 
(bit/sec) 

Price 

Advanced  Computer 
Communications,  inc. 

Santa  Barbara,  Calif. 

ACS  420  Ethernet 

Ethernet  Version  1  and  IEEE 
802.3  to  Defense  Data 
Network  (DDN) 

Not  applicable 

Ethernet  and 

DDNX.25 

Unlimited 

OSI  Layer  3 

256K 

$12,900 

Applitek  Corp. 

Wakefield,  Mass. 

SNA  Gateway 

Applitek  Unllan  to  SNA 

IBM  3274/3278 

SDLC  or  BSC 

32 

SNA  Layer  6 

56K 

$11,700  to 
$18,600 

Banyan  Systems,  Inc. 

Westborough,  Mass. 

BNS  Network  Server 

Xerox  Corp.  Ethernet,  IBM 
Token-Ring  Network, 

Proteon,  Inc.  ProNET, 
Datapoint  Corp.  Arcnet,  DSC 
Nestar  Systems,  Inc.  Arcnet, 
Allen-Bradley  Co.  VistaLAN 
and  Corvus  Systems,  Inc. 
Omnlnet  to  each  other 

IBM  3274/3278, 

3279,  3287 

SDLC  or  BSC 

64 

OSI  and  SNA  Layer  7 

| 

56K 

$3,490 

Bridge  Communications,  Inc. 
Mountain  View,  Calif. 

GS/3 

Any  XNS  or  TCP/IP  local 
network  to  same 

Not  applicable 

XNS,  TCP/IP 

8 

OSI  Layer  3 

64K 

$10,500 

Codex  Corp. 

Canton,  Mass. 

Model  4255  Gateway 

Any  asynchronous  or  BSC 
device  to  SNA/VTAM 

IBM  3271,  3274, 
3275/3278,  3777, 
2780/3780 

Asynchronous,  BSC, 
SDLC 

40 

SNA  Layer  7 

19. 2K 

$4,600  to 
$12,000 

ComDesign,  Inc. 

Goleta,  Calif. 

NS  2000  Network 
Server 

Any  FutureCom  Ethernet 
local  network  to  same  or  to 
remote  asynchronous  host 

Not  applicable 

Asynchronous 

128 

OSI  Layer  4 

64K 

$2,100  to 
$9,600 

Communication  Machinery  Corp. 
Santa  Barbara,  Calif. 

DRN  3200 

Ethernet  TCP/IP  to 
DDN/ARPANET 

Not  applicable 

TCP/IP,  X.25  Layer  3 

100 

OSI  Layer  3 

19.2K  on  packet 
networks;  64K  on 
wide-area  networks 

$11,900 

Communications  Solutions,  Inc. 

San  Jose,  Calif. 

Access  SNA/APPC 

Any  workstation  to  SNA 

Any  IBM  PU2.1, 

LU  6.2 

SDLC 

508 

SNA  Layer  7 

9.6K 

$200 

Access/SNA  3270 

Any  workstation  to  SNA 

IBM  3274/3278, 

3279,  3287 

SDLC 

254 

SNA  Layer  7 

9.6K 

$200 

Corvus  Systems,  Inc. 

San  Jose,  Calif. 

DUZ  Gateway 

Corvus  Omninet  local 
network  to  local  Digital 
Equipment  Corp.  VAX 

DEC  VT52,  100,  220 

Asynchronous 

24 

OSI  Layer  7 

1M 

$5,495 

CXI,  Inc. 

Palo  Alto,  Calif. 

PCOX  GW-3270 

Coax  Mux 

Any  IBM  NETBIOS  local 
network  to  IBM  3274 

IBM  3278,  3279,  3287 

SNA/SDLC  and  non- 
SNA 

40 

SNA  Layer  6 

2.38M  coaxial 

connection 

$2,000 

(single 
session)  to 
$5,000  (40 
sessions) 

PCOX  GW-3270 
Remote  Assist 

Any  IBM  NETBIOS  local 
network  to  SNA 

IBM  3274/3278, 

3279,  3287 

SNA/SDLC 

64 

SNA  Layer  6 

19.2K 

$2,000 
(single 
session)  to 
$5,300  (64 
sessions) 

■  / —  - IZZS 
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Vendor 

Product 

Connectivity 

Emulation 

Protocols 

Simultaneous 

sessions 

Layer/level  support 

Trunk  speed 
(bit/sec) 

Price 

Data  General  Corp. 

Westborough,  Mass. 

DG/TCP/IP  Gateway 

Any  Ethernet  TCP/IP  local 
network  to  any  local  network 
running  TCP/IP 

Not  applicable 

TCP/IP,  X.25  Level  3 

Not  applicable 

OSI  Layer  7 

19. 2K  on  packet 
networks;  10M  local 
network  connection 

$500  to 
$3,500 

DG/SNA 

Any  DG  MV  minicomputer  to 
IBM  SNA 

Any  IBM  PU  2,  LUO,  1, 
2,  3,  6.2 

SDLC,  X.25  Level  3 

254 

SNA  Layer  7 

19. 2K  on  packet 
networks;  56K  on 
wide-area  networks 

$1,000  to 
$5,000 

Datapoint  Corp. 

San  Antonio,  Texas 

Vista-gate 

Any  Datapoint  local  network 
to  SNA 

Any  IBM  PU  2.1,  LU  1, 

2,  3,  6.2 

SDLC,  X.25  Level  3 

30 

SNA  Layer  6 

64K 

$4,495 

Digital  Communications 

Associates,  Inc. 

Alpharetta,  Ga. 

IrmaLAN  to  SDLC 
Gateway 

IBM  Personal  Computer  to 
SNA 

IBM  3274/3278, 

3279 

SDLC 

32 

SNA  Layer  7 

19. 2K 

$1,195 

IrmaLAN  DFT 
Gateway 

Any  IBM-compatible 

NETBIOS  via  Ethernet  to  SNA 

IBM  3274/3278, 

3279 

SDLC 

20 

SNA  Layer  7 

10M  (Ethernet) 

$1,195 

Digital  Equipment  Corp. 

Maynard,  Mass. 

DECnet  to  SNA 
Gateway 

DEC  VAX  to  SNA 

Any  IBM  PU  2,  LUO,  1, 
2.  3,  6.2 

SDLC,  SNADS 

Not  available 

SNA  Layer  7 

56K 

$14,000  to 
$18,000 

DSC  Nestar  Systems,  Inc. 

Mountain  View,  Calif. 

Asynchronous  Server 
Version  2.0 

Nestar  Plan  local  network  to 
any  asynchronous  host 

Any  asynchronous 
terminal 

Asynchronous 

16 

OSI  Layer  7 

19.2K 

$6,000 

SNA  Gateway 

Version  3.0 

Nestar  Plan  local  network  to 
SNA 

IBM  3274/3278, 

3279 

SDLC 

16 

SNA  Layer  7 

19.2K 

$3,000  to 
$5,000 

Fox  Research,  Inc. 

Dayton,  Ohio 

10-Gate  Turbo 

TenNet  local  network  to  SNA 

IBM  3274/3278, 

3279,  3286,  3287, 
3289 

SDLC 

32 

SNA  Layer  7 

19.2K 

$1,995 

Gateway  Communications,  Inc. 
Irvine,  Calif. 

G/SNA  Gateway 

Any  advanced  Novell,  Inc. 
NetWare  local  network  to 

SNA 

IBM  3274/3278, 

3279, 3770 

SDLC 

32 

SNA  Layer  5 

56K 

$2,530  to 
$4,530 

Harris  Corp. 

Data  Communications 

Division 

Dallas 

9300 

Communications 

System 

HarrisNet  local  network  to 
SNA 

Any  IBM  PU2.1,  LUO, 
1,2,3,  6.2 

SDLC,  BSC,  HASP, 
SNADS 

128 

SNA  Level  7 

56K 

$8,000  to 
$12,900 

Hewlett-Packard  Co. 

Cupertino,  Calif. 

HP-UX  Gateway/SNA 
3270 

HP  9000  to  SNA 

IBM  3274/3278, 

3289 

SDLC 

50 

SNA  Layer  6 

19.2K 

$7,140 

Intelligent  Technologies 
International  Corp. 

Foster  City,  Calif. 

Gateway  Exchange 

Any  IBM  NETBIOS  local 
network  to  SNA 

IBM  3274  or 
3276/3278,  3279, 
3287,  3770 

SDLC,  BSC 

64 

SNA  Layer  7 

9.6K 

$1,995  to 
$3,495 

Micom-lnterlan,  Inc. 

Foxboro,  Mass. 

TCP  Local  Gateway 

Novell  NetWare  file  server  to 
any  TCP/IP  local  network 

DEC  VT  52,  100,  220, 
HP  2600,  Televideo 
Systems,  Inc.  925 

TCP/IP 

32 

OSI  Layer  7 

10M  (direct  Ethernet) 

$3,995 

Netlink,  Inc. 

Raleigh,  N.C. 

SNA  Gate 

Any  asynchronous  or  BSC 
host  to  SNA 

IBM  3101, 

3274/3278,  3279, 
3287,  2780/3780, 
DEC  VT  100 

Asynchronous,  BSC, 
SDLC,  polled 
asynchronous 

16 

SNA  Layer  6 

64K 

$4,000  to 
$9,500 

Novell,  Inc. 

Orem,  Utah 

Novell  NetWare 
Remote  Bridge  X.25 

Any  NetWare-controlled  local 
network  to  same 

Not  applicable 

X.25 

32  or  256 

OSI  Layer  4 

64K 

$1,995  or 
$2,995 

Orion  Network  Systems,  Inc. 
Berkeley,  Calif. 

SNA  6.2  Release  3 
Gateway 

Any  workstation  to  SNA 

Any  IBM  PU2.1,  LUO, 

1,  2,  or  6.4 

SDLC 

Unlimited 

SNA  Layer  7 

56K 

$200  to 
$3,000 

Proteon,  Inc. 

Westborough,  Mass. 

Model  4200 

Any  IEEE  802.3  Ethernet, 
ProNet  10  or  80  or  ARPANET 
1822  to  each  other 

Not  applicable 

Ethernet 

Not  applicable 

OSI  Layer  3 

2.048M 

$8,000  to 
$24,000 

Rabbit  Software  Corp. 

Malvern,  Pa. 

Rabbitgate 

Any  remote  IBM  NETBIOS 
local  network  to  SNA 

IBM  3274, 

3276/3278,  3279, 
3287, 3770 

SDLC,  BSC,  SNA/X.25 
Level  3 

32 

SNA  Layer  7 

19. 2K  on  packet 
networks;  56K  on 
wide-area  networks 

$2,395 

3Com  Corp. 

Mountain  View,  Calif. 

3  +  /Asynchronous 

3Com  or  IBM  Token-Ring, 
3Com  Ethernet  to  any 
asynchronous  host 

IBM  3101,  DEC  VT  52, 
100,  220 

Asynchronous 

2 

OSI  Layer  7 

19. 2K 

$1,795 

Software  Results  Corp. 

Columbus,  Ohio 

Comboard/SNA 

DEC  VAX  or  Micro  VAX  to  SNA 
via  Ethernet,  direct  connect 
to  host  or  remote  connection 

IBM  3274/3278, 

3287,  3777 

SDLC 

30 

SNA  Layer  7 

56K 

$3,500  to 
$9,500  for  Q- 
bus  version; 
$4,500  to 
$15,500  for 
Unibus 
version 

Comboard/HASP 

DEC  VAX  or  Micro  VAX  to  IBM 
BSC  via  Ethernet,  direct 
connect  to  host  or  remote 
connection 

IBM  HASP  workstation 

BSC 

255 

SNA  Layer  2 

56K 

$6,500  to 
$24,500  for 
Unibus 
version; 
$3,500  to 
$9,500  for  Q- 
bus  version 

Token  Associates,  Inc. 

Bedford,  Mass. 

MAP/X.25 

MAP  broadband  or  baseband 
local  network  to  X.25  or  to 
another  MAP  local  network 

Not  applicable 

MAP,  X.25  Layer  3 

32 

OSI  Layer  7 

56K 

$21,000 

Tri-Data  Corp. 

Mountain  View,  Calif. 

Netway  1000 A 

Apple  Appletalk  to 

SNA/SDLC  or  BSC 

IBM  3274/3278 

SDLC,  BSC 

16 

SNA  Layer  5 

19. 2K 

$3,195 

Ungermann-Bass,  Inc. 

Santa  Clara,  Calif. 

Net/One  X.25 

Ungermann-Bass  802.3 
Net/One  to  X.25 

Not  applicable 

X.25  Level  3 

32 

OS!  Layer  5 

64K 

$9,025 

(baseband); 

$9,050 

(broadband) 

Wang  Laboratories,  Inc. 

Lowell,  Mass. 

SNA  Networks 

Wang  VS  superminicomputer 
to  SNA 

IBM  3274/3278, 

3279,  3777 

SNA/SDLC 

Unlimited 

SNA  Layer  7 

56K 

$2,000  to 
$6,000 

DISOSS 

Wang  Office  to  IBM  DISOSS 

Not  applicable 

LU  6.2 

Unlimited 

SNA  Layer  7 

19.2K 

$5,400  to 
$10,000 

ARPANET 

BSC 


Advanced  Research  Projects  Agency  Network 
Binary  Synchronous  Communications 
Manufacturing  Automation  Protocol 
Network  Basic  I/O  System 
OSI  “Open  Systems  Interconnect 
SDLC  “Synchronous  Data  Link  Control 
Systems  Network  Architecture 
Systems  Network  Architecture  Distribution  Services 
Transmission  Control  Protocol/Internet  Protocol 
Xerox  Network  System 

Apple  Computer,  Inc.  and  IBM  were  ur 


MAP 

NETBIOS 


SNA 
SNADS 
TCP/IP 
XNS 
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with  personal  computer  or  stand¬ 
alone  communications  servers.  The 
bridges  listed  link  local  nets  and 
are  stand-alone  units. 

Functional  confusion 

Some  users’  confusion  as  to 
what  differentiates  bridges  and 
gateways  stems  from  vendor  hype 
about  using  protocol  converters 
and  routers  as  bridges  or  gate¬ 
ways. 

■  Bridges.  A  local-area  net  bridge, 
operating  at  Open  Systems  Inter¬ 
connect  (OSI)  Layer  2,  links  prod¬ 
ucts  that  use  identical  protocols.  In 
addition,  the  address  on  each  local 
net  must  be  different.  The  packet 
frame  size  must  be  the  same,  or  the 
packets  won’t  be  handled  correct¬ 
ly- 

A  bridge  connects  distinct  phys¬ 
ical  networks  into  one  logical  net, 
and  all  devices  can  address  all  oth¬ 
ers  —  unless  user-imposed  restric¬ 
tions  are  implemented. 

A  bridge  can  act  as  a  point-to- 
point  store-and-forward  device 
that  accepts  packets,  checks  their 
destination  address  in  an  internal 
table  and  forwards  packets  ad¬ 
dressed  to  another  local  net.  Pack¬ 
ets  are  filtered  according  to  desti¬ 
nation  address  and  by  user-defined 
parameters.  The  packet  filter  rate 


Bridges  are  also 
used  to  connect 
multiple  local- 
area  nets. 


shown  in  the  product  comparison 
chart  is  based  on  an  Ethernet  pack¬ 
et  size  of  763  bytes  and  a  token¬ 
ring  packet  size  of  1,000  bytes. 

Bridges  are  also  used  to  connect 
multiple  local-area  nets.  In  such 
applications,  the  bridge  on  the  out¬ 
put  side  of  each  local  net  checks 
the  address  of  each  originating 
packet.  If  the  destination  is  a 
workstation  on  another  local  net, 
the  packet  is  passed  to  the  next 
logical  local  net.  This  allows  each 
bridge  to  store  only  the  destination 
addresses  of  the  workstations  on 
its  local-area  net,  rather  than  all 
addresses  in  the  logical  network. 

When  evaluating  a  bridge,  re¬ 
member  that  address  checking  and 
other  internal  functions  will  delay 
the  forwarding  of  packets,  reduc¬ 
ing  the  volume  of  packets  handled 
over  any  time  period.  This  ac¬ 
counts  for  the  difference  between 
the  “Packet/sec  filtered”  and 
“Packet/sec  forwarded”  ratings  in 
the  product  comparison  chart. 
Most  bridges  are  fast  enough  not  to 
delay  packets  to  the  point  at  which 
applications  will  suffer.  However, 
for  time-sensitive  applications  and 
in  cases  in  which  bridges  are  join¬ 
ing  remote  local-area  nets,  packet 
throughput  can  be  an  important 
consideration. 

Users  wanting  to  link  Ethernet 
local  nets  should  be  especially  cau¬ 
tious  of  the  Ethernet  version  sup¬ 
ported  by  a  bridge,  since  some  ver¬ 
sions  can’t  communicate. 


According  to  Gerry  Sawkins, 
manager  of  sales  support  for  Un- 
germann-Bass,  Inc.,  the  media  ac¬ 
cess  control  specification  of  IEEE 
802.3  Ethernet  uses  a  two-byte 
length  of  field,  while  Ethernet  Ver¬ 
sions  1  and  2  use  the  same  address 
location  for  the  type  of  field.  For 
that  reason,  the  802.3  version  can’t 
communicate  with  Versions  1  and 
2.  Both  local-area  network  types, 
however,  can  exist  on  the  same 
network,  according  to  Sawkins.  Or¬ 
ganizations  that  have  both  Ether¬ 
net  versions  in  use  can  link  each 
version  to  other  similar  nets,  but 
not  to  each  other. 

Some  bridges  are  smarter  than 
others  in  that  they  dynamically 
learn  the  location  of  different  sta¬ 
tions  rather  than  require  the  user 


to  program  their  locations.  The  ad¬ 
vantage  of  smart  bridges  is  that 
devices  can  be  added  or  deleted, 
and  the  bridge  routing  tables  are 
automatically  updated. 

■  Routers.  A  router  is  neither  a 
bridge  nor  a  gateway  but  provides 
some  services  of  both.  A  router  op¬ 
erates  at  the  network  layer  (OSI 
and  Systems  Network  Architecture 
Layer  3)  and  can  route  packets  be¬ 
tween  multiple  networks  that  use 
different  protocols.  Since  routers, 
like  bridges,  must  determine  where 
the  packets  are  to  be  sent,  they 
also  suffer  packet-forwarding  de¬ 
lays. 

Routers  perform  packet  segmen¬ 
tation  and  reassembly  to  accommo¬ 
date  intermediate  networks  in 
which  packet  sizes  are  different. 


They  can  selectively  transmit 
packets  based  on  urgency  and  al¬ 
lowable  transmission  delay.  In  the 
product  comparisons,  routers  are 
listed  with  gateway  products,  but 
they  don’t  support  protocol  con¬ 
version  or  provide  support  above 
the  OSI  network  layer  and  SNA 
path-control  layer.  Routers  can  be 
identified  by  their  OSI  Layer  3  sup¬ 
port-level  designation  under  ‘‘Lay¬ 
er/level  support”  in  the  compari¬ 
son  chart. 

■  Gateways.  Gateways  are  the 
most  sophisticated  products  in  this 
group,  providing  support  through 
all  seven  layers  of  a  selected  net¬ 
work  architecture,  such  as  the  OSI 
model  or  IBM’s  SNA.  Gateways 
link  networks  with  dissimilar  pro- 
Continued  on  next  page 


Be  recognized  for  bringing  about  new  office 
productivity  at  your  company.  Select  the  preeminent 
Electronic  Mail  and  Document  Connectivity  Tool  for 
IBM  mainframes  —  Emc2. 

Emc2  is  so  easy  to  learn,  even  your  computer 
novice  can  use  it  right  away.  It  is  so  resource 
efficient,  it  easily  supports  tens  of  thousands  of  users 
in  the  data  base,  with  many  hundreds  concurrently 
on-line.  And  it  runs  under  any  standard  MVS,  VM, 
or  VSE  teleprocessing  environment  you  care  to  use, 
either  now  or  in  the  future. 

You  get  universal  connectivity  with  Emc2.  It 
communicates  between  TSO,  CICS,  CMS,  IMS, 


IDMS,  VAP*  and  FIVS.*  It  provides  interfaces  to 
DISOSS,  PROFS,  and  Western  Union  services 
(Telex,  Mailgram,  etc.). 

And  it  provides  seamless  PC  file  transfer 
(including  PC  binary  files)  for  over  a  dozen  PC 
boards  and  adaptors. 

Emc2  is  full  featured  and  fully  supported.  (Emc2 
innovated  many  electronic  mail  features  now 
considered  standard,  and  more  are  on  the  way.) 

And  Erac2  is  preferred  time  and  again.  Users 
who  compare  Emc2  with  other  electronic  mail  and 
document  transmission  systems  select  Emc2 


Call  800-237-4510  for  a  free  trial  or  more 
information.  (In  Florida,  call  813-643-1500.) 

Then  get  ready  to  claim  the  benefits  of  being 
known  as  your  company's  genius. 


FISCHER 

INTERNATIONAL 

SYSTEMS  CORPORATION 


4073  Merchantile  Avenue  Naples,  Florida  33942 


*  Emc2  supports  its  own  super-economical,  multi-user  environments  to  vastly  enlarge  the  population  that  can  use  it  VAP  is  a  special  VTAM 
application  tor  MVS  and  VSE;  FIVS  is  the  multi-user  Fischer  International  Virtual  System  tor  VM 
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From  previous  page 
tocols  and  use  component 
emulation  to  do  the  job.  By 
far,  the  most  common  emu¬ 
lation  involves  IBM’s  3X74 
controllers,  3X78  and  3X79 
workstations,  and  328X 
printers.  In  addition,  re¬ 
mote  job  entry  applications 
are  handled  by  IBM 
2780/3780  and  3777  emula¬ 
tion.  While  available  for 
both  local  and  remote  com¬ 
munications,  most  gate¬ 
ways  are  intended  for  re¬ 
mote  sites. 

Some  protocol  convert¬ 
ers  are  being  passed  off  as 
gateways,  since  they’re  ca¬ 
pable  of  emulation  and  file 
transfers. 

However,  such  products 
are  not  full-function  gate¬ 
ways.  Tom  Orsborn,  prod¬ 
uct  manager  for  Harris 
Corp.’s  Harris  9300,  states 
that  full-function  means 
that  an  operation  can  be 
initiated  at  either  end  of 
the  network.  An  IBM  3270, 
for  example,  can  initiate  a 
session  with  a  host  but  not 
vice  versa,  Orsborn  says, 
and  therefore  “gateways 
that  only  emulate  the  3270 
are  not  full-function.” 

George  Colony,  president 
of  Forrester  Research,  Inc., 
a  Cambridge,  Mass.,  market 
research  and  consulting 
company,  says  he  agrees 
that  emulation  and  file- 
transfer  capabilities  do  not 
a  full-function  gateway 
make.  “Reverse  pass¬ 
through  [the  ability  to  initi¬ 
ate  a  call  in  either  direc¬ 
tion]  requires  a  host 
command  facility  such  as 
that  used  by  DEC,  along 
with  something  like  LU 
6.2,”  Colony  emphasizes. 

No  simple  implementation 

Unlike  gateways  and 
protocol  converters, 

bridges  and  routers  can  be 
installed  with  little  or  no 
user  programming.  Simple 
gateways  that  are  little 
more  than  protocol  con¬ 
verters  usually  require  the 
least  user  involvement, 
while  those  employing  LU 
6.2  could  require  program¬ 
ming  services  that  most  us¬ 
ers  won’t  have  in-house. 

That  doesn’t  mean  that 
something  as  simple  as  IBM 
3270  emulation  won’t  re¬ 
quire  user-supplied  pro¬ 
gramming.  As  noted  in  the 
May  1 1  issue  of  Network 
World  (“Protocol  convert¬ 
ers  feel  peer  pressure”), 
the  data  processing  staff 
may  be  required  to  write 
routines  that  convert  host 
data  into  a  form  personal 
computer  applications  can 
use.  This  is  especially  true 
for  file  transfers,  since 
data  conversion  —  ASCII 
to  EBCDIC  and  vice  versa 
—  and  file  blocking  and  un¬ 
blocking  are  usually  in¬ 
volved.  However,  for  inter¬ 
active  applications  such  as 


Some  protocol  converters  are  being  passed 
off  as  gateways,  since  they’re  capable  of 
emulation  and  file  transfers. 


those  implemented  on  the 
3270,  user  programming  ef¬ 
fort  should  be  minimal. 

A  problem  might  occur 
when  the  gateway  environ¬ 


ment  involves  a  local-area 
net.  A  large  East  Coast  ser¬ 
vices  company,  which  de¬ 
clined  to  be  identified,  says 
it  tried  several  3270-emu- 


lating  gateways  with  its 
Novell,  Inc.  NetWare  oper¬ 
ating  system,  but  the  prod¬ 
ucts  didn’t  work  together. 
As  it  turned  out,  the 


NetWare  release  installed 
was  incompatible  with  the 
gateway  software,  and  the 
vendors  being  considered 
hadn’t  updated  their  prod¬ 
ucts.  Although  checking 
operating  release  levels  for 
compatibility  seems  basic, 
users  shouldn’t  assume 
vendors  are  up-to-date. 

Implementing  LU  6.2 
gateways  is  usually  a  job 
for  pros,  especially  if  the 
application  is  unusual  or 


Interconnectivity  solutions  from  ACC 


When  you  need  flexible,  reli¬ 
able,  high-performance  solutions 
to  connect  your  terminals,  hosts 
and  networks  together  via  industry 
standard  networking  protocols, 
Advanced  Computer  Communi¬ 
cations  is  the  company  to  talk  to. 
With  our  growing  family  of  ter¬ 
minal  servers,  gateways,  bridges 
and  IBM-based  communication 
products,  we  can  offer  you  a 
complete  single-vendor  solution 
for  virtually  any  interconnec¬ 
tivity  application. 


productivity,  and  you. don’t 
have  to  tie  up  host  resources 
to  handle  terminal  traffic.  You 
can  also  use  the  same  async  ter¬ 
minal  to  switch  from  VAX  to 
IBM  access  with  full-screen 
3270  support,  while  another 
ACC  product  lets  you  connect 
multiple  hosts  and  terminals 
over  the  same  network  access 
link  to  an  X.25  PDN,  for  even 
greater  cost  savings. 


Give  your  terminals 
more  options 

Now  you  can  use  any  PC  or 
async  terminal  to  talk  to  any 
Ethernet-connected  host.  You 
get  greater  flexibility,  greater 
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Despite  the  programming  effort  required, 
gateway  products  are  still  the  easiest  way  to 
link  diverse  networks. 


the  gateway  vendors  don’t 
provide  suitable  support. 
According  to  Forrester  Re¬ 
search’s  Colony,  LU  6.2  ap¬ 
plications  require  users  to 
write  their  own  Applica¬ 
tion  Program  Interface 
(API),  and  that,  in  turn,  ne¬ 
cessitates  a  knowledge  of 
LU  6.2  and  API  procedures. 
Most  end  users  aren’t  fa¬ 
miliar  with  either,  Colony 
says. 

If  writing  APIs  is  too  dif¬ 


ficult,  what  about  interfac¬ 
ing  applications  using  LU 
6.2?  Charles  Robins,  senior 
vice-president  of  Rabbit 
Software  Corp.,  a  Malvern, 


Pa.,  vendor  of  communica¬ 
tions  software/hardware 
products,  says,  “The  LU 
6.2  verbs  are  powerful,  but 
you  need  to  build  applica¬ 


tions  that  can  manipulate 
them.  Some  vendors  pro¬ 
vide  such  support  for  their 
customers,  while  some 
don’t.”  Those  who  don’t 


The  Interconnectivity  Source 


contained,  take  up  two  or  less 
backplane  slots,  and  significantly 
offload  host  processing  chores 
for  greater  efficiency  and 
throughput. 


ACCES/MVS:  enhanced 
communications 
for  IBM. 


The  key  to  your  IBM  connec¬ 
tivity  is  ACCES/MVS,  a  com¬ 
munication  subsystem  running 
under  the  MVS  environment  that 
provides  full  TCP/IP  protocol 
handling,  TELNET,  FTP  and 
SMTP.  With  ACCESS/MVS  soft¬ 
ware  and  associated  ACC  hard¬ 
ware  you  can  connect  your  IBM 
or  IBM-type  host  to  the  Defense 
Data  Network  (DDN),  public 
X.25  networks,  or  Ethernet  LANs. 

Call  ACC  today. 

For  off-the-shelf  interconnec¬ 
tivity  solutions  that  really  work, 
come  to  the  source;  ACC.  To 
find  out  more  about  any  one 
of  our  products,  call  us  today 
at  (805)  963-9431  or  write  to 
Advanced  Computer  Com¬ 
munications,  720  Santa  Barbara 
Street,  Santa  Barbara,  CA  93101. 


connected  hosts  and  through¬ 
out  all  your  computing  locations. 
ACC  Ethernet  bridges  support 
data  rates  from  2.4  to  128 
Kbps,  feature  adaptive  learning 
configuration  of  networks,  and 
are  compatible  with  both  802.3 
and  Thinwire  Ethernets. 

Share  your  VAX's  over 
an  X.25  PDN. 

If  your  computing  structure 
involves  geographically-separate 
VAX  equipment  that  you  would 
like  to  bring  together  over  a 
public  or  private  X.25  network, 
ACC  is  the  X.25  connectivity 


resource  for  DEC  VAXes  and 
MicroVAXes  running  TCP/IP.  All 
our  DEC  environment  com¬ 
munication  products  are  self- 


put  the  burden  on  the  user. 

One  user  who  can  attest 
that  writing  APIs  is  not  for 
amateurs  is  Mike  Baker,  di¬ 
rector  of  distributed  sys¬ 
tems  for  Baxter  Healthcare 
Corp.  in  McGaw,  Ill. 
Baxter’s  network  employs 
Communications  Solutions, 
Inc.’s  (CSI)  Access 
SNA/Advanced  Program- 
to-Program  Communica¬ 
tions  as  its  communications 
server  gateway.  It  supports 
some  2,000  workstations 
networked  on  150  token¬ 
ring  local-area  nets,  with 
each  local  net  acting  as  a 
server. 

“We  were  putting  on 
some  new  applications  at 
the  time  we  got  the  CSI 
products,  so  we  wrote  the 
interface  between  NET¬ 
BIOS  and  APPC,”  he  ex¬ 
plains.  “We  have  a  few  so¬ 
phisticated  systems  pro¬ 
grammers  who  knew  what 
to  do,  so  we  handled  the  in¬ 
terface  ourselves.  Howev¬ 
er,  you’d  better  know  what 
you’re  doing.”  Baker  says 
the  CSI  staff  was  helpful 
and  could  have  handled  the 
job,  but,  since  he  had  the 
resources,  it  was  easier  to 
have  his  staff  write  the  in¬ 
terfaces. 

Does  this  mean  that  pro¬ 
spective  LU  6.2  users  are 
shut  out  unless  they  have 
top-flight  talent  or  outside 
consultants  to  handle  the 
interfacing?  “Not  at  all,” 
Colony  says.  “Some  stan¬ 
dard  applications  like  que¬ 
rying  a  data  base  will  have 
a  standard  API  that’s  not 
hard  to  write.  Some  [LU 
6.2]  vendors  may  have 
those  interfaces  already.” 
Colony  went  on  to  mention 
that,  for  special  applica¬ 
tions  such  as  user-written 
accounting  and  order¬ 
tracking  packages,  users 
might  very  well  be  on  their 
own. 

Summary 

Despite  the  program¬ 
ming  effort  required,  gate¬ 
way  products  are  still  the 
easiest  way  to  link  diverse 
networks,  and  they’re 
worth  the  effort.  In  addi¬ 
tion,  vendors  interested  in 
getting  users’  business  will 
certainly  help  out  with  the 
API,  provided  the  vendor 
has  had  experience  with 
similar  applications.  In  the 
future,  some  of  the  more 
common  applications,  such 
as  data  base  interaction, 
will  likely  have  standard 
APIs  that  are  easily  imple¬ 
mented. 

While  all  of  that  seems 
promising,  the  widespread 
acceptance  of  gateways 
might  be  dampened  by  the 
lack  of  a  single  network 
monitor.  Currently,  there’s 
no  standard  monitor  and 
control  scheme,  so  users 
are  saddled  with  different 
Continued  on  next  page 
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Vendor 

Product 

Local-area  network 
connection 

Packet/sec  filtered 

Packet/sec  forwarded 

Filter  restrictions 

Statistics 

Price 

Advanced  Computer  Concepts,  inc. 
Santa  Barbara,  Calif. 

ACS  4030 

Any  remote  Ethernet  local 
network  to  same 

256 

100  to  250 

Destination  address 

Total  packets,  packets 
passed,  bad  packets 

$4,975 

Applitek  Corp. 

Wakefield,  Mass. 

Nl  10/E 

IEEE  802.3  Ethernet  to 
same  or  Xerox  Corp.'s 
Ethernet 

Not  available 

600 

Destination  address 

Total  packets,  packets 
forwarded,  bad  packets 

$12,500 

Banyan  Systems,  Inc. 

Westborough,  Mass. 

VINES  286 

Xerox  Ethernet,  IBM  Token- 
Ring  Network,  Proteon,  Inc. 
ProNet,  Datapoint  Corp. 
Arcnet,  DSC  Nestar 
Systems,  Inc.  Arcnet, 
Allen-Bradley  Co.  VistaLAN 
and  Corvus  Systems,  Inc. 
OmnINet  to  each  other 

650 

550 

Destination  address, 
protocol 

Total  packets,  bad  packets 

$1,895 

Bridge  Communications,  Inc. 

Mountain  View,  Calif. 

IB/X  Series 

Any  Ethernet  to  any 
Ethernet  or  broadband 
local  network  and  vice 
versa 

8,000 

5,000 

User-specified  restrictions 

Total  packets,  packets 
forwarded,  bad  packets 

$10,000 

Communication  Machinery  Corp. 

Santa  Barbara,  Calif. 

DRN-3100 

Transmission  Control 
Protocol/Internet  Protocol 
Ethernet  local  network  to 
same 

1,000 

300 

Destination  address 

Total  packets,  packets 
forwarded,  bad  packets 

$5,990 

Concord  Communications,  Inc. 
Marlborough,  Mass. 

Server  4100 

Local  or  remote  IEEE  802.4 
local  network  to  same 

150 

150 

Destination  address 

Total  packets,  packets 
passed,  bad  packets 

$9,950  to 
$11,900 

Digital  Equipment  Corp. 

Maynard,  Mass. 

LAN  Bridge  100 

Local  or  remote  Ethernet 
Version  2.0  to  IEEE  802.3 
Ethernet  and  vice  versa 

24,272 

13,404 

Destination  address 

Total  packets,  packets 
passed,  bad  packets 

$8,800 

Fast  Feedback  Technologies,  Inc. 
Redondo  Beach,  Calif. 

NetLink 

Local  or  remote  Fast 
Feedback  MIcroLAN  to 
same 

1,000 

500 

Destination  address 

Total  packets,  packets 
forwarded,  bad  packets 

$500  to  $1,400 

Fox  Research,  Inc. 

Dayton,  Ohio 

10  Bridge 

Remote  Fox  10-Net  local 
network  to  same 

Not  available 

Not  available 

Destination  address 

Total  packets,  packets 
forwarded,  bad  packets 

$295 

Netways,  Inc. 

Hauppauge,  N.Y. 

Bridge  Plus 

Local  or  remote  IEEE  802.3 
Ethernet  local  network  to 
same 

10,000 

5,000 

Destination  address 

Total  packets,  packets 
forwarded,  bad  packets 

$5,695 

Retix 

Santa  Monica,  Calif. 

RetixGate  2244 

IEEE  802.3  Ethernet  to 
same 

10,000 

6,000 

Destination  address 

Not  available 

$1,950 

TRW,  Inc. 

Torrance,  Calif. 

NB  2000 

IEEE  802.3  Ethernet  to 
same 

10,000 

5,000 

Destination  address 

Total  packets,  packets 
forwarded,  bad  packets 

$5,395 

Ungermann-Bass,  Inc. 

Santa  Clara,  Calif. 

Token  Ring  to  Ethernet 

IEEE  802.5  to  Ethernet 

Not  available 

Not  available 

Destination  address,  user- 
defined  restriction 

Total  packets,  packets 
forwarded,  bad  packets 

$8,550;  $990  for 
software 

Vitalink  Communications  Corp. 
Freemont,  Calif. 

TransLAN 

Any  Ethernet  local  network 
to  same 

15,000 

2,500 

Destination  address, 
packet  type,  multicast 
address,  user-specified 
code 

Total  packets,  packets 
forwarded,  bad  packets 

$15,750 

Zenith  Data  Systems 

Glenview,  III. 

ZanlAN  500  BRG 

Remote  Zenith  ZLAN  500 
broadband  local  network  to 
same 

Not  applicable 

Not  applicable 

Destination  address 

Packets  passed,  bad 
packets 

$10,000 

NOTE:  Products  listed  are  representative  for  each  vendor.  Many  vendors  offer  other  systems  that  could  not  be  Included  due  to  space  constraints.  Readers  should  contact  vendors  directly  for  more  Information.  SOURCE iTMSCORP.,  DEVON.  PA. 
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From  previous  page 
monitors  for  each  network 
segment.  Local-area  nets 
have  their  own  network 
management  systems,  and 
so  do  the  networks  they  in¬ 
terface  with. 

“What  exist  are  network 
management  systems  that 
can’t  talk  to  each  other,  so 
there’s  no  single  point  of 
control,”  Colony  says.  Rab¬ 
bit’s  Robins  says  some 
standard  must  be  agreed 
upon,  and  —  like  Colony  — 
he  says  he  thinks  IBM’s 
NetView  has  the  best  shot 
to  date  at  becoming  that 
standard.  □ 


Editor: 

We  were  disappointed 
not  to  find  our  firm  men¬ 
tioned  among  seven  oth¬ 
ers  in  your  Aug.  31  fea¬ 
ture  article  on  network 
design  and  optimization 
(“Mapping  the  optimal 
network,”  AW,  Aug.  31). 

John  W.  Bridges  &  As¬ 
sociates,  Inc.  (JBA)  mar¬ 
kets  software  and  per¬ 


forms  network  design  and 
consulting  in  all  areas 
mentioned  in  your  article: 
voice,  data,  packet  and 
integrated  networks. 

There  are  presently  24  in¬ 
stallations  of  our  soft¬ 
ware  nationwide,  with 
clients  including  two  re¬ 
gional  Bell  holding  com¬ 
panies  and  one  of  the 
largest  interexchange  car¬ 
riers.  Our  software  pack¬ 
ages  have  been  used  for 
designs  of  some  of  the 
largest  networks  in  the 
country,  and  JBA  has 
won  major  competitive 
bids  against  several  firms 
mentioned  in  your  article. 

John  W.  Bridges 
John  W.  Bridges  & 
Associates 
Lewisville,  Texas 

Editor: 

In  the  Service  Focus  on 
digital  data  services  in 
the  Aug.  10  issue  of  Net¬ 
work  World  (“Son  of 
DDS”),  a  statement  is 
made  that  in  “local-  or 
metropolitan-area  digital 


services.  .  .not  a  lot  has 
happened.  .  .the  rest  of 
these  ventures  are  all  ‘pa¬ 
per  networks.’  ” 

Bay  Area  Teleport,  lo¬ 
cated  in  the  San  Francis¬ 
co  Bay  Area,  has  a  $30 
million  regional,  digital 
network,  spanning  3,600 
miles,  throughout  10  Bay 
Area  counties.  We  pro¬ 
vide  T-l  services  to  For¬ 
tune  1,000  companies  as 
well  as  other  common  car¬ 
riers  and  resellers. 

We  also  have  an  earth 
station  complex  that  can 
house  36  domestic  and  in¬ 
ternational  C-band  anten¬ 
nas,  and  we  are  a  West 
Coast  communications 
(voice,  video  and  data) 
gateway  to  Europe,  Latin 
America  and  the  Pacific 
rim. 

John  Harrison 
General  manager 
Bay  Area  Teleport 
Alameda,  Calif. 

Editor: 

I  would  like  to  bring 
some  clarification  to  a 
statement  in  your  Sept. 

21  Service  Focus  article 
on  T-l  services,  “Tar¬ 
iffed,  nontariffed  options 
produce  T-l  market  tur¬ 


moil,”  written  by  Robert 
Ellis.  In  his  otherwise  ex¬ 
cellent  article,  Mr.  Ellis 
makes  reference  to  our 
company,  Digital  Signal, 
Inc.,  as  a  “T-l  reseller” 
that  “acquire[s]  T-spans 
in  large  bundles.  .  .and 
then  resell[s]  individual 
T-ls.”  This  leaves  the 
general  impression  that 
Digital  Signal  is  a  broker 
that  merely  buys  and  re¬ 
sells  a  commodity. 

The  fact  is  that  Digital 
Signal  has  constructed 
over  35  points  of  pres¬ 
ence  across  the  U.S. 
where  DS3s  leased  from 
various  fiber  carriers  are 
multiplexed  to  DS1  levels, 
or  to  DS0  levels  using  dig¬ 
ital  cross-connects. 

We  provide  end-to-end 
order  coordination,  test 
and  acceptance  and  ongo¬ 
ing  maintenance  services 
to  our  customers.  We  cur¬ 
rently  manage  over 
10,000  channels  on  our 
network. 

William  P.  O’Reilly 
President 
Digital  Signal 
Southfield,  Mich. 

Letters  may  be  edited 
for  space  and  clarity. 


APL 


THE  DIRECT  ALTERNATIVE 


Private  Lines 

between  50  cities  at 
an  APL  price. 

DSO 
VF 
T1 


American  Private  Line  Services,  Inc. 

140  Gould  Street,  Needham,  MA  02194 
(617)  455-9000  or  1-800-624-9203 


Why  go  through  a  complicated  transition? 
Get  ISDN  straight  from  the  source. 

New  York  Telephone  will  be  NewYbrk's  direct  link  to  ISDN, 
the  Integrated  Services  Digital  Network. 

ISDN  will  be  the  world’s  first  complete,  end-to-end 
digital  communications  network.  This  new  technology 
will  dramatically  improve  daily  business  communications 
by  carrying  voice,  video,  and  data  worldwide  with  aston¬ 
ishing  speed  and  economy. 

When  ISDN  capability  comes  to  New  York,  it  will  be 
delivered  over  the  New  York  Telephone  network.  So  our 
central-office-based  services  will  offer  an  immediate  link 
to  ISDN  for  your  business.  You’ll  be  part  of  ISDN  as  soon  as 
it  begins  to  function. 

With  these  services,  you  can  avoid  the  expense  and 
hardware  incompatibility  problems  and  having  to  convert 
your  system  to  ISDN  standards. 

We  have  a  complete  array  of  services  available  for  use 
now,  such  as  Centrex,  Intellipath  IISM  digital  telecommuni¬ 
cations  system,  and  N YNEX  Pathways™  digital  data  serv¬ 
ices.  Since  they’re  central-office-based,  they’ll  provide  a 
seamless  transition  to  ISDN. 

No  matter  what  business  you’re  in,  you’ll  eventually 
benefit  from  ISDN.  The  question  is,  how  soon  and  how 
easily? 

You  can  prepare  yourself  now  by  tying  in 
directly  to  New  York’s  source  of  ISDN  capability. 

New  York  Telephone’s  network. 

For  more  information  on  Centrex,  Intellipath  II 
Digital  Centrex  Service,  and  Pathways  digital  data  serv¬ 
ices,  call  New  York  Telephone  at  1 800  942-1212,  ext.  33, 
or  one  of  our  authorized  sales  agents. 


NewYbrk  works  on  New  York  Telephone. 


New  York  Telephone 

A  NYNEX  Company 


©  New  York  Telephone  1987  NYNEX  and  Pathways  are  service  marks  of  NYNEX  Corporation. 


Authorized 

Sales 

Agents: 

AIM  Telephones,  Inc. 

1  212  777-6600 

ALL-Mode 

Communications,  Inc. 

1 607  347-4164 

American  Interconnect 
Systems,  Inc. 

1  800  558-0505 

Centel  Financial 
Systems 
1  212  514-7800 

Computer  Telephone 
Corporation 
1  800  225-3288 

CONTEL IPC 
1  212  825-9060 

CORTEL 

Business  Systems,  Inc. 

1  212  627-4200 

Digital  Support 
Systems  Inc. 

1212  777-3333 

EAGLE  BCS 
1  212  868-6677 

Executone 
Albany,  Inc. 

1  518  869-3571 

Executone 
Long  Island 
1516  582-3200 

Executone 
Telecom,  Inc. 

1  800  782-8284 

Executone 
of  Hudson  Valley 
1  914  564-4880 

Gaffney 

Communications,  Inc. 

1  800  962-2000 

ISOETEC 

Communications,  Inc. 

1  212  759-0500 

Northern  TranstexT 
Networks 
1516  422-6666 

NYNEX 

Business  Information 
Systems  Company 
1  800  346-9X9X 

Pacesetter  Telephone 
Company 
1  914  794-5050 

Ronco  Communications 
&  Electronics,  Inc. 

1716  879-8100 

Standard 

Telecommunications 
Systems,  Inc. 

1  212  532-5440 

Tecnimat/TDS 
1  800  524-0646 

Tel  Plus 

Communications,  Inc. 

1  800  TEL-PLUS 

Twin  State  CCS 
1  800  833-8000 
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S»STUI  USERS: 


For  several  years  now,  a  small  core  of  smart  companies  have  been 
keeping  their  Rolm  CBX  systems  up  and  running.  Smoothly.  Reliably.  And 
for  a  lot  less  than  you’ve  probably  been  paying.  What’s  their  secret?  Send 
for  this  FREE  booklet  and  find  out! 

HOW 5%  SAVE  50%  maps  out  the  strategies  organizations  like 
Texaco,  Citibank,  Memorial  Hospital,  and  the  University  of  North  Carolina 
are  using  to  snare  big  savings.  It’s  packed  with  practical  information  you 
can  use  right  away  to  realize  big  costs  savings  on  your  own  Rolm 
system  —  from  maintenance  and  expansions  to  profitable  resale  of  excess 
equipment. 

Send for  your  FREE  copy  today! 

Call 1-800-288-0800.  In  Virginia,  (703)  255-9696.  Or  mail  this  coupon . . . 


=! 


□  Please  send  my  free  copy  of  How  5%  Save  50%  so  I  can  learn  how  to  get  quality 
service,  reliability,  and  maximum  savings  on  my  phone  system  equipment  and 
maintenance.  This  free  booklet  is  mine  without  obligation. 


Name. 

Tide_ 


NOVAUSA 


A  TELECOMMUNICATIONS  COMPANY 

Formerly  Iele  Le*.5S,„», 


Company  _ 
Address _ 


City _ 

Telephone  _L_ 


_  State  _ 


.Zip 


.Ext. 


Call  1-800-288-0800.  In  Virginia,  (703)  255-9696. 

Or  mail  this  coupon  to:  1C  A 

nVVAU5/\  1639  Montmorency  Drive 

Vienna,  Virginia  22180 


A  TELECOMMUNICATIONS  COMPANY 


Find  out  how  you  can  join  the  Rolm  system  users  who  cut  up  to  50%  off expenses . . . 
without  sacrificing  service  or  reliability! 


[ 


TELECOMMUNICATIONS 

DIVISION 


'COMPUTE#  CORPORA. T/OH 


4025  BRONZE  WAY,  DALLAS,  TEXAS  75237 


THE  BEST  FOR  LESS 


SECONDARY  MARKET  VENDOR 


=  AT&T 

•  DIMENSION®  \ 

•  HORIZON®  \ 

•  SYSTEM  75®  \ 

•  COMKEY  416®  \ 


COMPLETE  SYSTEMS  &  PARTS  INVENTORY 
ALL  EQUIPMENT  REFURBISHED  LIKE  NEW 
GUARANTEED  FOR  AT&T  INSTALL  &  MAINTENANCE 


WE  REPAIR  DIMENSION  AND  HORIZON  CIRCUIT  PACKS 

800-527-6438 


(IN  TEXAS  214-330-7243) 
MEMBER:  NATD 

•  REGISTERED  TRADEMARK  OF  AT&T 


Your  ad  for 

Bids  And  Proposals 
Business  Opportunities 

Communications 

Marketplace 

Consulting  Services 

Real  Estate 

Publications 

Seminars  And  Conferences 

Can  be  here  for  $148.75 

Contact:  Joan  Bayon  Pinsky 

1-800-343-6474  x263 
(or  in  MA  617-879-0700) 


AT&T 

Cellular 

Mobile 

Phones 

$899.00  PLUS  TAX 

INCLUDES  FREE  STANDARD 
INSTALLATION  IN  MASS. 

•  Delivered  DPS 
anywhere  in 
the  U.S. 

•  Installed  by 
local  authorized 
installer. 

•  Full  2-year 
warranty. 

Call 

Arista 

Communications 

Today! 

(617)875-4888 

'  Foreign  cars/sports  cars 

may  require  additional  charge. 


TRAINING 


T1  &  X.2S 

courses  now 
available! 

Transform  your  PC  into  a 
.personal  instructor  with 


HELStUtOf 


TELECOMMUNICATIONS  TRAINING  SERIES 
CALL  FOR  FRF.k  BROCHURL 

800-S42-2242 
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Experience  new  challenges 
with  a  familiar  name. 


Our  Business  Imaging  Systems  Division,  a  leading  supplier  of  computer  output  micro¬ 
filming  and  computer-assisted  retrieval  systems,  is  growing  by  bytes  and  bounds.  And  as 
we  grow,  we're  looking  for  a  seasoned  professional  with  the  strategic  planning  experi¬ 
ence  needed  to  direct  that  growth. 

We  require  an  individual  with  at  least  10  years  business  planning  experience  in  the 
information  management  or  automated  office  products  field.  The  candidate  we  select 
also  should  possess  a  strong  background  in  sourcing  products  and  technologies  through 
OEMs:  licensing;  joint  ventures:  and  acquisitions.  An  MBA  is  highly  desirable. 

For  the  qualified  individual,  this  is  an  outstanding  opportunity  to  play  a  key  role  in  a 
growing  organization,  backed  by  the  familiar  name  of  Kodak.  So  if  you're  ready  to  join 
a  winning  team  and  put  your  career  on  a  challenging  growth  path,  send  your  resume 
today  to:  Personnel  Resources,  Dept.  DSPL,  Eastman  Kodak  Company,  Rochester, 
NY  14650. 


Kodak. 


The  right  place. 


The  right  time. 


An  equal  opportunity  employer 


CORNELL  NATIONAL 
SUPERCOMPUTER  FACILITY 

The  Center  for  Theory  and  Simulation  in  Science  and  Engineering,  a 
major  multidisciplinary  research  center  devoted  to  large-scale  computing, 
is  expanding  the  staff  of  its  National  Supercomputer  Facility  (CNSF)  to 
include  the  following: 

SOFTWARE  SYSTEMS 
TECHNICAL  SPECIALISTS 

Design  and  implement  basic  systems  software  or  significant  subsystems 
in  support  of  a  fast  growing  scientific  user  community  at  the  CNSF.  Pro¬ 
vide  technical  support  in  use  of  system  components,  including 
maintenance,  documentation,  performance  measurement,  and  staff 
training.  Requires  coordinating  with  vendors,  staff  and  other  Cornell 
departments.  Working  knowledge  of  IBM  / 370  assembler  and  VM  /CMS 
essential.  Scientific  computing  background  a  must. 

SOFTWARE  SYSTEMS 
PROGRAMMERS 

Design,  adapt,  implement  and  maintain  basic  systems  software  or  signifi¬ 
cant  subsystems  in  support  of  a  fast  growing  scientific  user  community 
at  the  CNSF.  Provide  technical  support  in  use  of  systems  components, 
including  documentation,  performance  measurement,  and  staff  train¬ 
ing.  Bachelor's  degree  or  equivalent  plus  2-4  years  computing  ex¬ 
perience.  Working  knowledge  of  IBM/370  assembler  is  essential  and 
knowledge  of  VM/CMS  highly  desirable.  Scientific  computing 
background  a  plus. 

Send  cover  letter  and  resume  to:  Judith  Deane,  Staffing  Services,  Dept. 
CNSF-CW,  Cornell  Theory  Center,  CORNELL  UNIVERSITY,  160  Day 
Hall.  Ithaca,  NY  14853. 

■■■■■■■■ 
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CORNELL  THEORY'  CENTER 


Ar  Affirmative  Action /Equal  Opportunity  Employer 


PROGRAMMER 

ANALYST 

Southeastern  positions  available 
in  areas  serviced  by  our 
NASHVILLE,  TN:  CHARLOTTE, 
NC:  and  COLUMBIA,  SC  offices 
in  the  following: 


*  Intergraph/CAD 

*  VAX,  Systems  Programmer/ 
Systems  Manager 

*  VAX,  Microvax,  Fortran, 
Cortex 

*  VAX,  Cluster  Manager 

*  VAX  Systems  Programmer 
(1-3  years  experience) 

*  VAX,  Relational  Database 

*  VAX,  PDP,  Basic  plus  2 

*  IBM,  CSP 

*  Data  Modeling 

*  IDMS/ADSO 

*  Natural/Adabas 

We  offer  excellent  benefits  and 
competitive  salaries.  Call  or  send 
resume  to  our  corporate  office: 


AMERICAN  COMPUTER 
PROFESSIONALS 
P.O.  Box  51  25 
Columbia,  SC  29250 
1/800/332-0555 

Equal  Opportunity  Employer 


jm 
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At  Denny's,  it's  a 
billion-dollar  corporation. 

And  a  multi-faceted  career. 

Consider  the  companies  we  keep:  Denny's  Rest¬ 
aurants,  Winchell's  Donut  Houses,  El  Polio  Loco, 
Proficient  Food  Company,  and  Portion-Trol. 

As  the  corporate  foundation  for  these  companies, 
Denny's  can  offer  a  positive  career  environment 
where  Systems  and  Programmer  Analysts  are  chal¬ 
lenged  by  diverse  responsibilities.  And  we  back 
those  responsibilities  with  a  strong  career  devel¬ 
opment  effort,  including  education  programs  and 
performance  recognition. 


Systems  Analyst  •  Programmer  Analyst 

Working  in  the  Financial,  Distribution  and  Inven¬ 
tory,  Employee  or  the  In-Store  Systems  groups,  you 
will  combine  both  your  technical  and  business 
perspective  on  several  new  applications.  These  in¬ 
clude:  on-line  General  Ledger;  Fixed  Assets;  Cost 
Accounting,  Food  Costing;  Installation  of  new 
Human  Resources  Systems,  company  wide  Group 
Benefits;  micro-based  Back  Office  System. 

A  minimum  of  2-5  years  COBOL  programming  ex¬ 
perience  within  a  large  scale  IBM  environment  re¬ 
quired.  BS  degree,  IMS  and/or  CICS  highly  desired. 
Systems  Analyst  openings  require  an  additional  2  + 
years  as  a  project  leader  with  direct  accountability 
to  users. 


Technical  Systems  Specialists 

As  a  senior  member  of  our  closely  knit  Systems  Pro¬ 
gramming  group,  you  will  make  top-level  technical 
contributions  in  the  VTAM/NCP  area.  Requires  mini¬ 
mum  5  years  systems  programming  with  proven 
background  in  VTAM.  Familiarity  with  the  3725  or 
3705  preferred.  Prior  experience  in  applications  pro¬ 
gramming  with  knowledge  of  CICS  or  MVS  concepts 
a  plus. 

Striving  for  the  best  a  business  can  be.  This  is 
Denny's  Inc.,  and  as  part  of  Information  Services, 
you'll  play  a  key  role  in  our  creative  and  integrated 
approach  to  the  Information  Services  business.  To  be 
considered  for  one  of  the  above  openings  —  offer¬ 
ing  excellent  salary  and  benefits,  please  call  Kacey 
Brumley  at  (714J  670-5385.  You  may  also  send 
your  resume  to:  Denny's  Inc.,  Dept.  503,  16700 
Valley  View  Ave.,  La  Mirada,  CA  90637.  We 
are  an  equal  opportunity  employer. 

Denny’s  Inc. 

Striving  for  the  best  a  business  can  be. 


PROGRAMMER/ANALYST 

Progressive  Madison-based  insurance  corpo¬ 
ration  seeking  a  strong  application  program¬ 
mer  to  provide  support  on  an  IBM  System  38. 

•  3-5  years  RPG  III  programming  experience 
on  IBM  System  38 

•  2  year  degree  or  equivalent  experience 

•  Excellent  oral  and  written  commmunication 
skills 

Attractive  benefits  and  compensation  pack¬ 
age  Send  resume  with  salary  history  by  Fri¬ 
day  October  9  to: 

WEAIT  Insurance  Corporation 
PO  Box  7338 
Madison  .  Wl  53707 
Attn:  Personnel 

EOE 


SYSTEM 

ADMINISTRATOR 

System  Administrator  for  UNIX  based 
supermicro  in  New  York  City,  handling 
fund  accounting  personnel,  and  other 
administrative  functions.  Administrator 
will  provide  user  services,  back-up  and 
troubleshoot  hardware  and  software 
problems.  Some  database  program¬ 
ming  required.  Knowledge  of  INlFOR- 
M1X  and  COBOL  would  be  an  asset. 
Salary:  $25,000.  Excellent  benefits. 
Equal  opportunity  employer.  Send  re¬ 
sume  to-  Box  #CW-B4971 ,  Computer- 
world,  P.O.  Box  9171,  Framingham, 
MA  01 701 -91 71. 
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E-SYSTEMS 


If  you’re  in  the  aircraft  industry 
consider  a  career  with  E -Systems. 

At  E-Systems  Greenville  Division,  our  reputation  as  a 
leading  aircraft  overhaul/modification  company  is  as 
broad  as  the  Texas  skies.  The  Greenville  Division  of 
E-Systems  continues  to  lead  today’s  technology  in  the 
development  and  packaging  of  highly  sophisticated  elec¬ 
tronic  systems,  for  EW,  reconnaissance  and  intelligence 
applications.  We  are  also  one  of  the  largest  and  most 
successful  major  aircraft  structural  modification  facili¬ 
ties  in  the  defense  and  commercial  industries.  Due  to 
current  expansion  we  presently  have  an  immediate 
opening  in  the  following  area: 

Quality  Assurance  Engineer 

This  position  will  require  4  years  of  experience  and  a 
BSCS  or  related  field.  Individual  will  be  responsible  for 
software  quality  throughout  development  cycle,  pro¬ 
gram  planning,  requirements  analysis,  design  reviews, 
software  testing  as  well  as  evaluate  the  software  develop¬ 
ment  process  and  products. 

Together  with  the  exceptional  compensation,  benefits 
and  opportunity  for  personal  growth  you  get  from 
working  for  an  industry  leader,  there’s  no  better  reason 
to  make  a  career  move  to  E-Systems  Greenville  Division 
—  today! 

If  you  are  qualified  for  one  of  these  unique  opportunities 
mail  vour  technical  resume  in  complete  confidence  to: 
Staffing,  E-Systems,  Inc.,  Greenville  Division,  P.O.  Box 
1056,  CB1V  81,  Dept.  36-0928ES,  Greenville,  Texas 
75401. 


An  Equal  Opportunity  Employer,  M/E  V,  H. 
U.S.  Citizenship  Required.  Principals  Only. 


IP 

E-SYSTEMS 

The  science  of  systems. 

(ft 

Project  Leader  f 

PROEUflMMER 

DilBLVST 


Must  have  5  to  8  years  experience  in  an  IBM  environ¬ 
ment.  Order  processing,  inventory  and  billing  experi¬ 
ence  would  be  helpful.  Excellent  written  and  verbal 
skills  to  complement  extensive  user  interface.  A  proven 
track  record  in  life-cycle  in  an  online  environment.  Must 
be  capable  of  accepting  major  project  responsibilities. 

The  successful  candidate  will  have  strong  business  ori¬ 
entation  that  includes  a  degree  in  Business  Administra¬ 
tion  or  equivalent.  We  utilize  an  IBM  4361  computer 
system  running  VSE/SP.  Highly  developed  technical 
skills  in  languages  such  as  IBM  CICS  command  level 
and  COBOL.  Pansophic’s  GENER/OL  and  EASY- 
TRIEVE  software  products  are  a  definite  plus. 

Qualified  applicants  should  forward  resume  and  salary 
history  to:  Human  Resources  Department,  ESPN,  INC., 
ESPN  Plaza,  Bristol,  CT  06010. 

PLEASE  NO  PHONE  INQUIRIES 
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THE  TOTAL  SPORTS  NETWORK 


Equal  Opportunity  Affirmative  Action  Employer, 


SYSTEMS  SPECIALIST 

Perform  variety  of  operational,  development, 
and  administrative  tasks  on  PRIME  system 
networked  to  40  PC's  In  Manhattan  office  of 
New  York  State  Public  Authority  Work  re¬ 
quires  extensive  experience  with  PC  software 
and  (LOTUS  1-2-3,  R  base,  System  V. 
MSDOS).  PC  and  peripheral  hardware  (instal¬ 
lation,  configuration  and  maintenance)  and 
minicomputers  (PRIME  system  administra¬ 
tion,  networking,  communications).  Job  re¬ 
quires  considerable  independent  judgement 
and  dose  coordination  with  Albany  central  of¬ 
fice  Qualifications:  B.S.  in  Computer  Science 
or  related  field  plus  at  least  2  years  of  profes¬ 
sional  systems  expenence.  Salary  negotiable. 
Submit  resume,  requirements  to: 

CW-B4968 
Computerworld 
Box  9171 

Framingham,  MA  01701-9171 

An  Equal  Opportunity  Employer 


ANALYST  PROGRAMMERS 
DATABASE  ANALYST 

Major  corporation  relocating  operations  to  a 
highly  desirable  eastern  PA  location.  Positions 
exist  for  individuals  to  work  on  large  projects 
as  part  of  a  dynamic  project  team  and  to  han¬ 
dle  smaller  projects  independently.  Current 
systems  are  on-line  applications  utilizing  IBM 
hardware.  4  year  degree  (Business  or  Com¬ 
puter  Science)  preferred,  but  will  consider  ex¬ 
perience  in  COBOL  and/or  PL/1  with  knowl¬ 
edge  of  OS  or  MVS  JCL.  Other  areas  of 
expenence  desirable  for  some  positions 
would  be  in  manufacturing,  with  an  ADABAS 
or  NATURAL  background;  knowledge  of  CY¬ 
BORG  payroll  or  McCormack  and  Dodge  fixed 
assets  packages.  Excellent  compensation 
benefit  package.  Ust  your  resume  in  confi¬ 
dence  on  our  national  network.  Please  include 
salary  and  geographic  preference. 

J-Rand  Personnel,  Inc. 

2  Bethlehem  Plaza 
Bethlehem,  PA  18018 


CAPACITY  PLANNING 
ANALYST 

travelers  express,  a  national  leader  in  payment  ser¬ 
vices  and  electronic  funds  transfer  for  the  banking/ 
credit  union  industry,  continues  to  experience  steady 
growth.  Our  reputation  and  success  in  the  marketplace 
has  been  attributed  to  our  state-of-the-art  data  proces¬ 
sing  capabilities.  Our  current  environment  includes 
IBM  30XX  and  43XX  processors  under  MVS/XA  with 
CICS  and  an  extensive  data  communications  network. 
Currently  we  are  seeking  an  experienced  Capacity 
Planning  Analyst  to  set  future  direction  for  our  Infor¬ 
mation  Systems  Department. 

Primary  responsibilities  for  this  position  will  include 
providing  analysis  and  assistance  on  efficient  applica¬ 
tion  system  design;  conduct  feasibility  studies;  and 
provide  general  reporting  on  system  capacity  and 
usage.  Our  ideal  candidate  will  possess  a  minimum  of 
four  years  experience  in  systems  programming/analy¬ 
sis.  Must  be  familiar  with  IBM  operating  systems  (MVS/ 
XA  preferred),  queueing  theory  and  statistical  model¬ 
ing.  A  two  year  certificate  in  Computer  Programming  or 
a  four  year  degree  in  Computer  Science  is  required. 

Your  talents  will  be  rewarded  with  a  competitive  salary 
and  comprehensive  benefits  package.  Should  your 
background  match  our  requirements  and  you  desire 
further  technical  challenges,  please  forward  your 
resume  including  salary  history  to: 

^Travelers  Express 

a  r  scvLiru  nun  — rruiMviv 


A  GKFYHOUND 


COMPANY 


5075  Wayzata  Boulevard 
Minneapolis,  MN  55416 
Attn:  Robert  Martinez 

Equal  Opportunity  Employer 


Artec  Distributing,  Inc.,  a  national  distributor  of  entertain¬ 
ment  video,  seeks  a  Project  Leader  to  aid  in  the  expansion 
of  its  new  Service  Merchandising  Information  Systems 
Department. 

The  ideal  candidate  has: 

•  Demonstrated  experience  leading  systems  development 
projects  in  a  business  environment 

•  3-5  years’  programming  experience 

•  2  years’  experience  DEC  VAX-VMS  Basic  environment 

•  Knowledge  of  business  applications,  communication  soft¬ 
ware  or  RDB  software  helpful 

•  Business/CS  degree  or  equivalent 

Artec  offers  competitive  salary  and  benefits.  Our  location,  on 
beautiful  Lake  Champlain,  offers  year-round  living  to  suit  any 
lifestyle.  Thirty  minute  drive  to  the  best  skiing  in  the  Northeast. 
Its  close  proximity  to  Burlington  International  Airport  offers 
easy  access  to  Boston  and  New  York  City. 

Please  send  your  resume  and  salary  requirements  to: 

Deborah  Moulton,  Artec  Distributing,  Inc.,  One  Pine  Haven 
Shore  Road,  Shelburne,  VT  05482. 


EOE  M/F 


Senior 

Programmer/ 

Analyst 


Allied  Fibers,  a  division  of  Allied-Signal,  a  worldwide  advanced 
technology  company,  has  an  attractive  opportunity  available 
at  its  Chesterfield  Plant  near  Richmond,  Virginia  for  a  qualified 
professional. 

You  will  be  responsible  for  user  interface,  systems  design,  hard¬ 
ware/software  evaluation,  programming  and  implementation  of 
real  time  applications.  This  position  requires  a  college  degree 
and  3-5  years  programming  experience  using  VAX/VMS  operating 
system.  Also  required  is  experience  with  FORTRAN  or  COBOL 
with  DBMS,  FMS  and  DATATRIEVE. 

We  offer  a  competitive  salary  commensurate  with  experience  and 
a  comprehensive  benefits  package.  To  apply,  please  send  re¬ 
sume  and  salary  history  to:  Mr.  C.E.  Willard,  Allied-Signal  Inc., 
Chesterfield  Plant,  P.O.  Box  831 ,  Hopewell,  VA  23860. 


An  equal  opportunity  employer 


AlliedFibers 


Signal 


LAN  MANAGER 

Large  LAN  needs  operations  supervi¬ 
sor  and  applications  expert  to  manage/ 
develop  TV/radio  newsroom,  graphics, 
database,  and  office  automation  sys¬ 
tems.  Environment  MS-DOS  3.2/MS- 
Net/Ethemet.  Salary  32-42K,  Master's, 
5  yrs  exp  in  micro  and  LAN  applications 
and  management.  Must  receive  resume 
by  October  15, 1987. 

Tom  krynski 
University  of  Florida 
College  of  Journalism 
WRUF  Radio 
3100  Weimer  Hall,  UF, 

Gainsville,  FL  32611 
AA1EEO  Employer 


CMA 

Special  CMA 
Show  Issue  - 
October  19th 

Closes:  October  9th 

i  { 

Long  Island,  NY 
-October  21-23 

COMDEX 

Fall 

Special  COMDEX 
Fall  Show  Issue  - 
November  2nd 

Closes:  October  23rd 

Las  Vegas,  NV 
-  November  2-6 

SETA 

Special  SETA 
Show  Issue  - 
November  16th 

Closes:  November  6th 

Orlando,  FL 
-  November  1 6-1 8 

Bonus 
Shows  & 
Hotel 

Distribution 

Call  for  further  information 
on  advertising  in 
these  Special  Issues. 

NETWORK 

WORLD 

Contact: 

Classified 

Advertising, 

375  Cochituate, 
P.O.  Box  9171, 
Framingham,  MA 
01701-9171 

1-800-343-6474 
(In  Mass) 
617-879-0700 
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2  MAXIMIZE  YOUR  DRIVE  ■ 

Become  a  major  contributor  to  our  leading  edge,  ultra  high  capacity 
IBM  PC/compatible  storage  subsystem  product  development. 
STORAGE  DIMENSIONS,  a  MAXTOR  COMPANY,  is  the 
state-of-the-art  leader  with  a  broad  range  of  hard  disk  and  optical 
subsystems  from  70M bytes  to  800Mbytes  for  MS  DOS,  Novell, 
Xenix,  and  other  applications. 

We  have  a  strong  committment  and  a  spirited  drive  to  position 
ourselves  as  the  most  successful  disk  drive  company  for  the  next 
generation  of  computing.  If  you  have  maximum  personal  drive  and 
are  not  afraid  of  growth,  then  consider  the  following  career 
opportunities: 

SR.  SOFTWARE  ENG.  -  OPTICAL  PRODUCTS  - 

Develop  optical  WORM  subsystems  for  IBM  PC/compatibles, 
specific  applications  prgms  for  WORM  subsystems  for  data 
archiving,  and  a  WORM  file  system  that  allows  integration  into 
different  operating  systems.  Create  device  drivers  &  work  with  3rd 
party  developers  to  evaluate  and  potentially  license  software. 
Requires  5-7  yrs  experience  writing  8086/80286  assembly  and  C 
language  prgms,  including  MS  DOS  device  drivers,  utility  and 
applications  prgms.  Must  be  familiar  with  SCSI  interface. 

SOFTWARE  ENGINEERS  - 

MASS  STORAGE  SUBSYSTEMS  -  Develop  device 

drivers,  utility  prgms,  &  applications  prgms  for  new  hard  disk  and 

optical  WORM  subsystems  for  IBM  PC/compatibles.  Requires  1-3 

yrs  experience  writing  8086/80286  assembly  and  C  language 

prgms,  including  MS  DOS  device  drivers,  utility  and  applications 

prgms. 

SOFTWARE  ENG.  -  APPLE  MACINTOSH  - 

Be  at  the  forefront  of  our  MAC  product  development  of  high 
capacity  hard  disk  and  WORM  subsystems.  Create  integration 
software  MAC,  MAC+,  MAC  SE  &  MAC  II,  including  the  new 
AppleShare  file  saver  operating  system.  Requires  3-5  yrs 
experience  with  Macintosh  software  development,  integrating  hard 
disks  and/or  other  peripherals. 

If  you  want  to  participate  in  changing  the  future  of  mass  storage 
with  a  dynamic  growing  company,  send  your  resume  to: 
STORAGE  DIMENSIONS,  Human  Resources,  981  University 
Ave.,  Los  Gatos,  CA.  95030.  An  EOE. 


STORAGE 

DIMENSIONS 

^ .  lht~Lxperts  In  High  Capacity  PC  Storage 


Network  Design 


RES  is  representing  a  world  leader  in  the  Telecommunications  industry.  Expansion  has 
created  an  immediate  requirement  for  the  following: 

MANAGER  NETWORK  DESIGN:  Requires  a  BSEE,  CS,  Math  or  relevant  degree, 
with  Project  Management  experience  in  designing  large  integrated  networks.  Experience  using 
software  tools  in  a  mainframe  environment  designing  large  voice  networks  is  a  must.  Preferred 
experience  includes  installation  or  operations  of  PBX  and  tandem  switching,  as  well  as  data 
network  design. 

SENIOR  NETWORK  DESIGN  ENGINEERS:  Requires  a  BSEE,  CS,  Math  or 
relevant  degree,  with  large  integrated  network  design  experience.  Experience  in  a 
telecommunication  regulatory  environment  with  knowledge  of  tariffs,  and  exposure  to 
installation  or  operations  of  tandem  switching  and  PBX  is  also  required.  Preferred  experience 
includes  data  network  design  as  well  as  some  project  management  experience. 


•  NO  RESUME  REQUIRED  •  OUTSTANDING  SALARY 


To  apply  CALL  OUR  24  HOUR,  7  DAYS  PER  WEEK  TOLL-FREE  NUMBER  LISTED  BELOW, 

or  send  resume  to  RES  R67,  7676  Hillmont,  Suite  290,  Houston,  TX  77040.  Our  client  is  an 
equal  opportunity  employer. 

CALL  1-800-221-3333,  EXT.  R67 
CALL  TODAY  OR  ANYTIME 


Recruitment  Enhancement  Services,  Inc. 


Telecommunications 
Sales  And 
Support  Staff 


DP  CONSULTANTS 


Join  In  On  The  Start-Up 
Of  This  Exciting  New 
Telemarketing  Program 


SYSTEMS  DEVELOPMENT  OPPORTUNITY 

The  Los  Angeles  Times 
Information  Systems  Department 

We  are  developing  a  major  on-line  Integrated 
Circulation  Information  System  using  large 
scale  IBM  mainframes  to  support  a  500+  terminal 
network.  Structured  design  techniques  will  be 
utilized  and  Software  AG  s  ADABAS. 


Subcontracting/Employment 
Opportunities  in  CT  &  NY 

Min  3  yrs  experience  req’d. 

•  IMS/CICS/COBOL 

•  TOTAL/FOCUS/MANTIS 

•  DB2/SQL/PL1 

•  rpg  Hill 

•  MVS  Tech  Support 

Forward  resumes,  salary  req’s  to: 

American 

■Tir^onsulting 

's^'roup 

vl^nc 

2348  Whitney  Ave,  Suite  #2 
Hamden,  CT  06518 


Project  Leader 

An  outstanding  opportunity  exists  for  a  Project  Leader  with  experience 
developing  on-line  systems  utilizing  DBMS  technology. 

Knowledge  of  Software  AG’s  ADABAS  and  NATURAL  is  preferred, 
however,  a  comprehensive  training  program  is  available. 

Candidates  must  have  prior  project  management  responsibility  for 
design,  coding,  testing  and  implementation,  and  experience  using  data 
modeling  techniques  and  4th  generation  languages. 

The  successful  candidate  will  have  a  minimum  of  5  years  appropriate 
experience  in  an  IBM  environment,  with  an  in-depth  knowledge  of  IBM 
system  utilities  and  facilities.  A  college  degree  is  preferred. 

Los  Angeles  Times  offers  an  excellent  salary  and  comprehensive 
benefits  package. 

Send  resume  with  salary  history  in  complete  confidence  to:  Systems 

Development  Opportunity,  Los  Angeles  Times,  Employee  Relations 
Dept.,  145  So.  Spring  Street,  Los  Angeles,  CA  90053. 

fio*  Angeles  (Times 

An  Affirmative  Action  Employer.  Principals  only  should  apply. 


SYSTEMS  ANALYST 

Salary:  $28,470  -  $38,116.  The  primary  re¬ 
sponsibility  will  be  to  design  and  develop  an 
integrated  on-line  system  as  well  as  analyzing 
and  meeting  the  needs  of  multiple  users.  A  4 
year  degree  in  Computer  Science  or  quantita¬ 
tive  systems  and  2  years  experience  in  on-line 
integrated  systems  design  and  development 
is  required.  5  years  in  the  design  and  develop¬ 
ment  of  on-line  integrated  systems  is  pre¬ 
ferred. 

PROGRAMMING  ANALYST 

Salary:  $27,092  -  $36,270.  Responsible  for 
the  origination  and  revision  of  computer  pro¬ 
grams  through  the  application  of  high-level 
computer  languages.  A  2  year  degree  in  com¬ 
puter  programming  or  computer  science  and 
2  years  experiene  in  the  use  of  a  high-level 
language,  on-line  integrated  systems  and  da¬ 
tabase  exposure  is  required.  Specific  experi¬ 
ence  in  Data  General  AOS/VS,  ICOBOL,  CO¬ 
BOL  74,  and  INFOS  is  highly  desirable 

Apply  by  October  9, 1987.  Call  602-435-4121 
for  an  official  application  or  send  resume  to: 

City  of  Glendale 


Contel  Business  Networks  is  the  largest  provider  of 
network  analysis  systems  software  and  is  aggres¬ 
sively  pursuing  new  and  innovative  marketing  strate¬ 
gies.  Due  to  a  concentrated  new  telemarketing  pro¬ 
gram  designed  to  generate,  sell  and  manage  new 
business  prospects  and  customers,  we  have  the  fol 
lowing  positions  currently  available: 


SALES  ENGINEER-NETWORK 
APPLICATIONS 

The  qualified  applicants  should  have 
data  networking  or  equivalent  back¬ 
ground  in  design  and  analysis  of 
private  line  multi  point  net¬ 
works.  A  background  in  voice 
network  design  and  optimization 
is  also  desirable.  Sales  or  sales  sup¬ 
port  experience  is  a  plus.  Responsibili 
ties  will  include  demonstrating  the  MIND 
networking  systems  to  pre-qualified  pros 
pects  and  existing  clients  as  cost-effective  solu¬ 
tions  to  complex  data  networking  problems.  A  20% 
travel  schedule  is  anticipated. 

TELEMARKETING  SERVICES  SUPERVISOR 


ft 


A  marketing  degree  or  equivalent  work  experience  in 
the  telecommunications  industry  could  open  up  an 
exciting  opportunity  for  the  right  person  to  expand 
and  manage  a  telemarketing  services  group  toward 
broader  goals  and  responsibilities.  The  successful 
candidate  will  be  a  working  supervisor  at  first  and  de¬ 
velop  procedures  and  scripts  for  supporting  a  direct 
sales  force  and  distributorship  programs. 


TELEMARKETING  SERVICE 
REPRESENTATIVES 

High  school  graduates  (some  college  a  plus)  with 
telemarketing  experience  will  round  out  the  group. 

A  good  telephone  technique  (personable  and  pleas¬ 
ant,  but  aggressive)  is  necessary  for  follow-up  calls  to 
prospective  clients  for  our  software  products.  Other 
responsibilities  will  include  development  and  support 
of  distributors  and  direct  sales  force.  Experience  with 
PC-based  sales  management  systems  a  plus. 

Contel  offers  an  excellent  compensation  package  in¬ 
cluding  a  competitive  salary  and  commission  sched 
ule,  plus  the  challenges  and  rewards  that  come  from 
working  for  a  leader.  Please  forward  resume  and  sal¬ 
ary  history  to:  Contel  Business  Networks,  Dept.  1 99, 
130  Steamboat  Road,  Great  Neck,  NY  1  1024. 


An  Equal  Opportunity  Employer  m/f/h/v. 


Business 

Networks 


Human  Resources  Dept. 
5850  W.  Glendale  Ave. 
Glendale,  AZ  85301 


PEOPLE  IN  TOUCH  WITH  TECHNOLOGY 
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SENIOR  QUALITY 
ASSURANCE  ANALYST 

The  Dayton  Hudson  Department  Store  Company  (DHDSC) 
is  a  $1 .5  billion  division  of  one  of  the  largest  retail  organiza¬ 
tions  in  the  country,  the  Dayton  Hudson  Corporation. 

Based  in  Minneapolis,  our  MIS  division  is  expanding  its  Qual¬ 
ity  Assurance  group,  and  we  are  looking  for  a  growth-oriented 
professional  to  join  our  team. 

Responsibilities  of  the  position  include:  1)  support  of  develop¬ 
ment  methodologies  and  training  programs;  2)  participation 
in  development  task  forces,  stage  revisions  and  audits;  3) 
definition  and  implementation  of  quality  measurements. 

Qualifications  for  this  position  include  5-8  years  of  progres¬ 
sive  DP  experience,  including  analysis,  design,  program¬ 
ming  and  project  management,  using  system  development 
methodologies  and  procedures.  Experience  as  a  Quality  As¬ 
surance  practitioner,  along  with  a  relevant  undergraduate  de¬ 
gree,  is  desirable. 

Candidates  should  send  a  resume,  including  salary  history, 
in  confidence  to  Michael  Tracy,  Executive  Placement/862, 
Dayton  Hudson  Department  Store  Company,  700  Nicollet 
Mall,  Minneapolis,  MN  55402.  Equal  Opportunity  Employer. 
Please,  no  agencies. 


DAYTON  HUDSON 
DEPARTMENT  STORE 
COMPANY 


SYSTEMS  PROGRAMMER 
TECH.  SUPPORT  MANAGER 

COMPUTER  DATA  SYSTEMS,  INC.  is  a  leader  in  high-tech 
data  processing  and  a  major  support  services  contractor. 
With  more  than  1300  employees  and  $53  million  in  revenues, 
our  superior  performance  has  resulted  in  a  1 9  year  history  of 
growth  and  success. 

Currently,  we  have  exciting  opportunities  within  our  corporate 
data  processing  center  for  the  following  positions: 

SENIOR  SYSTEMS  PROGRAMMER:  Candidates  must  have 
4  years’  experience  with  MVS,  JES2,  VTAM  or  NCP  in  an  IBM 
43XX  or  30XX  multi-CPU  environment.  Exposure  to  IDMS, 
CICS  and  SAS  is  a  plus. 

MANAGER  OF  TECHNICAL  SUPPORT:  Position  involves  the 
management  of  systems  programming  staff  responsible  for 
on-going  maintenance  of  MVS  and  related  products.  Candi¬ 
dates  must  have  5  years’  experience  as  a  technical  leader  in  a 
systems  environment. 

Salaries  are  commensurate  with  experience,  complemented 
by  a  full  benefits  package.  For  immediate  consideration,  send 
resume  to:  COMPUTER  DATA  SYSTEMS,  INC.,  HRD-E448, 
One  Curie  Court,  Rockville,  MD  20850.  An  Equal  Opportunity 
Employer  M/F/H/V 


CDSI 


7 


7 


1 

\y 


NETWORK 
PROGRAMMER 

This  position  is  technical  in  support  of  the  campus  wide 
networks  of  Princeton  University.  The  position  is  one  which 
will  deal  with  local  area  networks  and  wide  area  networks 
with  strong  emphasis  on  the  Apple  Mac  and  its  integration 
into  the  campus  networks.  Knowledge  of  the  Mac,  Apple- 
Talk,  and  communications  is  highly  desirable.  Candidates 
with  strong  interest  in  communications  and  a  willingness  to 
learn  will  also  be  considered.  Candidates  will  have  the  op¬ 
portunity  to  work  with  a  number  of  different  networks,  sys¬ 
tems,  and  hardware  configurations. 

The  position  encompasses  development  of  new  code, 
problem  determination,  and  maintenance  of  existing  net¬ 
works.  A  working  knowledge  of  Pascal,  C,  or  IBM  assem¬ 
bler  language  is  required  and  experience  with  writing  Mac 
applications  will  be  a  plus. 

Send  resume  to:  BRUCE  FINNIE,  COMPUTING  &  INFOR¬ 
MATION  TECHNOLOGY,  87  PROSPECT  ST.,  PRINCE¬ 
TON  UNIVERSITY,  PRINCETON,  N.J.  08544. 

^Princeton  University 


PRINCETON.  NEW  JERSEY  08544 

An  Equal  Opportunlly/Alflrmatlve 
Action  Employer 


data  processing 


COMPUTER 
PROGRAMMERS 

Manufacturing 

Retail 


Multi-faceted  company  engaged  in  retail  sales  manufacturing, 
real  estate  development  and  finances. 

Several  openings  for  programmers  with  3-5  years  of  COBOL 
experience.  Prefer  DEC  20/60  or  VAX  8600experience.  Positions 
with  retail  application  development  and  manufacturing  are 
available.  Initial  conception  and  systems  development  as  well  as 
maintenance  of  installed  systems.  Data  base  knowledge  a  plus. 
Degree  preferred.  Would  substitute  experience. 

Excellent  opportunity  for  a  self-starter;  good  career  potential  and 
advancement  opportunity. 

Located  in  a  quiet  family  oriented  community.  We  offer  an 
excellent  benefit  and  compensation  plan.  Salary  commensurate 
with  experience. 

Send  resume  and  salary  history  to:  ORSCHELIN  INDUSTRIES, 
Human  Resources  Manager,  P.O.  Box  266,  Moberly,  Missouri, 

65270.  Equal  Opportunity  Employer. 


SENIOR  SYSTEMS 
PROGRAMMERS 

The  Los  Angeles  Times  has  recently  embarked 
on  a  major  development  which  includes 
installation  and  upgrading  of  existing  data 
center  hardware. 

As  a  result  of  this  expansion,  we  are  looking  for  qualified  individuals 
with  a  minimum  of  5  years’  experience  with  MVS  internals,  installation 
and  tuning,  and  extensive  experience  with  TP  monitors.  Experience  with 
MVS/XA,  CICS  or  COM-PLETE  preferred. 

As  a  member  of  the  Technical  Support  Group,  responsibilities  will 
include  providing  system  support  in  the  installation,  maintenance  and 
performance  tuning  for  COM-PLETE,  Software  AG  TP  monitor  and 
assist  with  establishment  of  the  MVS  systems  environment. 

Along  with  the  opportunity  to  work  for  a  recognized  industry  leader, 
The  Los  Angeles  Times  offers  an  excellent  salary  and  comprehensive 
benefits  package. 

Please  send  your  resume  and  salary  history,  indicating  position  of 
interest,  in  complete  confidence,  to:  Systems  Development  Oppor¬ 
tunities,  Los  Angeles  Times,  Employee  Relations  Dept.,  Los  Angeles, 
CA  90053. 

Cos  Angeles  dimes 

An  Affirmative  Action  Employer.  Principals  only  should  apply. 


APPLICATION 

PROGRAMMER 

CW  Transport,  a  major  transportation 
company,  located  in  central  Wisconsin 
has  an  immediate  opening  for  a  pro¬ 
grammer.  Experience  and  qualifications 
should  include  a  minimum  of  3  years 
exp  in  an  IBM  DOS/VSE  environment 
using  CICS,  Assembler,  COBOL  and 
VS  AM.  Send  resume  to: 

Director  of  MIS 
CW  Transport  Inc. 

610  High  St. 

Wisconsin  Rapids,  Wl  54494 
Tel.  (715)  424-4500. 

EOE 


CHICAGO  AREA 

DO  YOU  NEED  A  ... 
COMPUTER  PROFESSIONAL? 
ANALYSTS,  PROGRAMMERS, 
OPERATORS 

Part-time 

Full-time 

Consulting 

CALL 

CompuTemps 

1 821  Walden  Office  Square 
Schaumburg,  IL  60173 
312-303-6681 


Beaufort  County,  S.C.  is  seeking 
Programmer  Analyst  II  for  UNISYS 
B3955/Datapoint  systems.  Re¬ 
quires  strong  application  experi¬ 
ence  using  COBOL  language  or 
DATABUS.  Micro  systems  experi¬ 
ence  desirable.  BS  degree  in  Com¬ 
puter  Science  and  3  years  experi¬ 
ence  or  7  years  of  equivalent 
experience.  Salary:  $25,952  - 
$28,547.  Send  resume  to  Person¬ 
nel  Director,  PO  Drawer  1228, 
Beaufort,  SC  29901 .  EOE. 
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Systems  Engineering 
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Project  Engineers/ 
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Development? 

Telecommunications 

Software 

Programmers? 

Systems  Network 
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Specialists? 

Telecommunications 
Network  Planners? 
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Communications? 

Senior  Satellite 
Systems  Engineers? 
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Group 
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No  matter  who  you 
want  to  recruit, 
Network  World 
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to  the  right  audience 
of  communications 
professionals. 

For  details  on 
advertising, 
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800-343-6474 
(617-879-0700  in  MA) 
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Access  fees  rock  user  strategies 

continued  from  page  1 


could  have  a  serious  impact  on  pri¬ 
vate  networks.  They  voiced  con¬ 
cern  that  state  public  utility  com¬ 
missions  will  follow  the  FCC’s  lead 
and  apply  similar  access  charges 
for  intrastate  calls. 

The  FCC  has  proposed  lifting 
the  access  charge  exemption  that 
packet  network  operators  now  en¬ 
joy,  charging  them  for  access  to  lo¬ 
cal  exchange  facilities  just  as  with 
long-haul  carriers.  But  in  its  pro¬ 
posal,  the  FCC  said  its  objective  is 
to  recover  costs  of  local  exchange 
access  from  all  users,  regardless  of 
their  designation  as  carriers,  en¬ 
hanced  service  providers  or  pri¬ 
vate  customers. 

If  corporations  become  subject 
to  the  proposed  access  charges,  it 
“will  completely  alter  the  way 
businesses  use  telecommunica¬ 
tions,”  said  Michael  Woody,  vice- 
president  for  regulatory  affairs  for 
TCA.  “Rates  are  going  to  go  right 
through  the  ceiling,”  Woody  main¬ 
tained.  “The  proposal  will  ulti¬ 
mately  eliminate  private  lines.  You 
might  as  well  just  use  dial-up  — 
there  will  be  no  economies  of 
scale.” 

Woody  is  manager  of  communi¬ 
cations  services  for  a  truck  manu¬ 
facturer  that  uses  private  lines  for 
data  and  is  also  a  large  user  of  pub¬ 
lic  packet-switching  services.  He 
asked  that  his  company  not  be 
named.  The  company’s  dealers  use 
the  packet-switched  network  to 
place  orders,  and  Woody  said  he 
believes  his  company  might  absorb 
the  additional  access  charges,  rath¬ 
er  than  pass  them  on  to  dealers. 

Financial  service  providers  Visa 
USA,  Inc.  and  MasterCard  Interna¬ 
tional,  Inc.  believe  the  access 
charge  would  not  only  increase  the 
prices  for  financial  services  but 
would  also  curtail  introduction  of 
new  services. 

Visa  and  MasterCard,  in  con¬ 
junction  with  the  California  Bank¬ 
ers  Clearing  House  Association  and 
the  New  York  Clearing  House  As¬ 
sociation,  detailed  their  objections 
in  comments  submitted  recently  to 
the  FCC. 

Electronic  credit  card  authoriza¬ 
tion,  debit  card  transactions,  elec¬ 
tronic  funds  transfer  and  home 
banking  are  financial  services  that 
would  be  affected  by  the  access 
charges,  said  Jerry  Appleby,  assis¬ 
tant  vice-president  for  Security  Pa¬ 
cific  Automation  Co.  “I  do  not  con¬ 
sider  myself  a  carrier.  Yet,  now  it 
looks  like  I’d  be  treated  like  one,” 
he  said. 

If  users  are  charged  the  eight 
cent-per-minute  access  charge  cur¬ 
rently  levied  on  interexchange  car¬ 
riers,  Visa  and  MasterCard  togeth¬ 
er  could  face  $200  million  of  access 
charges  annually,  according  to  fig¬ 
ures  compiled  by  Morrison  &  Foer- 
ster,  the  Washington,  D.C. -based 
law  firm  representing  Visa,  Mas¬ 
terCard  and  the  banking  associa¬ 
tions. 

“The  impact  is  not  just  on  the 
banks  but  on  the  merchants  and  all 
their  customers,”  Appleby  noted. 
“The  banks  would  more  than  likely 
pass  that  cost  back  to  the  mer¬ 
chants,  who  would  pass  it  back  on 


to  consumers.  If  the  proposal  goes 
through,  there  will  be  a  dramatic 
rate  shock  in  this  industry.” 

Extending  access  charges  to 
companies  such  as  financial  ser¬ 
vice  providers,  whose  customers 
employ  local  exchange  carriers  to 
dial  into  private  networks,  pre¬ 
sents  a  number  of  sticky  problems, 
said  Hank  Levine,  a  partner  with 
Morrison  &  Foerster. 

“To  develop  a  tracking  mecha¬ 
nism  would  be  virtually  impossi¬ 
ble,”  Levine  said.  Service  provid¬ 
ers  could  avoid  the  access  charges 
by  reconfiguring  their  networks  so 
that  interstate  calls  are  avoided  or 
by  bypassing  the  local  exchange 
carriers  and  directly  tying  to  the 
interexchange  carriers. 


Doelz  vs.  AT&T 
in  $25m  suit 

continued  from  page  2 
proved,  the  suit  alleged. 

It  wasn’t  until  after  the  meeting 
that  AT&T  proposed  its  own  data 
communications  equipment  in 
place  of  Doelz’s  hardware,  the  suit 
stated. 

Doelz  claimed  AT&T  used  the 
confidential  information  that  was 
presented  in  the  meeting  in  order 
to  persuade  the  bank  to  switch 
suppliers. 

The  bank  informed  Doelz  about 
the  change  at  the  end  of  Septem¬ 
ber. 

The  suit  charged  AT&T  with 
seven  violations:  inducing  breach 
of  contract,  interference  with  pro¬ 
spective  economic  advantage,  un¬ 
fair  competition,  misappropriation 
of  trade  secrets,  breach  of  fiducia¬ 
ry  duty,  violation  of  the  Uniform 
Trade  Secrets  Act  as  well  as  viola¬ 
tion  of  the  business  and  profes¬ 
sional  code. 


Hughes 
takes  flight 

continued  from  page  19 

Although  the  corporate  VLSI 
support  organization  initially  only 
supported  wide-area  links  for  VLSI 
engineering  at  five  or  six  sites, 
their  responsibilities  quickly  grew. 
“Now  we’re  supporting  all  engi¬ 
neering  work,  and  we’re  also  sup¬ 
porting  internal  departmental  and 
MIS  work,”  Covert  said.  “Ethernet 
is  a  good  medium  to  support  any 
kind  of  data.” 

Covert’s  group  also  supports  the 
belief  that  Ethernet  is  an  easy  and 
cost-effective  medium  to  extend. 
“It’s  easy  for  other  users  to  tap 
onto  it,”  said  Alexis  Bor,  a  net¬ 
work  consultant.  “Putting  in  dedi¬ 
cated  circuits  for  individual  con¬ 
nections  is  a  lot  more  expensive.” 

Although  Ethernet  is  the  trans¬ 
port  medium  of  choice  for  most  of 
Hughes’  local  net  users,  a  growing 
number  of  different  networking 
protocols  running  on  top  of  Ether¬ 
net.  “Once  the  Ethernet  is  there, 
it’s  very  simple .  to  add  another 
software  protocol  on  it,”  Covert 
said. 

“Initially,  we  were  going  to  sup- 


Or,  in  a  return  to  past  methods, 
credit  card  authorizations  could  be 
given  by  an  operator  stationed 
within  a  local  exchange,  Appleby 
said.  The  operator  could  do  credit 
card  checks  over  a  private  network 
and,  as  long  as  no  switching  is 
done,  the  access  charge  would  be 
avoided. 

Macy’s  California,  Inc.  has  a  T-l 
network  carrying  integrated  voice 
and  data  traffic  to  30  sites  in  the 
state.  Point-of-sale  information 
and  credit  card  authorizations  are 
among  the  data  carried  on  the  net¬ 
work. 

Donna  J.  Parker,  vice-president, 
telecommunications  for  Macy’s, 
said  she  wonders  whether  voice 
traffic  will  be  exempt  from  the  ac¬ 
cess  charge  or  whether  the  entire 
net  will  be  considered  a  data  net¬ 
work.  □ 


The  suit  said  Doelz  lost  revenue 
anticipated  from  the  sale  to  Bank 
of  America  and  lost  sales  to  other 
customers. 

Doelz  also  incurred  unnecessary 
expenses,  such  as  hiring  staff  to 
meet  the  anticipated  demand  for 
its  products. 

The  lost  contract  also  prevented 
the  company  from  raising  addition¬ 
al  capital,  and  the  value  of  the  cor¬ 
poration  has  been  damaged  be¬ 
cause  of  the  lost  revenue,  Doelz 
claimed.  The  suit  said  damage  to 
the  company  totals  more  than  $25 
million. 

The  defendants  have  20  days  to 
file  a  response  to  the  suit,  accord¬ 
ing  to  Richard  G.  Braman,  a  lawyer 
with  Gray,  Plant,  Mooty,  Mooty  & 
Bennett,  P.A.,  a  Minneapolis  firm 
that  is  representing  Doelz. 

Braman  said  the  two  parties 
have  been  talking  about  an  out-of- 
court  settlement  since  last  summer 
and  may  continue  to  do  so  until  the 
case  comes  to  trial  in  approximate¬ 
ly  one  year.  □ 


port  DECnet  and  TCP/IP,  which  is 
what  the  VLSI  community  was  us¬ 
ing,”  Covert  said.  “Since  then, 
more  protocols  have  become  avail¬ 
able  between  workstations  and 
PCs.  We’re  gradually  supporting 
them  as  they  become  available.  In 
a  company  the  size  of  Hughes,  you 
can’t  impose  a  single  networking 
standard.  You  have  to  support 
what  the  departments  are  going  to 
get.”  Covert’s  group  plans  to  sup¬ 
port  any  networking  protocol  that 
requires  an  area  addressing 
scheme,  such  as  that  used  in  DEC¬ 
net  and  in  Transmission  Control 
Protocol/Internet  Protocol.  “Be¬ 
cause  such  a  scheme  requires  that 
every  user  have  a  particular  num¬ 
ber  and  name,  it’s  necessary  to 
have  centralized  organization  to 
ensure  that  no  one  reuses  the  same 
number  and  name,”  Covert  said. 

Centralized  management  of  such 
an  installation  has  proven  to  be  the 
biggest  challenge  Covert’s  organi¬ 
zation  has  faced  —  and  the  weak¬ 
est  area  of  local  network  technol¬ 
ogy. 

“There  are  absolutely  no  man¬ 
agement  tools  available  now,  ex¬ 
cept  for  a  few  diagnostic  tools,” 
Covert  said.  “We  have  no  way  of 


Chevron  in  first 
test  of  PRI 

continued  from  page  4 
list”  of  applications  it  wants  to 
test,  Houghton  said,  but  he  would 
not  elaborate  on  them. 

“We’re  not  sure  what  we’ll  un¬ 
cover.  ISDN  is  coming,  and  we 
want  to  be  at  the  forefront  so 
we’re  in  a  position  to  take  advan¬ 
tage  of  any  capabilities  as  soon  as 
possible,”  he  said. 

Northern  Telecom  will  upgrade 
the  SL-1  by  adding  one  interface 
card  to  the  PBX  for  the  primary 
rate  link  and  a  second  card  to  ac¬ 
commodate  the  D  channel,  accord¬ 
ing  to  Jean  Poirier,  product  manag¬ 
er  for  ISDN. 

The  upgrades  will  cost  from 
$15,000  to  $35,000,  depending  on 
configuration.  Appropriate  soft¬ 
ware  will  also  be  provided.  The 
DMS-100  will  be  upgraded  in  a  sim¬ 
ilar  fashion. 

“ISDN  introduces  intelligence 
into  the  networks  and  extends  that 
intelligence  to  customer  premises,” 
Poirier  said.  Ultimately,  this  will 
allow  users  greater  control  over 
their  networks,  including  the  abili¬ 
ty  to  dynamically  reconfigure 
them. 

Poirier  differentiated  the  Pacific 
Bell  test  from  other  telephone  com¬ 
panies’  tests  of  primary  rate  access 
by  stressing  Pacific  Bell’s  focus  on 
providing  local  exchange  connec¬ 
tivity  to  a  commercial  customer. 

AT&T,  Poirier  said,  is  conduct¬ 
ing  internal  tests  of  the  Primary 
Rate  Interface. 

New  software 

Also  at  the  TCA  show,  Northern 
Telecom  introduced  a  new  soft¬ 
ware  release  for  the  SL-1.  Generic 
XII  Release  10,  combines  applica¬ 
tions  for  several  vertical  indus¬ 
tries.  It  will  be  available  in  the 
first  quarter  of  1988  and  priced  ac¬ 
cording  to  configuration.  O 


measuring  traffic  patterns,  doing 
troubleshooting  or  capacity  plan¬ 
ning  and  monitoring  network  per¬ 
formance.  It’s  very  hard  to  get  ac¬ 
curate,  good  samples  of  your 
network  traffic  when  most  of  the 
devices  you  have  can’t  intercept 
every  packet  that  goes  through  the 
network  at  10M  bit/ 
sec.” 

None  of  the  diagnostic  tools 
available  from  networking  vendors 
or  third-party  network  diagnostic 
companies  support  more  than  one 
protocol  over  Ethernet,  according 
to  Bor.  “None  of  the  vendors  seem 
to  take  the  overall  picture  and  say, 
‘I  want  to  manage  an  Ethernet  and 
all  the  protocols  that  run  on  that 
Ethernet.’  ”  Bor  said. 

“Ethernet  was  designed  for  lo¬ 
cal-area  networks,  which  means  it 
has  a  certain  distance  limitation,” 
Covert  said. 

“No  one  planned  to  make  it  a 
wide-area  network,  such  as  what 
we  have  now,”  he  said.  “Hardware 
vendors  have  since  come  out  with 
ways  to  extend  Ethernet’s  distance 
all  the  way  across  the  country. 
Now  the  software  vendors  have  to 
catch  up  with  ways  to  monitor  and 
control  these  networks.”  □ 
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Co-op  inks  cut-rate  PBX  pacts 

continued  from  page  1 


tracts  on  their  own,”  said  Edward 
Horrell,  president  of  Memphis, 
Tenn. -based  Econocom  Telecom¬ 
munications  Corp.,  which  markets 
computer  and  communications 
equipment. 

Amerinet  is  a  nationwide  coop¬ 
erative  formed  a  year  ago  to  pro¬ 
vide  member  hospitals  and  other 
health  care  providers  with  admin¬ 
istrative  and  group  purchasing  ser¬ 
vices.  Amerinet  acts  as  a  broker 
between  its  members  and  vendors 
of  capital  equipment,  pharmaceuti¬ 
cals  and  other  products. 

Under  the  terms  of  the  PBX  con¬ 
tracts,  Amerinet  members  will 
jointly  purchase  approximately 
$100  million  worth  of  PBXs  from 
both  NEC  and  Northern  Telecom 
during  the  next  18  months,  accord¬ 
ing  to  Arlene  DeGroodt,  vice-presi¬ 
dent  of  Amerinet’s  capital  equip¬ 
ment  division.  DeGroodt  said  the 
contracts  are  expected  to  be  ex¬ 
tended  over  three  years  and  could 
involve  $500  million  worth  of  PBX 
purchases. 

NEC  has  guaranteed  Amerinet 
members  a  43%  discount  off  the 
list  price  of  its  PBXs,  and  Northern 
Telecom  agreed  to  a  40%  discount. 

Amerinet’s  PBX  purchase  agree¬ 
ments  are  the  first  step  in  a  long¬ 
term  communications  program. 
The  organization  will  also  provide 
members  with  telecommunications 
consulting  services  and  will  at¬ 
tempt  to  arrange  volume  discounts 
on  other  communications  equip¬ 
ment  and  services,  DeGroodt  said. 

Future  projects  include  joint 
purchases  of  transmission  ser¬ 
vices,  local  networks,  computer 
software  and  hardware,  telephone 
answering  services  and  coin  tele¬ 
phones. 

‘‘Our  goal  is  to  provide  support 


house  expertise  in  the  increasingly 
complex  area  of  telecommunica¬ 
tions,”  DeGroodt  said.  ‘‘By  combin¬ 
ing  our  purchasing  power,  we  felt 
we  could  take  better  advantage  of 
competitive  pricing  in  the  telecom¬ 
munications  industry. 

‘‘Group  purchasing  has  been 
used  by  the  health  care  industry 
for  some  time  to  help  drive  down 
costs  for  small  and  medium-sized 
health  care  organizations,”  she 
added.  “We  are  just  beginning  to 
see  it  used  for  telecommunications 
purchases.” 

Telecommunications  analyst 
Walter  Ulrich,  a  partner  in  the 
Houston  office  of  Coopers  &  Ly- 


Amerinet’s  PBX  purchase 
agreements  are  the  first 
step  in  a  long-term 
communications  program. 
The  organization  will  also 
provide  telecommunications 
consulting  services  and  will 
attempt  to  arrange  volume 
discounts  on  other 
communications  equipment 
and  services,  DeGroodt  said. 


brand,  applauded  Amerinet’s  ac¬ 
tions.  “This  is  a  good  idea  for  the 
health  care  industry,”  he  said. 
“There’s  a  tremendous  consolida¬ 
tion  taking  place  in  health  care, 
particularly  due  to  cost-cutting 
pressures.  Large  hospital  groups 
that  serve  many  small  hospitals 
are  trying  to  leverage  their  joint 
economic  power.” 

Ulrich  said  he  sees  this  trend 
spreading  to  other  industries. 
“This  is  an  attractive  concept  for 
small  and  medium-sized  businesses 
that  share  similar  communications 


proach  will  work  for  companies 
with  unique  and  proprietary  com¬ 
munications  requirements,”  he 
said. 

The  group  approach  to  purchas¬ 
ing  makes  major  vendors  sit  up  and 
take  notice.  “The  major  telecom¬ 
munications  service  providers, 
equipment  vendors  and  consul¬ 
tants  are  all  interested  in  large  ac¬ 
counts.  When  companies  come  to¬ 
gether  as  one  large  entity,  they  are 
going  to  command  the  attention  of 
the  vendor  community  —  much 
more  so  than  any  individual  com¬ 
pany  would  on  its  own,”  Horrell 
said. 

Amerinet  opted  for  a  group  ap¬ 
proach  to  PBX  buying  after  sur¬ 
veying  its  members.  “We  found 
that  62%  planned  to  replace  their 
telephone  systems  over  the  next 
three  years,  and  90%  planned  to 
give  their  business  to  NEC,  North¬ 
ern  Telecom  and  Rolm  [Corp.],”  De¬ 
Groodt  said. 

As  a  result,  Amerinet  chose  the 
NEC  NEAX  2400  Information  Man¬ 
agement  System  and  the  Northern 
Telecom  Meridian  SL-1  line  of 
voice/data  PBXs.  The  NEAX  2400 
supports  up  to  22,000  lines  and  SL- 
1  models  support  between  32  and 
6,000  lines.  Both  systems  will  pro¬ 
vide  voice  mail,  electronic  mail, 
facsimile,  teleconferencing  and 
data  networking. 

Amerinet  members  will  buy 
PBXs  from  NEC  and  Northern  Tel¬ 
ecom  distributors,  since  the  manu¬ 
facturers  don’t  have  direct  sales 
forces.  Amerinet  has  signed  agree¬ 
ments  with  NEC  distributor  Uni¬ 
versal  Communication  Systems, 
Inc.  of  Roanoke,  Va.,  a  subsidiary 
of  BellSouth  Corp.;  and  with 
Northern  Telecom  distributors  Pa¬ 
cific  Telesis  Group,  Ameritech  and 
Contel  Corp.  Maintenance,  which 
is  not  included  in  the  Amerinet 
contracts,  will  be  handled  by  dis- 


CALENDAR 

Oct.  5-6,  San  Francisco  —  The 
Fourth  Annual  Third-Party  Main¬ 
tenance  Conference.  Contact:  Cus¬ 
tomer  Service,  Frost  &  Sullivan, 
Inc.,  106  Fulton  St.,  New  York, 
N.Y.  10038. 

Oct.  5-7,  Oakland,  Calif.  —  The 
Third  Annual  General  Assembly 
of  the  World  Teleport  Associa¬ 
tion.  Contact:  JoDee  Meyers,  Con¬ 
ference  Manager,  World  Teleport 
Assocation  Conference  Group,  Bay 
Area  Teleport,  1141  Harbor  Bay 
Parkway,  Alameda,  Calif.  94501. 

Oct.  5-7,  Bal  Harbour,  Fla.  — 
Pay  Phone  Expo  ’87  East.  Contact: 
TeleStrategies,  Inc.,  1355  Beverly 
Road,  McLean,  Va.  22101. 

Oct.  5-7,  Chicago  —  The  Na¬ 
tional  Connectivity  Symposium 
on  Local-Area  Networks  &  Micro- 
Mainframe  Links.  Also,  Dec.  7-9, 
Washington,  D.C.  Contact:  Digital 
Consulting,  Inc.,  6  Windsor  St.,  An¬ 
dover,  Mass.  01810. 

Oct.  13-14,  Dallas  —  VAX  Users 
Show  Exposition  &  Conference. 

Contact:  The  Producers,  360  Merri¬ 
mack  St.,  Lawrence,  Mass.  01843. 

Oct.  14-15,  Newport,  R.I.  —  The 
Newport  Conference  on  Fiber-Op¬ 
tic  Markets.  Contact:  Newport 
Conference  on  Fiber-Optic  Mar¬ 
kets,  KMI  Corp.,  America’s  Cup 
Ave.  at  31  Bridge  St.,  Newport,  R.I. 
02840. 

Oct.  14-16,  Washington,  D.C.  — 
The  Great  International  Celebra¬ 
tion  of  Satellites  in  Space.  Con¬ 
tact:  Society  of  Satellite  Profes¬ 
sionals,  P.O.  Box  7154,  McLean, 
Va.  22106. 

Oct.  18-21,  Phoenix  —  Systems 
Integration:  The  Business  Chal¬ 
lenge.  Contact:  Marcia  Farrington, 
International  Data  Corp.,  5  Speen 
St.,  Framingham,  Mass.  01701. 

Oct.  19-21,  New  York  —  SNA: 
Architecture,  Products  and  Cur¬ 
rent  Implementations.  Also,  Nov. 
16-18,  San  Francisco.  Contact:  In¬ 
formation  Breakthroughs,  Inc.,  445 
W.  Main  St.,  Wyckoff,  N.J.  07481. 

Oct.  20-23,  Montreal  —  MAP/ 
TOP:  A  Comprehensive  Technical 
Introduction  and  Status  Report. 

Also,  Nov.  3-6,  Boston;  Dec.  1-4, 
Los  Angeles;  Dec.  8-11,  Ottawa. 
Contact:  John  Valenti,  Integra¬ 
ted  Computer  Systems,  5800  Han- 
num  Ave.,  Culver  City,  Calif. 
90231. 

Oct.  26,  Dallas  —  WATS  Alert: 
What  You  Must  Know  About  the 
Latest  Long-Distance  Service  Op¬ 
tions.  Also,  Oct.  29,  Chicago;  Nov. 
4,  New  York.  Contact:  BCR  Enter¬ 
prises,  Inc.,  950  York  Road,  Hins¬ 
dale,  Ill.  60521. 

Oct.  26-28,  New  York  —  The 
VAX  Business  User  Forum.  Con¬ 
tact:  Dorothy  Ferriter,  IDG  Confer¬ 
ence  Management  Group,  P.O.  Box 
9171,  Framingham,  Mass.  01701. 
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Users  wary  of 
AT&T  strategy 

continued  from  page  1 
proved  by  the  Federal  Communica¬ 
tions  Commission  in  August,  and 
the  new  Virtual  Telecommunica¬ 
tions  Networking  Service  (VTNS), 
filed  with  the  FCC  two  weeks  ago. 

Both  custom  network  services 
require  commitment  to  a  single  car¬ 
rier  and  the  relinquishing  of  some 
network  control.  “You  would  be  at 
the  mercy  of  the  carrier,”  said 
Robert  Heinschel,  a  lead  communi¬ 
cations  analyst  with  Chevron  In¬ 
formation  Technology  Co.’s  com¬ 
munications  technology  depart¬ 
ment.  “Communications  tech¬ 
nology  changes  so  quickly  that  you 
can’t  be  locked  into  that  type  of 
service.” 

While  here  to  discuss  these  and 
other  recent  industry  develop¬ 
ments,  TCA  members  mulled  a  plan 
submitted  at  the  meeting  to  re¬ 
structure  the  association  to  posi¬ 
tion  for  its  expansion  into  a  nation¬ 
al  user  organization. 

TCA’s  board  of  directors  accept¬ 
ed  a  five-year  plan  submitted  by 
Rebel  Kreklow,  director  of  TCA’s 
Northwest  Chapter,  that  will 
transform  TCA  into  a  three-level 
organization  consisting  of  local 
chapters,  regional  organizations 
and  a  national  board. 

The  plan  calls  for  standardizing 
chapter  bylaws  and  establishing  a 


mechanism  for  raising  revenue 
while  maintaining  nonprofit  sta¬ 
tus. 

The  one-stop  shopping  capabili¬ 
ties  outlined  in  AT&T’s  tariffs 
were  met  with  little  interest  by 
TCA  members,  despite  the  fact 
that  the  VTNS  service  has  already 
attracted  one  corporate  giant,  E.I. 
DuPont  de  Nemours  &  Co.,  Inc.  Du¬ 
Pont  signed  a  three-year  multi¬ 
million  dollar  contract  for  VTNS  on 
Aug.  7  (“DuPont  buys  into  new 
AT&T  service,”  AW,  Sept.  28). 

VTNS  —  like  the  DTSS  service 
originally  filed  as  a  private  tariff 
to  meet  the  needs  of  giant  General 
Electric  Corp.  —  empowers  AT&T 
to  create  custom  networks  using 
any  mix  of  services.  AT&T  offers 
the  services  under  long-term  con¬ 
tract  and  also  provides  network 
management  services  as  part  of  the 
package. 

Many  users  said  the  DTSS  and 
VTNS  services  represent  an  effort 
by  AT&T  to  stymie  competitors  by 
locking  large  users  into  long-term 
contracts,  although  others  admit¬ 
ted  VTNS  would  likely  be  attrac¬ 
tive  to  companies  that  do  not  have 
the  manpower  or  expertise  neces¬ 
sary  to  manage  and  maintain  net¬ 
works. 

“It  is  really  a  move  to  grab  large 
customers  and  lock  them  into  the 
service,”  Heinschel  said. 

Jack  Allen,  network  services  di¬ 
rector  for  the  Western  region  of 


McDonnell  Douglas  Aerospace  In¬ 
formation  Services  Co.  in  Long 
Beach,  Calif.,  sided  with  Heinschel. 
“It  is  a  strong  marketing  strategy 
for  AT&T  to  lock  users  into  prices 
for  current  services.”  Allen  said  he 
was  concerned  that,  with  the  cost 
of  high-bandwidth  transmission 
facilities  plummeting,  a  VTNS  user 
may  have  to  pay  the  higher  rate 
that  was  initially  specified  in  the 
fixed-price,  multiyear  contract. 

Allen  said  he  blanched  at  the 
thought  of  handing  control  of  the 
corporation’s  private  voice  and 
data  networks  to  a  single  vendor. 
“We  have  purposely  instituted  a 
policy  of  not  relying  on  a  single 
vendor  for  equipment  and  ser¬ 
vices,”  Allen  explained.  “This  is  to 
prevent  us  from  experiencing  any 
problems,  such  as  service  outages 
and  strikes,  that  could  affect  a  sin¬ 
gle  vendor.” 

He  said  the  T-l  transmission  fa¬ 
cility  market  has  become  a  com¬ 
modity  market,  adding  that  reli¬ 
ance  on  a  single  carrier  for  all  such 
services  would  erase  the  benefits 
of  price  competition  in  this  mar¬ 
ketplace. 

Ron  Scott,  communications  di¬ 
rector  for  Cubic  Corp.,  a  maker  of 
telemetering  systems  and  radio 
communications  equipment  in  San 
Diego,  said  he  would  be  surprised 
if  users  with  skilled  telecommuni¬ 
cations  staffs  would  be  interested 
in  a  VTNS-type  service.  “It  is  diffi¬ 


cult  to  believe  these  users  wouldn’t 
want  to  retain  control  of  their  net¬ 
works,”  he  commented. 

Scott’s  comments  were  echoed 
by  Michael  Woody,  network  and 
communications  services  manager 
for  a  manufacturer  of  heavy-duty 
trucks.  Woody  said  his  company  is 
trying  to  gain  a  greater  degree  of 
control  over  its  network. 

“We’re  going  in  the  opposite  di¬ 
rection  from  those  who  would  use 
[VTNS],”  he  said.  “We  must  have 
internal  control  and  management 
of  our  network.” 

Clint  Childs,  a  telecommunica¬ 
tions  consulting  analyst  for  Crow¬ 
ley  Maritime  Corp.’s  information 
services  group,  also  said  his  com¬ 
pany  would  prefer  to  operate  its 
own  network.  “We  wouldn’t  want 
AT&T  to  design  and  monitor  our 
network,”  he  said.  “AT&T  is  try¬ 
ing  to  target  the  old  office  services 
managers  who  have  always  relied 
heavily  on  AT&T  for  all  [communi¬ 
cations]  services.” 

Despite  the  fact  that  the  first 
customers  for  the  customized 
AT&T  services  are  two  of  the  na¬ 
tion’s  largest  companies,  Gerry 
Taylor,  a  member  of  Apple  Com¬ 
puter,  Inc.’s  field  telecommunica¬ 
tions  support  group,  said  VTNS 
may  be  most  readily  accepted  by 
small  users.  “The  service  appears 
to  be  best  suited  for  users  with  a 
small,  in-house  telecommunica¬ 
tions  staff  or  none  at  all.”D 


IBM  to  revamp  Rolm  PBX  design 

continued  from  page  1 


Rolm  customers  will  be  able  to  use 
their  existing  station  equipment, 
the  new  switch  architecture  will 
render  most  CBX  II  components  in¬ 
compatible  with  the  next-genera¬ 
tion  switch. 

“This  is  a  brand  new  switch 
with  a  new  switching  matrix  that 
adheres  to  ISDN  standards,”  said 
Fred  Chanowski,  president  of  Tele¬ 
communications  Management,  Inc. 
in  Needham,  Mass.  Chanowski  said 
he  learned  about  the  announce¬ 
ment  through  talks  with  IBM  and 
large  IBM  users  who  have  been 
briefed  on  the  upcoming  product 
introduction.  “But  it’s  also  what  I 
call  forklift-upgradeable,  which 
means  you  rent  a  forklift  and  haul 
the  old  CBX  out.” 

The  current  Rolm  CBX  II  is 
based  on  an  architecture  that  grew 
out  of  Rolm’s  roots  in  the  military 
computer  market.  Unlike  other 
contemporary  PBXs  that  use  in¬ 
dustry  standard  voice  digitization 
techniques,  the  CBX  II  uses  a  pro¬ 
prietary  12-bit  sampling  method. 
The  12-bit  sampling  rate  results  in 
a  digital  voice  channel  of  96K  bit/ 
sec,  less  efficient  than  the  64K  bit/ 
sec  standard  realized  using  the 
common  8-bit  sampling  technique. 

The  64K  bit/sec  standard  is  one 
of  the  basic  building  blocks  of  Inte¬ 
grated  Services  Digital  Networks. 
This  is  one  of  the  main  factors  that 
contributed  to  the  long-held  belief 
that  Rolm  would  have  to  swallow  a 
bitter  pill  and  design  an  ISDN-com¬ 
patible  switch  from  the  ground  up. 

In  the  past,  both  Rolm  and  IBM 
have  vehemently  denied  there 
would  be  a  major  change  in  the 


CBX  architecture,  pledging  always 
to  provide  a  migration  path  for  us¬ 
ers  of  the  switch.  What’s  most  un¬ 
settling  to  users,  including  key 
members  of  the  National  Rolm  Us¬ 
er’s  Group,  is  that  they  were  not 
informed  of  the  upcoming  an¬ 
nouncement  —  and  some  have  re¬ 
cently  invested  in  CBX  II  equip¬ 
ment. 

A  large  Rolm  user  who  request¬ 
ed  anonymity  said,  “A  lot  of  Rolm 
customers  are  very  unhappy.  One 
major  customer  signed  a  $5  million 
CBX  II  contract  two  weeks  ago, 
and  he  is  livid,  I  assure  you.” 

Jay  Silverberg,  communications 
manager  with  Eastern  States  Bank 
Card  Association,  is  disappointed, 
but  sees  the  logic  in  IBM’s  decision 
to  overhaul  the  switch’s  architec¬ 
ture.  “It  is  unsettling  from  a  short- 
range  perspective  when  you  know 
you  have  to  scrap  an  expensive 
piece  of  equipment  in  favor  of  a 
new  piece,”  he  said.  “However,  it’s 
a  growth  path.  This  is  what  Rolm 
needs  to  do  to  become  state-of-the- 
art.  Long-range,  it  isn’t  a  tragedy, 
because  if  it’s  compatible  with  fu¬ 
ture  technologies,  that’s  a  step  in 
the  right  direction.” 

From  a  market  perspective,  ac¬ 
cording  to  John  King,  an  indepen¬ 
dent  consultant  based  in  Carmel, 
Calif.,  the  revamping  of  the  archi¬ 
tecture  is  an  important  step. 
“Rolm’s  gear  is  starting  to  look  old. 
This  move  is  absolutely  neces¬ 
sary.”  He  doesn’t  expect  Rolm  to 
lose  its  installed  base  of  CBX  II  us¬ 
ers.  “For  the  next  few  years,  peo¬ 
ple  will  just  upgrade  their  CBX  IIs, 
which  can  grow  to  twice  their  size, 


with  lots  of  nice  capabilities.  ISDN 
isn’t  going  to  influence  purchasing 
decisions  for  five  years  yet.” 

Although  the  switching  matrix 
and  the  line  cards  will  be  incom¬ 
patible  with  the  new  PBX,  Chan¬ 
owski  said  Rolm  customers  will  be 
able  to  use  their  existing  station 
equipment.  “Rolm’s  proprietary 
station  equipment  link  [Rolm  Link 
256]  will  be  used  in  the  new 
switch,”  Chanowski  said.  “Users 
will  lose  the  PBX  box  but  not  their 
investment  in  station  equipment.” 

Jerry  McDowell,  vice-president 
with  consulting  firm  Vanguard 
Communications,  Inc.,  in  Carmel, 
Calif.,  affirmed  that  the  new 
switch  will  require  a  “significant 
investment”  from  CBX  II  users, 
who  will  have  to  invest  in  new  line 
cards.  He  said  Rolm  Link  256  will 
be  used  on  the  new  product  but 
will  be  enhanced. 

Some  sources  said  IBM  will  man¬ 
ufacture  the  Rolm  PBX,  and  mar¬ 
ket  it  under  the  IBM  label,  a  move 
that  would  fulfill  recent  predic¬ 
tions  that  the  PBX  maker  will  soon 
cease  to  function  as  a  separate  en¬ 
tity  and  be  completely  subsumed 
within  IBM.  If  other  reports  about 
the  new  switch  are  correct,  IBM’s 
controlling  hand  in  the  PBX’s  de¬ 
velopment  is  evident.  Frank  Dzu- 
beck,  president  of  Washington, 
D.C. -based  Communications  Net¬ 
work  Architects,  Inc.,  said  the 
switch  will  be  an  integral  part  of 
the  SNA  environment.  “It  will  act 
as  a  full  3174,  with  local  network¬ 
ing  and  T-l  capabilities,”  Dzubeck 
said. 

“This  switch  is  furthering  IBM’s 
plan  to  roll  all  its  and  Rolm’s  pe¬ 
riphery  products  under  SNA,”  Mc¬ 
Dowell  observed.  “IBM  is  doing  it 


under  the  auspices  of  unified  net¬ 
work  management,  with  NetView 
controlling  all  the  pieces.” 

Chanowski  said  he  suspects  the 
new  product  “will  support  some¬ 
where  around  30,000  lines,  up 
from  the  CBX  II’s  20,000.”  Other 
sources  confirmed  that,  while  it 
will  support  a  greater  number  of 
lines,  the  switch  will  have  a  signif¬ 
icantly  smaller  footprint,  as  much 
as  one-third  smaller  than  the  CBX 
II. 

Sources  said  the  PBX  is  sched¬ 
uled  for  second-  or  third-quarter 
1988  availability,  a  delivery  sched¬ 
ule  that  will  be  met  with  skepti¬ 
cism  by  users,  according  to  Chan¬ 
owski.  “Rolm  in  the  past  has  been 
years  late  with  introductions,  and 
then  the  products  haven’t  worked 
well  when  they  came  out.” 

IBM  has  kept  mum  about  pricing 
information  for  the  switch,  but 
Chanowski  said  Big  Blue  has  of¬ 
fered  substitution  clauses  to  key 
customers  that  recently  purchased 
CBXs.  “They’re  giving  customers 
the  new  switch  at  the  old  CBX 
price,”  Chanowski  said.  He  added 
that  the  price  for  the  new  switch 
will  be  as  competitive  as  that  for 
the  CBX  II. 

But  the  anonymous  user  said  the 
so-called  substitution  clause  “is 
very  vague  and  probably  will  do 
little  to  soothe  customer  wrath.” 

Another  Rolm  user  who  request¬ 
ed  anonymity  echoed  that  concern. 
“Rolm  would  be  crazy  to  alienate 
its  installed  base,  and  it  might  be 
doing  that.  The  minute  my  CBX  II 
is  obsolete  and  I  need  to  take  ad¬ 
vantage  of  ISDN,  I’ll  be  in  the  mar¬ 
ket  for  an  upgrade.  If  Rolm’s  up¬ 
grade  is  too  expensive,  I  might  look 
at  other  vendors’  equipment. ”□ 
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